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E’ for Edsel— 


This is a photogragph of an oil paint- 
of the man for whom the new Edsel 
of cars has been named, Edsel Bryant 

Ford, president of Ford Motor Co. from 
1919 until his death in 1943. 


Ford Sets Eds 


By Jack Weed 

ARBORN.— The new Edsel 
line of cars will sell above and 
below the Mercury, it will be built 
at six or seven Ford and Mercury 
sembly plants around the coun- 
try and the first year’s production 
goal is 200,000 cars, President Henry 

Ford II revealed last week. 


While the Edsel will be mar- 
keted by a separate line of 
dealers, franchises are open on an 
individual basis to dealers now 
selling Ford, Mercury or Lincoln 


cars, 
The Edsel will add 15,000 em- 


Used-Car Stocks 
Hold Steady at 
26-Day Supply 


By Joseph M. Callahan 
Staff Writer 

TOCKS of used cars in the hands 

of new-car dealers remained 
steady on Nov. 1 at almost the same 
level as the month before, accord- 
ing to Automotive News’ monthly 
computation. 

On Nov. 1 there were 26.3 days’ 
supply of used cars per dealer— 
just a fraction above the 26.2 
days’ supply in the average deal- 
ers’ hands on Oct. 1, the lowest 
level to which used-car stocks 
have dropped in 1956. 

The leveling off of used-car stocks 
On Nov. 1 this year was in con- 

trast to last November when the 
tocks dropped to 24.1 days’ supply, 
he year’s low and 11.1 days’ sup- 


below the figure for the previ- 


us month. 


MIYHIS year’s Nov. 1 census pro- 


duced the fourth consecutive 


/Month in which the overall average | 


below 30 days’ supply — the 


control. Three out of four deal- 
reported used-car stocks below 
this level. 
__ The computation revealed that 
'8 percent of the nation’s new-car 
‘ ers had less than a 10 days’ 
Supply of used cars, 26 percent 
ie a 10-15 days’ supply, 43.7 per- 
tent had a 16-30 days’ supply and 
“24.3 percent had a supply good 
for 31 or more days. 
' Stabilization of the used-car mar- 
at the relatively low level is 
(Continued on Page 4, Col. 4) 
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ommended limit for proper used- | 


The Newspaper of the Industry 


Published Weekly at 
2666 Penobscot Bldg. 


_ advertising and crazy trad- 
ing have been largely eclipsed 
| by the introduction of '57 models 
and resultant upsurge in dealer 
| profits, according to an AUTOMOTIVE 
News survey. 

More careful screening of credit 
is also tending to dampen wheel- 
deal tactics. 

From major trading areas across 

the country the reports are similar: 
| New-car advertising has been toned 
| down and sales policies tightened. 
Dealers are avoiding price ads 
|}and price selling—and finding that 
| it pays off in the infant '57 season. 
* 7 


the razzle-dazzle boys were not 


cleaned up along with the ’56 
models. 


* 


HERE are enough scattered ex- 


rst Year 


ployes to the Ford payrolls, half of 


them in Detroit and the rest at the | 


various assembly plants. 
* 7” * 

OME sheet-metal 
interchangeable with Ford and 
Mercury, but, said Chairman Ernest 


R. Breech, they will be lost in the 


design of the car. 


Like the Buick, the Edsel will 
sell in several price classes, it 


was revealed. Ford executives | 


ceptions, however, to show that | 


parts will be| 


& 


DETROIT, NOVEMBER 26, 1956 


| pede away from the newly 
regained sanity remains to be 
seen, 
| Dealers, of course, have not 
abandoned wild operations because 
of a sudden sense of piety. They 
have found that low downpayments 
and long terms granted over the 
past two years are coming home to 
roost. 
Said a dealer in San Antonio last 
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Credit, Advertising Policies Tightened on’57s... 


Profit Rise Curbs Wild Trading 


week: “Too many prospective 
buyers come in to us who have no 
|}equity in their cars at all. They 
| paid little or nothing down, took on 
| heavy monthly payments and now, 
| when they want to trade in the car, 
they owe far more than the car is 


worth. 


* * * 


E CAN’T — and don’t — do 


business with this type of 
ect, and this is where wild 


prosp 





Whether they will start a stam- | 


tee 


el Goal 
Of 200,000 Fi 





said that in the study of 18,000 | 


names for the car, four in addi- 
tion to the Edsel were selected. 
There was some speculation on 


the basis of this that the Edsel | show scheduled to open at the New York Coliseum Dec. 8. Committee members, from | 
| left, are William H. McGaughey, American Motors vice-president and committee chair- | 


would come in four series. 


Check Plans of National Auto 


| Show committee of the 42nd National Automobile Show checks final plans of the | 


Show— 


Previously, Richard E. Krafve, | man; William F. Hufstader, General Motors vice-president; Charles L. Jacobson, Chrys- 


general manager of the Edsel divi. | !er vice-president, and M. F. Peckels, consumer relations director, International Har- | 
Committee members not shown are E. E. Rothman, product advertising and | ‘ 
Ford Motor Co., and Frank W. Noble, assistant sales manager, | dealers and finance companies seem 


sion, had said that the division was 
shooting for 1,200 dealers by intro- 
duction time early next fall, and 
ultimately would have 2,500 to 3,000 
dealers. 

Ford revealed at a press confer- 
ence last week that the name of 
the new car would be Edsel, honor- 
ing his father who was president 
of Ford Motor for the last 24 years 
| (1919-48) of his life. Edsel was the 
}only child of Henry Ford, founder 
of the company. 

7” = = 

ORD confirmed also that the car 
|= will compete in the medium- 
|price field. He told dealers that 
jentry of the Edsel will strengthen 
'the market position of all Ford 
lines and dealers. 

“You will have the backing of 

(Continued on Page 6, Col. 3) 
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Styling upgraded by 
interview—Page 2. 


| vester. 
sales promotion director, 
| Studebaker-Packard. 
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This issue includes the monthly 
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| trading hurts and is going to hurt 
}more and more as 1956 goes into 
1957.” 
The dealer said his advertising 
definitely would be conservative 
| from now on. His competitors, he 
said, had also adopted conserva- 
| tive tactics “until a few weeks 
| ago, when a few went back to 
| wild advertising and selling 
| methods.” 
| He added: “It is to be hoped that 
|the methods of 1955 and 1956 will 
| not be repeated.” 

Another San Antonio dealer con- 
curred, saying: “While there may 
be some breakouts, I think the 
majority of dealers is coming to 
realize that wild advertising and 
|trading does not, in the long run, 
| pay.” 
| The general feeling in San An- 
| tonio is that, under present condi- 
tions it will be impossible to break 
|}even on terms longer than 20 per- 
cent down and 36 months to pay. 
To make a profit, of course, deals 
will have to be shorter than those 
maximums. 

= 

N THE San Francisco area, ad- 

vertising practices generally are 
conservative, with dealers trying to 
hold maximum repayment terms to 
30 months. 

Advertising and selling practices 
in the Great Plains are reported 
“orthodox, dignified and conserva- 
tive,” with a decline in wild news- 
paper advertising noted since the 
announcement of new models, 


“With the public enthusiasm and 
obvious acceptance of the '57s,” said 
one dealer, “it would seem to be 
|useless and unwise for any dealer 
to start wrecking the playhouse at 
| this stage of the game.” 

There has also been a considera- 
| ble check on obviously wild deals. 
Reports an Avtomotive News cor- 
respondent from Missouri: “Both 


* * 





! (Continued on Page 4, Col. 1) 





‘Saturday Work Bars Holiday Cut 


By Martin L. Whitmyer 
Staff Writer 

press output schedules at 
four General Motors divisions, 
plus Saturday operations at Chrys- 
ler, division, Dodge, Ford and Chev- 
rolet, helped the auto industry. hold 
Thanksgiving holiday production 

losses to a minimum last week. 
Production for the week to- 
talled an estimated 126,071 cars, 
or just 7 percent below the previ- 
ous week’s production of 135,609 
units. The same week a year ago - 


Inside Automotive News... 


Major gains scored in war against corrosion. 
Engineering feature—Page 17. 


Fribley addresses Connecticut new-car dealers. 


Printed electrical circuit introduced by Olds. 
Engineering feature—Page 17. 


American Motors. Exclusive 


Dual headlamps usher in “ideal” lighting. 
Engineering feature—Page 17. 


New-car and truck registrations and new-car prices, Page 36. 
Used-car auctions, Page 34. Markets, Page 36. 


| Vehicle production 


by makes, Page 45. 


| saw the manufacturers roll 151,- 
789 cars from the lines. 

Last week’s car output was 100.4 
percent of Automotive News’ three- 
year index, as compared with the 
108 percent compiled the previous 
week, 


+ os = 

ESPITE scheduled increases at 
GM, it now appears doubtful 
whether the industry can meet its 
goal of 645,000 cars for the month. 
As of Saturday, the makers had 
assembled 445,459 cars, or some 
199,000 cars short of the goal for 
November. It now is estimated that 
the industry will-turn-out in the 
neighborhood of 580,000 cars during 

the month. 

Highlight of this week’s activi- 
ties will be the output of the one 
millionth truck of the 1956 calen- 
dar year on Tuesday (Nov. 27). 
The corresponding unit of 1955 
rolled from the lines on Oct, 22. 

GM, with most of its plants work- 
ing Saturday, turned out 65,608 cars 
last week for the smallest percent- 
age deficit of any manufacturer 
from the previous week. The previ- 
ous week, with none of the B-O-P 
operations meeting their goals, saw 
the corporation turn out 66,145 
units, or 6,759 fewer cars than were 
scheduled. 

© om 


s 
A™ B-O-P plants scheduled out- 
put increases last week as 


| Buick upped its projections from 
10,056 to 12,700 cars; Oldsmobile 
| jumped from 8,685 to 8,908, and 
| Pontiac hiked assemblies from 7,- 
712 to 8,600 units. 
Cadillac also worked Saturday 
(Continued on Page 45, Col. 3) 


Top Cars - 


New-car registrations for nine 
months, plus nine states for 
October: 

1956 Pos. 
1—1,222,694 
2—1,023,836 

435,169 
380,611 
354,156 
285,657 
221,714 
172,124 
110,897 
87,253 
79,615 
64,325 
62,855 
33,584 
26,384 
25,581 
7,381 


Make 1955 Pos. 


Chev. 
Ford 
Buick 
Plym. 
Olds. 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Nash 
Stude. 
Lincoln 
Hudson 
Packard 
Imperial 


461,231— 5 
412,892— 6 
284,960— 7 
220,741— 8 
109,264—10 
115,239— 9 
92,993—11 
15,253—13 
77,504—12 
24,445—16 
35,818—15 
40,533—14 
9,312—17 
1,271 Cont’l i—18 
67,194 Misc. 42,822 
Total All Makes 
4,662,301 5,539,568 
Further details on Page 36. 
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Ex-GM Designer Reorganizes Setup .. . 


Styling Gets Top Status at AMC 


By Joseph M. Callahan 
Staff Writer 

ETROIT.—The management re- 
organization that has occurred 
at American Motors Corp. has 
placed greater emphasis on styling 
and should produce better-styled 

Nash, Hudson and Rambler cars. 
This observation was made dur- 
ing an Automotive News interview 
with Edmund E. 
Anderson, present 
director of styling 
for AMC and a 
former chief styl- 
ist for Oldsmobile 

and Chevrolet. 
Since the reor- 
ganization, styl- 
ing at AMC has 
status equal to 
i the other primary 
E, E. Anderson components of the 
automotive operating division—en- 





the production of only such prod- 
ucts as “engineering lets be de- 
veloped.” 

In improving the status of styling 
at AMC, these changes have been 
wrought: 

1. Styling now has its own bud- 
get. 

2. The styling director does his 
own hiring without getting the ap- 
proval of higher authority. 

* * + 
NDERSON said he now has 22 
men on his staff, but that it 
will be increased in the near future. 


Nixon to Address 
Show Banquet at 


Waldorf Dec. 6 


DETROIT.—Vice-President Rich- 








gineering, manufacturing and pro- 
curement. Formerly, styling was 
included in the engineering depart- 
ment. 
+ * * 

a represented by Ander- 

son, is now a part of the top- 
level Product Approval Group, 
which makes the final appraisal of 
all products and product changes 
before they are manufactured. 

President George Romney is 
chairman of this committee. Other 
members are Roy Chapin, auto- 
motive division executive vic e- 
president; Roy Abernethy, sales 
vice-president; James Lee, direc- 
tor of procurement; E. W. Bernitt, 
vice-president of automotive oper- 
ations, and R, H. Isbrandt, direc- 
tor of automotive engineering. 


Styling, in the person of Ander- 
son, is also represented in the 
Product Development Group which 
carefully studies new products and 
product components in terms of 
sales appeal, appearances, cost, | 
manufacturing feasability and other | 
factors. 

> > . | 

SBRANDT is chairman of this 

group which has about 20 mem- 
bers, including delegates from each 
plant, the sales department and key 
men from the trim, body, chassis 
and die sections. 

In the new chain of command, 
Anderson reports directly to 
Bernitt, who reports directly to 
Chapin who reports to Romney. 

The new emphasis is in line 
with the recent trend at other 





Business 
Barometer 


Auto Production — 144,263 cars, 
trucks in week vs. 173,302 year ago. 

Department Store Sales—Down 
3 percent from year before. 

Freight Loadings — 772,761 cars 
in week, a decline of 19,281 from 
yeor before. 

Gasoline Stocks — 171,843,000 
barrels, c decline of 783,000 barrels in 
week. 

Jobless Claims—218,000 in week 
188,400 year ago. 

New-Car Registrations — 4,662,- 

301 in 1956 to date vs. 5,539,568 year 

ago. 

New-Truck Registrations—695,- 
751 in 1956 to date vs. 711,391 year 


vs. 


ago. 

Oil Stocks — 281,903,000 barrels, 
a decline of 928,000 barrels in week. 

Soft Coal Output — 10,160,000 
tons estimated in week vs. 9,874,000 
tons year ago. 

Steel Output — 99.8 percent of 
capacity estimated vs. 100.2 week 
earlier. 

Used-Car Prices — $1,044, in 
November to date (including ‘57s) vs. 
$784 in October. 

Wholesale Prices — 115.6 per- 
cent of 1947-49 index vs. 115.4 per- 
cent week before. 

oy ake 


Common Stocks 
Nov. Nov. 
20 14 
5% 5% 
68% 71% 
54%, 56% 
43% 45% 
6% 5% 


35.85 37.10 


1956 
Low 


5% 
60 
51% 
40%, 

5% 


High 
8% 
87 
63% 
49, 
10% 


Am. Motors 
Chrysler 
Ford 

GM 

s-P 


Average 





ard M. Nixon will address the Na- 
tional Automobile Show banquet 
Dec. 6 at the Waldorf-Astoria hotel 
in New York, George W. Romney, 


president of the Automobile Manu-| 
last} 


facturers Assn., announced 
week. 

The Vice President will be the 
guest of honor and principal 


speaker at the formal affair that 


heralds the show opening Dec, 8) 


at the New York Coliseum. 
Attending the banquet will be 


|more than 1,500 automotive indus-| 
| try executives and guests, including 
| business and industry leaders, pub-| 
lic officials and publishers. Romney, | 
who also is president of American | 


Motors, will preside. 


The annual show banquet is a tra- | 


dition of the automotive industry, 
dating back to the early 1900’s when 
the National Automobile Show in 


New York was an annual affair.| much heat. 
For this reason, Anderson said, 
| 


This year’s show will be the first 
since 1940. 


Supreme 


| WASHINGTON.—After hearing a 
|four-hour argument, the U. S. Su- 
|preme Court now is studying the 
charge of the U. S. Government 
that E. I. duPont de Nemours & Co., 
| through its 23 percent stock owner- 
ship, had the power to control 
| General Motors Corp, 


The case is an appeal from the 

| ruling of U. S. Judge Walter J. 
LaBuy in Chicago dismissing the 
Government's complaint after a 
seven-month trial. 

The case was heard by seven jus- 
tices, two having disqualified them- 
selves. Justice Tom Clark was at- 
torney general in 1949 when the 
|suit was filed and Justic John M. 


Harlan was one of the lawyers| 


| representing DuPont in the trial of 
the antitrust suit. 


“The power of DuPont to in- 





Jewish Group 
‘To Honor Farlow 


With Luncheon 


NEW YORK.—Joseph W. Farlow 
}an executive vice-president of the 
| Automobile Merchants Assn. of 
|New York, will be honored at a 
testimonial luncheon Nov. 29 
(Thursday), according to Edward 
|L. Borkin of the Joint Defense 
| Appeal, sponsor of the luncheon. 

| Borkin said Farlow was being 
|feted for “his outstanding efforts 
in extending the frontiers of de- 
| mocracy throughout the community 
—and for his inspiring service to 
the philanthropic efforts in our in- 
dustry.” 

| The Joint Defense Appeal is the 
sole fund-raising arm of the Ameri- 
|can Jewish Committee and the 
| Anti-Defamation League of the 
| B’nai B'rith. 

| Samuel C. Dretzin, of Surrey 
Motors, is luncheon chairman. Irv- 








factories away from permitting | He said the staff was at a peak of 





Court Weighing 
DuPont Interest in GM 


32 men, but it was later cut back 
by an economy drive. 

He continued: “You can do a | 
job with a small number of 
people, if you handle it right. I 
remember one time when Olds- 
mobile only had three people. One 
advantage is that our small oper- 
ation attracts some pretty good 
designers—fellows who would be 
unhappy if they were lost in a 
big operation.” 


3. The introduction of a number 
of styling innovations which are 
common at General Motors, such 
as the use of %-size and full-size 
clay models. 


Anderson said that AMC formerly 
only used tiny clay models to help 
the designers. The larger clay 
models are used for this purpose 
and also to help the styling depart- 
ment sell its ideas to management.| 

+ * * 


_ discussing the reorgani-| 

zation at American Motors,| 
Anderson—who was the chief Olds-| 
mobile stylist from 1938 to 1942) 
and the chief Chevrolet stylist from 
1945 to 1948—said these industry 
styling trends are currently in ex-| 
istance: | 


| 
1. Toward lighter, airier cars with | 
more glass. 

“Over the years,” Anderson as- 
serted, “the cars with light, fleet, 
airy qualities have been the most 
readily accepted. Departures into 
the bulbous and the ‘stark box’ 
type of design have failed.” 

However, he said, people can’t 

stand too much sun, and there is a 
trend toward creating the feeling 
of more light, without actually do- 
ing so. He explained that if you use 
too much glass, you create too! 





(Continued Page 8, Col. 1) 


fluence business judgments of GM,” 
said John F. Davis, an assistant to 
the Solicitor General, “amounts to a 
combination in restraint of trade 
and a combination to monopolize 
trade. 

“Whenever a business judgment 
was required in a situation in which 
DuPont was in competition with 
other suppliers,” Davis charged, 
“the stock interest cut across nor- 
mal competition and resulted in a 
preference being given to DuPont.” 

This was denied by Hugh B. 
Cox, DuPont attorney, and Robert 
L, Stern, GM counsel, 

“DuPont does not have practical 
or working control of GM,” said 





\ing Rogers, of Rogers Motors, and | 


Cox. 

Stern said that DuPont sales to 
|GM in 1948 totalled $30 million, or 
“only 3 percent of DuPont’s total 
sales. 

“The Government ignores the 
fact that the role of DuPont in 
the affairs of GM steadily has de- 
clined, It ignores the emergence 
of a strong management in GM,” 
said Cox. 

He added that GM buys some 
commodities from DuPont but de- 
|clines to buy others despite Du- 
Pont’s sales efforts. 

“GM makes substantial purchases 
from DuPont’s competitors,” Cox 
said. 








|in our tax system affecting types) 
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AMC's Styling Director Makes a Point— 


Edmund E. Anderson (lower, left), styling 
new line on a clay model to Charl Green 
studio. 


director for American Motors, points out a 
e, manager of clay modeling, at the AMC 





Change in Tax Law Urged 
At 2-Day NADA Seminar 


WASHINGTON, — Rep. Wilbur 
D. Mills Arkansas-Democrat, has 
told members of NADA attending a 
tax seminar that present tax laws 
must be changed to make them 
“fair, neutral and equitable.” 

The dealers were in Washing- 
ton to tackle dealership tax prob- 
lems in a two-day session led by 
several experts in tax matters. 

The standard should be toward 
eliminating present discriminations 


of income, ways of doing business 
and broad groups of taxpayers, 
Mills told the dealers. 

He illustrated the type of in-| 
equity he means by citing that if| 
an automobile dealer should decide | 
to go into another type of business, 
he might well pay smaller or 
greater taxes on his new business 
even if income was the same. 

Mills said he would be unwilling 
to support any overall material 
reduction in tax revenue in light 
of present world conditions and as 
long as economic conditions remain 
at present levels. | 

However, he made it clear that | 
he does not mean that there 
should be no changes in the pres- 
ent tax structure and particularly 
in certain rate adjustments. 
“Every effort should be made to 
find ways to reduce deterrents to 
growth and still provide needed 
revenues,” he said, 

Mills said two main proposals | 
have been offered as courses of | 
action. One would provide a grad- | 
uated rate system for corporations. 
He said he does not feel this step | 
is justified. 

The other would provide relief by 
reducing the present normal tax} 
rate for corporations. He said he| 
would go along with this proposal. 


He questioned the advisibility of | 
providing tax relief for small corpo- | 
rations and doing nothing for the 
more numerous individual proprie- | 
torships and partnerships forming | 
the “backbone of our free enterprise 
system.” The non-corporate group | 
is the more numerous, he pointed 
out. | 

Mills outlined two basic objec- | 
tives of the Ways and Means sub-| 
committee on Internal Revenue tax- | 














|New Mercedes-Benz Roadster— 


Daimler-Benz A. G. plans to expand its production next spring with introduction of 


|Adolph Schnurmacher, of East | this roadster version of the Mercedes-Benz 300 SL. As far as basic design is concerned, 
| Side Chevrolet, are honorary chair-| the roadster retains the characteristics of the 300 SL and is equipped with a six- 
men of the appeal’s autombdtive | cylinder injection engine. The car will be shown for the first time at the 1957 Geneva 


jand allied industries division. 


| Auto Show. 


ation, of which he is chairman. 
First, he said, is to check into the 
administration of internal revenue 
taxation. Second is to clarify tech- 
nical provisions in existing tax 
laws, which means getting at what 
Congress intended when it wrote 
the laws. 

He said he hopes Congress and 
the Ways and Means Committee 
will continue the subcommittee 
(each new Congress must decide 
on the continuation of such 
groups.) He said that it will take 
four more months to straighten 
out technical and interpretive ele- 
ments of present tax laws. 
“Then,” he said. “we can get into 

the matters more directly concern- 
ing automobile dealers and all other 


| businessmen involved.” 


Mills congratulated the nation’s 
dealers for their contributions to 


|the driver education program. He 


said he understood their feelings 

about paying excise taxes on these 

cars when they receive no payment 
(Continued Page 6, Col. 5) 


Ford Division 
Rushes New Plant 


Into Operation 


DEARBORN. —A new assembly 
plant in Missouri is being put into 
production ahead of schedule to 
help meet the demand for 1957 
Fords, according to R. S. Mc- 


|Namara, Ford division general 


manager. 
As a result, McNamara said the 
new facility at Claycomo, Mo., will 
start production shortly after Jan 
1. Production from the new plant, 
he said, is needed to help fill orders 
flowing in from Ford dealers. 


When assembly starts at the 
Claycomo plant, production will 
stop at the old Kansas City plant 
which McNamara said no longer 
can accommodate the new Fords 
with their added length. The new 
Fairlanes are more than nine 
inches longer than 1956 Fairlanes. 
In addition, 1957 Fords come 
in two sizes for the first time in 
Ford history, which is said to 
further complicate the operation at 
the old plant. 


The new Claycomo plant, located 

12 miles northeast of downtown 
Kansas City, is being converted on 
a rush basis from production of 
B-47 Stratojet bomber wings to 
automobile assembly. When com- 
pleted, it will be the most modern 
in the division’s 15-plant network 
|that covers the nation, McNamara 
said. 
Originally built in 1951, the plant 
|was designed for car assemblies 
|but temporarily converted to war 
|work during the Korean fighting. 
‘It will the fourth new assembly 
plant in two years. Others are at 
San Jose, Calif., Mahwah, N. J., and 
| Louisville. 
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Dealers tell me 


By John 0. Munn 


OW to convince dealers not to 

sell below cost” has been the 
central theme of most state associ- 
ation meetings this fall. It has also 
been a discussion subject of NADA 
clinics. 

One of the strongest advocates of 
the necessity of action along this 
line is Elson G. Sims, a Ford dealer 
for 24 years in Vincennes, Ind. 

He has been president of the 
Indiana state association and has 
served as director and chairman 
of many important working com- 
mittees of the state. Many dealers 
count him a combined Paul Re- 
vere and Billy Graham of this 





to forget profits and go after 
volume and registrations. 
of * + 


Absorption Theory 


pee the years the theory that 
service departments should pay 
100 percent of the overhead has 
been advanced. We were led to 
believe that car and truck profits 
should be just gravy. 

Therefore, in Sim’s opinion “when 
one department of your business 
that does only 15 percent of your 
total volume is able to pay 100 per- 
cent of your overhead, then it may 
suggest to you that you ought to 
start making 2 business out of this 





NADA Launches Unit 
For Former Dealers 


WASHINGTON. — NADA has 
established a “Former Member 
Group” for former car dealers 
who want to keep up with what’s 
going on in the industry and the 
association. 

Participants must have been 
NADA members in good stand- 
ing for at least five years before 
getting out of the auto business. 

Dues for the new group have 
been set at $25 a year, in return 
for which members will receive 
most NADA services, as well as 
the right to attend conventions if 
they wish, 








At Connecticut Convention .. . 





Still Room to Improve 
Practices, Fribley Says 


HARTFORD, Conn. — More than| unfair and unhealthy practices 


550 members of the Connecticut 
Automotive Trades Assn. at their 
convention heard Carl E. Fribley, 
NADA president, urged dealers to 
end the evils of price packing and 
new-car bootlegging. 

“We must have ground rules,” 
he said, “which will control these 











that are now ruining our profits.” 


He advised dealers to return to 
the three “Rs” of good business — 
reliability, responsibility and re- 
spectability. 

Fribley also urged dealers not to 
forget the service customer—“your 
most important prospect for a new- 
car sale. He was your best pros- 
pect during the depression. He was 
your best prospect after World War 
II, don’t ever forget him.” 

Joseph S, Santin, Mystic, was 
elected president for the coming 
year to succeed Harry H. Brown 
jr... New Haven. Frank P. Fitz- 
patrick succeeded Santin as first 
vice-president, 


Second vice-presidents are Arthur 
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Attorney Albert H. Aston said was 
part of a crackdown on “bootleg 
automobile” sales. 

Aston said warrants were served 
on Frank, Samuel and Joseph 
Casterline. 

The district attorney said the 
arrests were on information of the 
state police. 


Another Way to Figure 
“TJ, URTHERMORE, if I make $4,- 
000 gross profit from the serv- 
ice department and if this service 
business accounts for only 15 per- 
cent of the total sales, then I con- 
tend that the service department 
should be charged with only 15 per- 
cent of the total expense, or in my 
case, 15 percent of the $12,000 which 


The meeting was built around 
the bill passed by the 1956 Gen- 
eral Assembly which requires all 
such businessmen to have State 
licenses. 

The meeting was the first for the 
nine-man committee. It probably 
will meet quarterly after the pro- 
gram gets into full swing, accord- 


The committee is made up of 
one member from each of the 
state’s eight congressional dis- 
tricts, plus a chairman who is 
chosen from the state at large. 
All nine members were suggested 
by the Kentucky Automobile 
Dealers Assn. 

Chairman of the group is Dixie 


handling of credit and financing. 
Sumpter Priddy, NADA young 
executive plan director, met with a 
group of young Connecticut execu- 
tives and also spoke to the conven- 
tion on the program’s progress. 
Executive board members elected 
for three-year terms are Harry H. 
Brown jr., Delbert Rau, John Bragg, 
Howard Krauss and Morris Lipman. 
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Credit, Sales Policies Tightened on ’57s .. . 


Profit Rise Curbs Wild Trading | Auto Selling Guide for ’57 


(Continued from Page 1) 
to have had a bellyful of no-down 
deals and long terms on sketchy 
credit.” 
* * * 

— Birmingham, Ala., it was 

reported that advertising and 
selling practices were “much more” 
conservative than a year ago. 

Advertising in Cincinnati has 
been “fairly” conservative, with 
the exception of one or two wild 
ads, 


Said an Oldsmobile dealer there: 
“People here don’t go for giveaway 
gimmicks or flash.” 

Dealers in Minneapolis have done 
little individual advertising so far, 
but that which has appeared has 
been on the conservative side. 

Some dealers have been reported 
turning down marginal deals that 
they would have “worked out” in 
the past two seasons. 

a + . 


AID one Minneapolis Dodge- 

Plymouth dealer: “Advertising 
has been conservative, a trend 
which will be even more noticeable 
in the future. Dealers will get away 
from the gimmick.” 

Other dealers in the Twin Cities 
agree, adding that there has been 
“an effort” to be honest and 
reasonable in advertising. 

Atlanta dealers believe both the 





8,575,891 Items Cross State Line... 


30-Day S-P Move Told 


SOUTH BEND.—Last summer, 
as part of the arrangement with 
Curtiss-Wright Corp., the Packard 
central parts depot at Utica, Mich.., 
found it had exactly 30 days to 
move 8,575,891 pieces of stock, 
weighing more than 15 million 
pounds, to new quarters here. 

Last week, David S. McNally, 
Studebaker-Packard general man- 
ager of parts and accessories, said 
the move had been completed in 
22 days. 

The actual movement began Aug. 
29, McNally said, only hours after 
a final decision releasing the project 


was obtained, and built up from | 


150,000 pounds the first night to a 
peak daily transfer of 1,216,930 
pounds 20 days later. 

In all, 740 shipments were made 
from Utica here, including 153 
freight carloads and 587 truck 
loads, McNally said. 

The operation was handled, Mc- 
Nally said, without interruption in 
dealer servicing. He said the move 
had two objectives, in addition to 
making the Utica plants available 
for C-W’s subsidiary’s defense 
work: 

1. Reduced costs as a result of 
consolidation of Packard and Stude- 
baker parts and accessories in one 
plant at headquarters here. 


2. Increased efficiency and speed | 


in handling dealer requirements. 

“Never before in the history of 
the auto industry has so large 
and complex a parts operation 
been undertaken and completed 
in such a short space of time,” 
said McNally. 

Some of the difficulties facing 
MeNally and S-P in accomplishing 
the move within 30 days were 
these: 

1. Bins, racks and plant equip- 
ment, involving 18,000 Packard 
parts numbers having a dealer 
price value of $13 million were 
slated for transfer. 

2. Regular sales and shipping ac- 
tivity for Studebaker could not be 
interrupted and only a minimum 
delay in service on Packard items 
could be allowed. 

3. The narrow time limit, set in 


How ’°57 Models Fared 
At Wholesale Auctions 


DETROIT. — Top prices for 
57 models at used-car auctions 
last week included the following: 

Lincoln, $4,595; Buick Super, 
$3,750; Pontiac, $3,575; DeSoto, 
Firedome, $3,350; Mercury, $3,250; 
Dodge, $3,110; Buick Special, $3,- 
060; DeSoto Firesweep, $2,960; 
Ford, $2,788; Plymouth, $2,725; 
Chevrolet, $2,710, and Rambler, 











factory and local dealer ads are 
conservative and in the best inter- 
ests of the industry this year. In 
only a few instances have local 
dealers resorted to undignified give- 
aways or wild claims. 

The day of selling cars and trucks 
at cost is over, Atlanta dealers say. 
Last year’s experience, plus higher 
floor-planning rates, have made 
them determined to sell at a profit. 

+ + * 

DVERTISING thus far in New 

York City appears to be in line 
with desires expressed by the fac- 
tories. Nobody has gone wild with 
exaggerated claims or promises, 

Merchandising as a whole has 
returned to the more conserva- 
tive kind of pitch which dealers 
hope — in combination with the 
return to sensible pricing prac- 
tices—will encourage more people 
to return to the market, 

In the Providence area, advertis- 
ing is much more conservative than 
in the past. Given credit is the 
strict code of ethics adopted earlier 
in the year by the state dealer 
association. 

Seattle dealers report that most | 


Dealer Thomas Is Mayor 
HERMISTON, Ore. — Charles 
Thomas, Hermiston auto dealer, has 

been elected mayor of the city. 


order to permit quick conversion 
of the plant to production. 


4. No advance stocking of zone) 
depots could take place and no pre- 
liminary preparation of materials) 
was possible. 

5. Parts purchasing activities 
were to be transferred here and 
continued. 


6. It was necessary to open a 
new S-P zone parts depot in De- 
troit to service that market and to| 
replace regional wholesale activity) 
formerly handled at Utica. 


7. Idle property here had to be 
brought into service immediately, 
manpower increased and Stude- 
baker stocks shifted to accommo- 
date the Packard parts. 

Thomas E. Lahy was Packard | 
parts manager at Utica and B. G.| 
Fecteau was Studebaker parts man- 
ager here. Now, Lahy is assistant 
to McNally in charge of operations 
and Fecteau is assistant manager 
in charge of the new combined cen- 
tral parts depot here. 








| believable 


outlets in their ranks have held to 
conservative advertising and selling 
methods, though there have been 
one or two exceptions. 

In New Orleans, advertising and 
selling practices have been on the 
subdued side. Dealers are quick to 
point out, however, that the supply 
of ’57 models is still tight. 

* * 


+ 

— dealers had a signifi- 

cant number of complaints 
about “wild” advertising, but in 
each case only one or two dealers 
were mentioned. Some dealers said 
it was the habitual bad advertiser 
who was continuing crazy advertis- 
ing right into the ’57 season, 

Several Chicago dealers were 
inclined to credit the factories for 
the improved tone of new-car ad- 
vertising in the Windy City. 

There is a sprinkling of adver- 
tising across the country which 
tends to make conservative opera- 
tors shudder. 

In an otherwise clever, four-color 
ad in the Sunday Milwaukee 
Journal, Lou Ehlers Buick boasted, 
= . we need much less profit per 
car!” 

And in Charleston, W. Va., Clark- 
Clay (Chrysler-Plymouth) said its 
aim was “twice as many deals in 
’57; half as much profit as in ‘56.” 
Clark-Clay also claimed that “no 
auto dealer in West Virginia will 
out-sell or out-trade”’ it. 


* * > 

N WINSTON-SALEM, N. C. Hull- 

Dobbs (Ford), one of the original 
razzle-dazzle devotees, offered in a 
full-page ad to give away (“Un- 
but true!”) 
diamonds to anybody who would 
bother to drop into the showroom. 

While Hull-Dobbs said there 
were “no strings attached, noth- 
ing to buy,” the ad noted reluc- 
tantly that no free diamonds could 

be given to children under 14 
unless they were accompanied by 
adults. 

Unvarnished discount advertising 
was used by Southern Motors 
(Nash) in Savannah, Ga. In a 
full-page ad, Southern offered a 
$475 discount on 1957 Ramblers. 

“We are not kidding, we mean 
business,” Southern said in offering 
a four-door sedan with directional 
signals, reclining seats and beds for 
$1,991.45. The price, Southern said, 
included finance charges for 30 
months, comprehensive and colli- 
sion insurance and life insurance 
for the buyer. 

The only extra was the sales tax. 

One dealer in the West sneered 
at such ads. He said: 

“Dealers are discovering that the 
public is no longer paying attention 
to that crap.” 


“Look Dan, we're not sodesperate since the ‘57s 


arrived... ." 





free | 








Coming Dec. 3... 


Automotive News is proud to announce a history-making four-color 
“Auto Selling Guide for 1957,” to be published as a section of the Dec. 3 
issue, just prior to opening of first National Auto Show in 16 years. 


The 28-page section, which will contain no advertising, will devote a 
page to each standard American-made car for 1957. Besides photos of 
various models and mechanical changes of each line (plus a four-color 
photo of each make), the section will highlight the top selling features of 


each car. 


The section, to be printed on 60-pound gloss enamel paper stock, will 
also offer illustrated articles by leading authorities on new-car selling, 
used-car merchandising, dealer public relations, engineering advancements 
in the 1957 models, major specifications and prices. 

The “Auto Selling Guide for 1957” will be a must for every dealer, 
salesman, manufacturer and supplier—for constant reference throughout 
the year. Each subscriber will get a copy of this special section in his 
regular Dec. 3 issue. But you'll probably need an extra copy or two, so 
place your order today. Extra copies of the 28-page section will sell for 


50 cents each. 


So that we may print sufficient copies of the Dec. 3 section, please 


address your request immediately to— 


AUTOMOTIVE NEWS 
2666 Penobscot Bldg. 
Detroit 26, Mich. 


Used-Car Stocks Holding 
Firm at 26-Day Supply 


(Continued from Page 1) 





attributed to the comparatively | 
slow new-car production in Octo-| 
ber. This resulted in a correspond- 
ingly smaller quantity of vehicles 
being dumped into the market. 

The shortage of new cars has also | 
prompted dealers and salesmen to| 
concentrate on used cars as a source 


N. Y. Dealer Chief | 


Backs Proposed | 
Credit Controls | 


ALBANY. — Nelson Mintz (De- 





| Soto-Plymouth), Staten Island, new 


president of the New York State) 
Automobile Dealers Assn., looks) 
with favor on new state legislation 
on compulsory insurance, a 
inspection and credit controls. 

“It is true,” he said, “that the 
insurance law may put a damper 
on used-car sales, but I believe it| 
will benefit the public.” 

Inspection of older cars, Mintz 
said, would be a measure toward | 
making the highways safer. He} 
added that most of the new-car)| 
dealers in the association plan to’! 
set up inspection stations in com- 
pliance with the law. 

Credit controls on the statute! 
books, said Mintz, will put an end| 
to the “no money down and 45 
months to pay” deals which he 
cited as an example of unethical 
sales practices which the associa- 
tion opposes. 

Mintz said New York dealers also 
oppose any further increase in gas- 
oline taxes. “I think they have gone | 
a little too far with the tax on gas 
now,” he said. 

New York dealers, according to 
Mintz, are determined to fight what 
they call “discriminatory” sales 
taxes. They dislike sales taxes in 
certain neighboring states—such as 
Pennsylvania and Connecticut — 
which levy a larger tax on cars 
bought in New York than at home. 


Timken to Build 





Research Lab 


CANTON, O. — Timken Roller 
Bearing Co. has announced that it 
will begin construction next spring 
of a new two-story $500,000 metal- 
lurgical research laboratory here. 

It will be located south of the 
steel and tube division offices and 
will be built of steel frame, brick 
and tile construction. The lab will 
centralize under one roof many of 
the research facilities now located 
in several separate buildings, Tim- 
ken said. 


No Auction 

Because of the Thanksgiving 
holiday, which caused Automo- 
tive News to go to press a day 
earlier than usual, no Detroit 
auction report appears this week. 
The report will be resumed in the 
next issue, 


of livelihood until the new models 
are in sufficient supply. 
* * x 

OMMENTING on the used-car 

situation, a Rocky Mountain 
dealer said, “Sales have been good 

at high prices but winter will slow 
movement down.” 

Another dealer reported, “Grad- 
ually slowing somewhat. Higher 
new-car prices should help keep 
used-car market up.” 


A West Coast dealer commented, 
“Sales good, stocks decreasing due 
to lack of new-car sales.” 


A southern dealer said that the 
trend was not favorable on medium 
or high-priced used cars, but that 
low-priced units were moving very 


well. 
* * 


* 
A< WHOLESALE used-car auc- 
tions last week, the AUTOMOTIVE 
News index showed that the over- 
all average price rose $2 to $1,044. 
Included in this figure are a con- 
siderable number of 1957 models. 
The index showed a divided pic- 
ture, with the prices of three mod- 
els rising, the prices of four models 
dropping and the price of one 
model—1955s— remaining steady at 
$1,384. 

Upward adjustments last week 
were registered by 1957s, up $19 
to $2,408; 1956s, up $8 to $1,924, 
and 1952s, up $3 to $426. 

Falling prices were recorded for 
1954s, down $2 to $1,001; 1953s, down 


|$4 to $666; the 1951s, down $1 to 


$308, and 1950s down $2 to $239. 


Belcher Buick Hit 
By $500,000 Fire 


CLIFTON HEIGHTS, Pa. — A 
general-alarm fire at Belcher Buick 
Co. destroyed 40 new cars and three 
customers’ autos and caused dam- 
age estimated at $500,000. 

Some 200 firemen from 10 com- 
panies fought the wind-whipped 
flames which raged out of control 
for three hours. Traffic on Balti- 
more Ave. (US-1) was detoured for 
seven hours. 

Jim Belcher, dealership president, 
and John Gorman, Clifton Heights 
fire chief, said display lights in the 
showroom .may have started the 
blaze. Belcher said the fire appeared 
to be centered on a new car which 
was lighted by display lamps. 





British Ration Gasoline 
As Crisis Cuts Supply 


LONDON.—The British govern- 
ment has ordered a return to 
wartime gasoline rationing as the 
Middle East crisis cut oil supplies 
to a trickle, 

Rationing will go into effect 
Dec, 17. Fuel oil consumption by 
home-owners and industry also 
will be controlled. J. H, Loudon, 
president, Royal Dutch Shell, pre- 
dicted that almost every Euro- 
pean nation would have to intro- 
duce some form of rationing. 
(ee RRR 
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The Biggest 





car lift 





in history! 








NO CAR EVER 
OFFERED ALL THESE 
EXCITING FEATURES 


1. 60 miles to the gallon! 
2. Air Cooled Engine! 









3. Auxiliary Gas Tank for 
instant switch-over. You're 
never caught short! 









4. World's first car with 
complete 4-way vision! 






5. Free check-ups 300, 
1000, 2000 miles. Com- 
plete regional dealer 
service and spare parts. 








6. Body re-enforced by 
rigid tubular steel struc- 
ture. Found only in the 
world’s finest luxury cars! 












7. Powerful overhead 
valve engine for instant 
cold-weather starting! 







8. Heater standard equip- 
ment! 






Design and technical data subject 
to change without notice. 


EXCLUSIVE U.S. DISTRIBUTORS FOR BMW ISETTA “SOO”: 
“Names and addresses of dealers furnished on request 







(FOR THE NEW FOREIGN CAR DIVISION OF MANY CAR DEALERS) 


Ca ee Gh weeks ago we ran a full page ad 
— . Whitson! i introducing BMW ISETTA “300” to 
dealers throughout the U.S.A. The re- 
sponse to the ad was so immediate, that 
we had to seize upon some dramatic 
means of getting delivery from Europe 
in unprecedented speed and quantity. 


Arrangements were made with the major 
overseas airlines to participate in the 
biggest automotive airlift of all time! 


This was a must to accommodate the more than 45 
dealers who had ordered Isettas over the past 4 weeks! 


In one month—close to 500 cars were sold—on the 
strength of an ad—dealers visiting the showroom, 
487 Park Ave., N. Y.—and the foresight and imagi- 
nation of dealers who knew of the splendid repu- 
tation of BMW—Germany’s leader in fine auto- 
motive craftsmanship. 






Over 50,000 ISETTAS are now on the road in Europe 


And here is what makes this 





extraordinary new car so easy for 
car dealers fo sell...as indicated 
by the following: 


Listed below are reorders from 3 
dealers within the space of 3 weeks. 
It must be noted that each of these 
dealers had but 1 sample car each— 
delivered via the Isetta Airlift—and 
that these reorders directly followed 
on the heels of this 1 car delivery. 
Indeed—these dealers were so anx- 
ious to get their Isettas that they 


1.Worild’s first car you enter standing up- 
no stooping—no needto duck your head. 


Seatac some 


PICTURES TELL THE ST 





2. Parkingin 9 of 1O spaces you'd go past. 
You escape maddening traffic tie-ups! 


volunteered to split the cost of ship- 
ping by air—even as hundreds of 
lsettas were shipboard-midocean on 
the way to the States! 


Dealer No. 1*: 40 

Dealer No. 2*: 17 

Dealer No.3*: 9 
You know your car prospects. You 
know how foreign car minded the en- 
tire nation has become. Wherever, 
whenever, BMW Isetta ‘‘300’’ has 
been shown—it has literally stopped 
traffic dead—for no other small car 


ORY: 





Executive Office: 


136 LIBERTY ST., N. Y. 6, N.Y. 
Phone: COrtlandt 7-7642 






3. So easy! No operation requires bend- 
ing even slightly forward. 


FADEX COMMERCIAL CORP. 


offers such differentness, such luxu- 
riousness of design, such economy. 


For country folk—an entirely new con- 
cept in small car design revolutionizes 
mileage—parking ease—station hop- 
ping—shopping and clubbing! 


For city people—no other car so com- 
pletely answers the- need for relief 
from chaotic traffic tie-ups, lack of 
garage and parking space, abnor- 
mally high costs of big car mainte- 
nance. 


BMW 





DELIVERED 


NOT INCLUDING LOCAL SALES TAX 
(slightly higher on West Coast) 
* Price of Two-Tone Model shown here 
a little higher 


N. Y. SHOWROOM: 
487 Park Ave. at 59th St, 
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The Home of Edsel Division— 


Here is an architect's sketch of how the Edsel division sign and emblem will look 
when the new firm takes over the offices of the present Continental building in Dear- 
born. Continental's administrative activities vacated the offices last July following the 
merger with Lincoln, but the plant area in the rear of the building still is devoted to 
assembly of the Continental Mark II. 


Fahy Brothers Open 


Fahy Brothers Motors (Chrys- | Ben Fahy, an early Ford dealer 
ler-Plymouth) has opened at | in Los Angeles. Their brother, 
Santa Maria, Calif. Partners are | Bob, is a Ford dealer in Banning, 
James and Douglas Fahy, sons of | Calif. 


WHAT 

IS HAPPENING 
TO RETAIL 

ADVERTISING 


| tribution plans.” 


|200,000 Slated First Year... 


Edsel to Be Priced 
In Several Ranges 


(Continued from Page 1) 





division. J, Emmet Judge is man- 
ager of product planning and 
merchandising offices. 


a stronger, larger company be- 

cause of the Edsel,” he said. 

“You will also be selling better 
cars, because of the greater product| Ford said that dealers and auto} 
developments, the bigger research| makers have “ahead of us so vast} 
and engineering programs the Edsel | an opportunity that it is almost im- 
will help make possible.” possible to believe the statistics.” 

. 6 * The special products division has 
been renamed the Edsel division | 
and now is in the process of taking | 





ORD said that studies prove that, 
when a company has two or 
more entries in the medium-priced 


field, the result is to strengthen | Baugh Heads Utah Dealers | 


the sales of all of its car lines. 
In Cache Valley’s Chapter 


He told the dealers that on Feb. 

4, 1957, Ford will reveal in a closed- LOGAN, Utah.—Dean Baugh 
circuit television hookup with| (Nash-Hudson-Rambler) has been 
dealers additional details of the| elected president of the Cache 
Edsel and will also discuss more| Valley Chapter of the Utah Auto-| 
fully “our forward product and dis- | mobile Dealers Assn. 

Other officers are Ernest Hanson 
(Cadillac - Oldsmobile), vice - presi- 
dent; William Evans jr., secretary- 
treasurer, and L. A. Bundy (Buick), | 
director. 





Responsibility for building the 
new dealer organization has been 
given to J. C, (Larry) Doyle, 
general sales manager of the 








The answer is “plenty.” 

Old established buying patterns are going down the drain, 
as Philadelphia retailers rebel at higher-than-ever rates 
for less-than-before circulation. 

There was little they could do to express their rebellion 
until the PHILADELPHIA DAILY NEWS was reborn. 

Now the retailers, who know best what's going on 

in. the area of their own cash registers, 

are swinging to the NEWS. 

Follow their lead . . . and “see the bright difference” 

in your sales in Philadelphia! 


IN PHILADELPHIA? 


10 MONTH RETAIL ADVERTISING LINAGE 





PHILADELPHIA DAILY 


NEws GA 


IN 157,115 





Evening & Sunday 


Bulletin 


LOSS 


45,971 





Morning & Sunday 


Inquirer 


LOSS 1,124,486 





DRAMATIC GROWTH. Since September, the 
bright new NEWS has gained more than 25,000 net 
paid copies daily. Exactly 47,970 copies a day over 
December, 1955 . . . the month the new DAILY NEWS 
came alive. Small wonder the bright new NEWS has 
blossomed into the market’s hottest advertising me- 
dium. Small wonder scores of new advertisers, local 
and national, have jumped aboard. 


REPRESENTED BY: REYNOLDS FITZGERALD 


New York + Chicago + Detroit + Syracuse + Atlanta 


(1955 vs. 1956) Media Records 


The Swing is to the NEWS. 

And there’s only one reason. ; 

The bright new DAILY NEWS produces results 

at a profit to the advertiser. 

In our “high visibility” tabloid pages 

we couldn't bury an advertisement if we tried. 
That’s why even small space ads pay off like magic. 
Try it and see! 


PHILADELPHIA DAILY 


NEwSsS 


+ Los Angeles + SanFrancisco + Seattle + Philadelphia 





over offices of the Continenta] 
building at Oakwood Blvd. and 
Edsel Ford Expressway in Dear. 
born. Plant area in the rear of the 
building will continue to be de. 
voted to assembly of the Continen- 
tal Mark II. 

Neil L, Blume is chief engineer 
of the division and Roy A, Brown 
heads the Edsel styling studio 
under George W. Walker, vice- 
president in charge of styling. 

“Edsel” was the first suggestion 
for the name of the new line; yet 
18,000 other names were tested be- 
fore the original suggestion was 
adopted. The styling staff referred 
to the car as the Ventura for a 
long time. 





Designed for Edsel— 


Mounted in clear plastic, the “E" in the 
hood ornament of the new Edsel car shows 
properly whether viewed from front or 


through the windshield. The Edsel will 
embody bold, new styling themes never 
before seen when it is introduced next 
| year, according to Ford officials. 


‘NADA Seminar 
Hears Plea for 


New Tax Law 


(Continued from Page 2) 
| for them while they are being used 
by the schools. 

The Washington NADA tax semi- 
|mnar was designed to tackle all 
| facets of the tax picture as it con- 

cerns automobile dealers. 

The speakers, other than Rep. 
Mills, were John T. Fey, clerk of 
the U. S. Supreme Court, who ex- 
plained the background and sig- 

| nificance of tax structure; A. A, 
Lally, head of John W. Stokes 
Co., who told dealers how to re- 
organize for tax savings and 
was aided by Lewis A. Williams, 
(Chevrolet); William C, Bu- 
chanan, who discussed handling 
current income taxes on daily 
operations; Maurice Greenberger, 
Federal tax expert, and Walter F. 
Conover, owner of two auto 
dealerships, who covered taxation 
and disposition of business. 
| The employer's part in employe 
| taxes was covered by Guy B. 

Arthur, Gerald Schumaker and Isa- 
dore Goodman. Arthur is a per 
sonnel consultant, Goodman a New 
York lawyer and a CPA, and Schu- 
maker is a Government lawyer who 
has worked with Federal taxation 
| for years. 

Fire Damages Oak Hill 

OAK HILL, W. Va.—Fire caused 
jan estimated $50,000 damage to 
| building and equipment of Oak Hill 
|Motors, Inc. (Buick) here. A. L. 

Sydnor, the owner said he also has 
| been robbed twice in the past six 
| months. 








| Wage Dispute Causes 
Strike in San Jose 


SAN JOSE, Calif. — More than 
600 mechanics, tow truck drivers, 
| car washers and greasers went on 
strike last Monday (Nov. 19) 
against the San Jose Motor Car 
Dealers Assn. and the Independ- 
ent Garage Owners of Santa 
| Clara County in a wage dispute. 
The workers, members of Local 
1101 of the Machinists Union, re- 
portedly are demanding an in- 
crease of 35 cents an hour, They 
have been offered a 10-cent 
hourly raise, The contract expired 
Oct. 16. 
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Shows Teamwork in Action! 
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Latest meeting of the Chevrolet Dealer Advertising Council. The first meeting, held in 1934, was the first of its kind in the industry. 


ito 











oye 
et The Chevrolet Dealer Advertising 
i Council holds another of its semi- 
annual meetings with Chevrolet 
sed executives to review advertising 
Hill ; a 
Z and discuss plans and policies. 
* The Chevrolet Dealer Advertising Council results in 
stronger and more effective advertising for every 
Chevrolet dealer. Sales and advertising executives sit 
= down with dealers representing every section of the 
9) country for a frank and informal discussion of YOU'LL PROFIT MOST WITH CHEVROLET— AMERICA’S 
- Chevrolet advertising, covering everything from long- FOREMOST AUTOMOTIVE FRANCHISE 
7 range goals to local advertising needs. With this 
- latest meeting in Detroit, Nov. 1-2, all Chevrolet 
Zones have been represented in the Dealer Advertising 
= Council this year. This is another example of the 


teamwork between Chevrolet and Chevrolet dealers. CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
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Ex-GM Designer Reorganizes Setup... 


Styling Gets Top Status At AMC 


(Continued from Page 2) 
the use of air conditioners in U. S. 
cars is expected to rise sharply. 
* + + 
NDERSON also said that a 
future possibility is a window 
of two thicknesses of glass with 
liquid between them to provide 
coolness. 

2. Toward flexibility, meaning) 
combination open and closed cars| 
which can have their metal tops) 
removed and stored. 


3. Toward cars that are more | 
distinctive and different from each| 
other. 


4. Toward cars that are only) 
slightly lower. 

“You can get a little lower,” 
he said, “but I think we are al- 
most down to a minimum height 
now for the mass market.” 

5. Toward more sculpturing in the 
bodies and the fenders. 

“In this area,” he explained, | 
“we're limited by today’s materials. 

Many future developments will de- 
pend on how plastics and metals) 
develop. 
= > * 

DON’T expect a plastic car in 
the next 10 years with the pres- 
ent plastics. We just haven’t got 
a plastic that makes a good body. 
Steel isn’t ideal—but it’s the best 
material we have today. However, 
don’t forget we've made terrific 
progress in the development of ma-| 
terials since the last war. 

“Also, remember that you never 
get tomorrow’s answers today, be- 
cause you don’t have tomorrow’s | 
problems today.” 

6. Toward smaller, more compact | 
cars, 

Anderson declared, “There’s less 
and less need for a big car. For 

example, there are more and more 
kids driving cars to school—and 
parents aren’t so reluctant about! 
letting them take a smaller car. 

“TI think the Volkswagen concept 
of compactness will help our sales| 
of Ramblers and Metropolitans. | 
But I also think that Americans 
will want a little more comfort and| 
styling.” 


“ 


* > * 


NDERSON then switched to a/| 

discussion of the conditioning | 
of public opinion, and how impor-| 
tant it is in the public acceptance 
of a car or a feature. 

He said that General Motors can 
condition public opinion by the! 
sheer volume of its divisions. As an 
example, he mentioned the wrap-| 
around windshield which was in- 
troduced in 1954 on the Buick, Olds- 
mobile and Cadillac. He said that 
an independent manufacturer would | 
have been “clobbered” if it had in- 
troduced such a radical departure} 
from the accepted pattern. 

“An independent has to be dis- | 
ecreet about changes, because it | 
has no opportunity for mass sat- 
uration. 

“We have to keep within the ac-| 
cepted concept. When you step out | 
of the accepted concept, 





tinction within the concept.” 

In this connection, Romney re- 
cently stated, “We have changed 
the company’s previous styling pol- 
icy. Under the old policy, styling 
distinction was sought to the point 
of producing designs with highly 
controversial and in some instances 
unacceptable features. 

“Looking ahead, American Mo- 
tors cars will be styled in the basic 
advanced patterns of future cars 
with elements of distinction that 
are not so extreme as to be contro- 
versial.” 

= - * 
ppacussine new - model restyl- 
= ing, Anderson Said most — auto 





MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the countr 


to supply 
new cars for our leased et. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Gelier 
EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 4-6969 





you’re| 
done for. We're trying to get dis-| 


makers are on a three-year body 


cycle, involving these three an-| 


nual changes: 

1.COMPLETE NEW BODY 
CHANGE, in which all elements of 
the body are affected, including 
underbody, cowl, wheel houses, 
quarter panels, doors, roofs, and all 


the elements which are changed in| 


the second and third years. 
2,.MINOR FACE LIFT, in 
which the trim, grille, bumpers, 
hardware, and minor sheet metal 
surfaces are changed. A minor 
face lift usually is made in the 
year following the new body 
shell. All basic dies are reused. 
_3. MAJOR FACE L LIFT, in which 


| Winter Haven Dealers 
‘Elect Hales, McHale 


WINTER HAVEN, Fla. — The 
Winter Haven Automobile Dealers 
Assn, has elected Russel Hales as 
president, Elmer E. McHale as vice- 
president and Mike Trabulsey as | 
secretary-treasurer. 


the major sheet metal panels—in- 
cluding the fenders, hoods, trunks 
and sometimes the roof—are af- 
fected. Also changed this year are 
outer door panels and instrument 
panels, 

Anderson added that auto en- 
gines are usually on a 10-year cycle, 
with a few modifications every year. 
| + * * 
| ANDERSON also punctured a 

couple of popular theories— 
lthat auto stylists are soon going to 
reach the point where improved 
auto designs are impossible and 
that all modern car designs are 
similar, 

“There will never be a stalemate 
in design,” he said. “Nothing is as 
certain as change. As long as there 
is a demand in a certain area, some- 
|one will come along to fill this de- 

mand. We occasionally get stale- 
mated in one area, but then we 
attack in another area. 

“When I begin to feel that no 
additional changes are possible, I'll 
| get out of this business. Of course, 


ONLY AMERICAN AIRFREIGHT OFFERS 


these changes have to be evolution- 
ary.” 

Denying that all cars are simi- 
lar today, he said they only seem 
so to casual observers. He ad- 
mitted that most cars do stay | 
within the accepted current con- 
cept. 

In discussing how he works, An- 
derson said, “A chief designer 
doesn’t draw. As a result, his draw- 
ing gets worse all the time. His job| 
is to instill ideas in his men. Maybe} 
he'll say, ‘How about playing 

around with this idea.’ And then 
the boss will get several interpre- 
tations of the original idea. 

“If the chief designer draws 
something, the other designers are 
going to say, ‘Why should I sub- 
mit my drawing, he’s naturally go- 
ing to be prejudiced in favor of 
his own drawing.’ ” 

* * * 

NDERSON also made these 

points about designing: 

1. All designers are striving for 
utility and distinction. 

2. Every designer has to sell his 
work to his superiors. 

3. It’s important that designers 
have top-level representation be- 
cause they are much more con- 
scious of competitive designing. 

Concluding the interview, Ander- 


—.. 


son said, “I’m positive that with the 
intensified enthusiasm of manage- 


| ment toward styling, American Mo. 
|tors cars of the future will be dig- 
| tinctively and competitively styled.” 











Vornado Develops 
Air Conditioner 


For Automobiles 


WICHITA. — O. A. Sutton Corp, 
has entered the automobile air. 
conditioning market with a new 
Vornado unit that will be mass- 
produced and sold through appli- 
ance-type outlets as well as present 
retail channels. 

According to O. A. Sutton, com. 
pany president, the new unit ig 
“the first one engineered for true 
mass production, making possible 
appliance-type nationwide saleg 
and merchandising efforts.” 

The unit fits under the instru- 
ment panel and is controlled by a 
three-speed blower. 

It is operated by a Tecumseh 
compressor, and Freon 12 is used 
for charging gas. The fan motor ig 
three-speed, series wound 1/20 


| horsepower, Air-volume capacity ig 


250 cubic feet per minute. 

















Automo 


tives who use air- 
freight to keep pro- 
duction schedules on 
time specify Ameri- 
ean Airfreight for 
these reasons: 


tive exeecu- 


COVERAGE 


Only American offers you the 
extra speed of direct one- 
carrier service to all ten lead- 
ing retail markets...more than 
two-thirds of the top thirty... 
all twenty-three leading indus- 
trial areas, in the United States. 


CAPACITY 


American has space for your 
shipment where and when it’s 
needed most. A combined 
daily lift potential of over a 
half million pounds gives 
American the greatest cargo 
capacity of any airline. 
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Working Wives 
Credited for | 
2-Car Growth | 


NEW YORK, — The working)! 
married woman is one of the con-| 
tributing factors to the tremendous 
growth of two-car families since the | 
end of World War II, according to} 
Universal C.1.T. Credit Corp. 


Alan G. Rude, executive vice-| 
president said that “many wives, 
just as their husbands, like the con- 
venience — and often, indeed, it’s a} 
necessity — of driving to work.” 

Rude noted that women now rep- | 
resent about one-third of the total | 
66 million persons in the labor force | 
in the U. S., as against about one- opening of the firm's new building and the introduction of the 1957 Chevrolet, drew 
quarter in 1940. He reported work- | an estimated 10,000 visitors. The dealership features a service center that can handle 
ing women have increased from 13) 51 cars at one time. The firm is operated by George Reardon, president, and Louis 





Dealer Open House Draws 10,000— 


A two-day open house at President Chevrolet, Inc., Quincy, Mass., marking the | 


|use the Federal 


million in 1940 to 22 million now, 

Biggest gain in the women’s 
working force, he noted, has been 
registered by women over 35 years 
old. While there were only 5,300,000 
over-35s in 1940, he said, now there 
are 13 million. 

“The higher family living stand- 
ards we are attaining become a 
habit in a very short time,” he said. 


| S. Cassini, vice-president. : 
|“That is why an increasing propor- 
| tion of car sales in the years ahead 


| will be sales of second cars to fami- | 


| lies who find they just cannot get 
along without the extra vehicle.” 
Rude said there are about 4.5 mil- 
lion to five million two-car families 
in the country now, and that they 


are increasing at the rate of about 
| 500,000 a year. 


Vaughan Buys Johnston 


Tommy Vaughn has purchased 
controlling interest in Johnston 
| Ford Co., 1700 N. Main St., Houston. 





Highways 


Public attention must be contin-| 
ually focused on the U. S. highway} 
program in the next 13 years if the) 
public is to get the highways it is| 
paying for, according to P. D. Mc-| 
Lean, assistant director of the Na- 
tional Highway Users Conference. 


Addressing the American Assn. 
of Battery Manufacturers, McLean 
said, “It will become even more 
important to watch that no high- 
way user taxes are siphoned off for 
nonhighway purposes.” 

He also cautioned that the public 
will also have to block attempts to 
road program as 
a lever to increase other revenue 
unnecessarily. 

“As new rights-of-way are worked 
out,” he continued, “we must be 


alert to see that neither pressure| 


groups nor just plain bad judgment 
cost us dearly.” 
McLean suggested that one of the 





& Safety 





scribing what has been accom- 
plished and what will be accom- 
plished. 


* * 


Students Eager 
To Drive Autos 


A survey made in Zanesville, O., 
has shown that 58 percent of the 
high school seniors travel to school 
in either their own or the family 
car, according to L. Walter Lundell, 
president, Universal C.1.T. Credit 
Corp. 

This was cited, Lundell said, as 
evidence of young people to obtain 
driver soon as they 
|reach legal age. In New York, he 
said, in 1950 there were 39,841 
| junior licenses. This year there are 
| 156,239, said Lundell. 


| * * * 


licenses as 


best ways to stimulate public inter-| Safety Council Praises 


est in highways would be for the 
state highway departments to issue 


annual easy-to-read reports, de-| 





'§ | AUTOMOTIVE EXECUTIVES ALL THESE BENEFITS 





FREQUENCY 


Shipments get faster forward- 
ing...spend less time in termi- 
nals with American’s greater 
frequency of schedules. Over 
1000 departures daily offer 
more service to more cities 
than any other air carrier. 


DEPENDABILITY 


First with scheduled airfreight, 
American today has the largest, 
most experienced personnel 
force...most modern handling 
facilities. Is better able to solve 
. + provide 
dependable on-time deliveries. 


shipping problems . 








AIRLINES 
AIRFREIGH? 


—corries more cargo than any other airline in the world 


|Chrysler and Lundigan 


The National Safety Council has 
commended Chrysler Corp. and 
Bill Lundigan, host on the com- 
pany’s television program “Cli- 
max!” for efforts in behalf of 
highway safety. 

In a letter to Lundigan, Ned H. 
Dearborn, council president, 
wrote: “The National Safety 
Council commends the _ efforts 
that you, as host on Climax and 
Shower of Stars and Chrysler 
Corp., as sponsor, have expended 
toward emphasizing the need for 
| safe driving and courtesy on our 
| American highways. 
| * * * 


Safety Film Issued 


A Walt Disney traffic safety film, 
“I’m No Fool As a Pedestrian,” has 
| been offered to police departments 
| throughout the nation by the traffic 
division of the International Assn. 
| of Chiefs of Police, in cooperation 
| with the Automotive Safety Found- 
| ation. 


| Dealer Sales Top 


‘Food in Canada, 


But Profits Drop 


| OTTAWA. — Dealers across Can- 
jada received an estimated $1,779,- 
| 867,000 from retail sales of cars and 
| trucks in the first eight months of 
| 1956, or 7 percent more than in like 
period of 1955. 

Canadians spent more for such 
| purchases than for food, despite 
|the Federal government’s taxation 
|of motor vehicles on a “luxury” 
| basis. All retail sales of grocery 
and combination stores totalled less 
at $1,689,105,000 in this same period. 

Dollarwise, dealers’ sales this 
year are ahead of last year in all 
provinces with the exception of 
Manitoba, where dealers’ business 
dropped 4 percent in dollar volume 
in this period. 

Elsewhere gains included 17.3 per- 
cent for dealers in Alberta, Can- 
ada’s oil-rich province; 13 percent 
in British Columbia; 11.5 percent in 
Saskatchewan; 9.7 percent in Que- 
bec; 9.4 percent in Atlantic Prov- 
inces, and 1.4 percent in Ontario. 

The only shady spot in a bright 
general picture for dealers is some 
shaving of profits. There are some 
complaints in dealers’ circles that 
profits in 1956 may be smaller, on 
the whole, than in 1955. 


Bakley Chrysler Starts 


Fred Bakley Motors, Inc. (Chrys- 
ler-Plymouth-Imperial), has started 
business at 612 N. Zangs Blvd., 
Dallas. 


GLENN MILLER 


and hundreds of other famous 
artists on any RCA Victor Rec- 
ord Album (list $3.98) YOURS 
FREE with each case of SILOO 
HYDRA-VALVE KLEEN or 
SILOO TRANSMISSION 
KLEEN, For details of this 
FREE OFFER, contact your 
jobber or write Petroleum Sol- 
vents Corporation, Dept. M, 331 
Madison Ave., New York 17, N. ¥. 
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It happens 
every day 


On Election Night America tuned to CBS Television for 
the swiftest, clearest, most accurate report of the nation’s 


will in a turbulent period in world history. 


All the networks reported the same event; but according 

to a Trendex popularity report, CBS Television attracted 
83% more viewers than the second ranking network — 

93% more than the third network. And as the evening wore 
on, the brilliant performance of the CBS News staff won 


an ever-increasing share of the vast Election Night audience. 


Only once before has one network led the others by so wide 

a margin in the area of news and public affairs programs. 
That was during the political conventions, when the nation’s 
viewers spent almost as much time watching CBS Television 


as the other two networks combined. 


And never before has the nation’s preference for CBS 
Television’s regularly scheduled programs been so clearly 
registered. For in the simple act of selecting a channel, a 
viewer chooses his favorite programs every day —and these 
votes too are carefully tabulated. Current returns show 

that CBS Television has 8 of the 10 most popular daytime 
programs, 9 of the 10 most popular nighttime programs, and 


television’s largest average audience—day and night. 


This constant vote of confidence from the constantly growing 
television audience is the underlying reason why America’s 
advertisers continue to commit more of their advertising 
investment to the CBS Television Network than to any other 


single medium in the world. 


CBS TELEVISION 
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AUTOMOTIVE NEWS PLATFORM 
¥ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
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governments, applied to the building and maintenance of highways; 

{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


As the 1957-model season got under way in November, 
new-car stocks had dropped to 276,000 units, in contrast to 
575,000 on Nov. 1, 1955, and 157,000 on Nov. 1, 1954, AuTo- 
MOTIVE NEws compilations show. 


Taking these indices at their face value, 1957 should 
be a much better year than 1956, not quite as good as 1955. 
* 


Despite all advertising claims to the contrary, the aver- 
age 1957 car is not much longer and wider than its 1956 
counterpart—the average is 1.1 inches longer and 0.7 inches 
wider, a survey finds. 

That 0.7 inch, though, is squeezing it pretty close for 
garages and parking lots. 
* * * 

Ford Motor Co.’s new entry in the medium-priced car line, 
due for introduction next fall, will be called the Edsel in 
honor of the man who headed the company for 24 years. 

Welcome into America’s family of motor cars, Edsel. 
* * * 

Willys Motors showed a profit of $1,268,000 in the first 
nine months of 1956; October sales of American Motors cars 
increased 31 percent over 1955, and Studebaker-Packard 
announces that tooling is in the works for its 1958 models. 

The sun shines brighter for the industry’s smaller 
makers. eee 


“Nightmare Under Hood” is the title of a survey by Jack 
Weed, AUTOMOTIVE NEWS service editor, who found that 
stylists and engineers forgot the mechanic and the service 
customer when they designed the 1957 models. 

On the good side, some of the previously inaccessible 
items have been opened up. 
* * * 

Finance men believe shorter terms and larger downpay- 
ments will correct in part the tight money situation on 
automobiles. 

When people want cars, they seem to find a way to 
buy ’em. . 





Fletcher; 





{ 2. Every dollar of gasoline and oil taxes, collected by states and federal | 





Coming 
Events 


Dealer Conventions 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, 


Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 


Dec, 7-8 — Montana Automobile Dealers 
Assn., Rainbow Hotel, Great Falls, Mont. 


Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco, 


Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 


April 45—IIlinois Automotive Trade Assn., 
Pere Marquette Hotel, Springfield, Ill. 


+ * * 
Auto Shows 
Nov. 24-Dec. | — International Autorama, 
Commercial Museum, Philadelphia. 


Dec. 8-16 — Nationat Automobile Show, 
Coliseum, New York, 


Dec. 15-20—Miami Auto Show, Dinner Key 
Auditorium, Miami. 


Dec. 28-Jan. 6 — Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 


Jan. 4-13—Seattie Auto Show, Civic Audi- 
torium, Seattle. 


Jan. 413—Second International Automo- 
bile Show, Mexico City, Mex. 

Jan, 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 5-13—Washington Auto Show, 
tional Guard Armory, Washington. 

Jan. 5-13—San Francisco Auto Show, Civic 
Auditorium, San Francisco. 

Jan, 8-13—Phoenix Automobile Show, 
Phoenix Coliseum, Phoenix, 

Jan. 14-19—Schenectady Auto Show, State 
Armory, Schenectady. 


Jan. 18-26—Iindianapolis Auto Show, Man- 
ufacturers Bidg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 19-27 — St. Louis Auto Show, Arena, 
Oakland Avenue, St. Louis. 

Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 


Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National Guard Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, 
Artillery Armory, Detroit. 


Jan. 21-26—Cincinnati 


Interna- 


Na- 


Detroit 


Automobile Show, 


Cincinnati. 
Jan. 26-Feb. 2 — Rochester Automobile 
how, War Memorial Exhibit Hall, 


Rochestr, N. Y. 


Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 


Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 


Feb. 11-17—Albuquerque Auto Show, Colli- 
seum Bldg., State Fair Grounds, Albu- 
qureque, N. M. 


Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 

Feb. 14-17 — Asheville Auto Show, City 
Auditorium, Asheville, N. C. 

Feb. 15-17 — Richmond Auto Show, Me- 
morial Auditorium, Richmond, Calif, 


Feb. 17-23—Syracuse Automobile Show, 
Onondaga County War Memorial Bidg., 
Syracuse. 


Feb. 20-24 — Harttord Auto Show, Con- 
necticut State Armory, Hartford. 


Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S. C. 


March 2-10—Kansas City Auto Show, Ex- 
hibition Hall, Municipal Auditorium, 
Kansas City, Mo. 

7. 2. «# 
I 


Genera 


Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 


Dec. 9%11—Automotive Warehouse Dis- 
tributors Assn., Inc., Membership Meet- 
ing and Conference, Palmer House, 
Chicago. 


Dec. I1—I7th Anniversary Dinner, Auto- 
mobile Old Timers, Waldorf-Astoria 
Hotel, New York. 


Jan. 7-11 — 36th Annual Meeting, Chair- 
man and Executive Committee, High- 
way Research Board, Sheraton-Park 
Hotel, Washington, D. C. 

dan. 14-18—Annual Meeting, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 


Jan. 19-23—Sixteenth Annual Convention, 
Truck-Trailer Manufacturers Assn., Hotel 
Del Coronado, Coronado, Calif. 


30 Years Ago... 


The Big Stories 


Henry Ford did not introduce the five-day week plan, according to 
the H. G. Saal Co., Chicago. Five years ago the Saal company adopted 
a “five-day week,” and during that period has operated without a 
loss in dividends, according to the president, Leslie S. Gordon. 

Production of cars in ‘the U. S. during October hit the second 
lowest level of the year with a total of 288,848, as against 272,922 in 
January, and compared with 394,096 in October, 1925, according to the 


Department of Commerce. 


October production in Canada, as reported to the Department of 
Commerce, totalled 10,595 cars and 7,075 trucks. 












AUTOMOTIVE NEWS, NOVEMBER 26, 1956 





Automotive Cartoon 


Of the Week 
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“Pay him no mind—he's a market research analyst—" 









Letterbox 


‘Helpful to All . 2... ..’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


| Automotive Warehouse Distributors 
The distribution pattern in the | Assn.). 
Where a decade ago there were 


automotive market has undergone | ¢ 
so many and such rapid changes | S0me 6,000 jobbers, mostly located 
in the cities and larger towns, now 


that folks not directly involved 
there are more than twice that 


sometimes don’t know the whole 
many. They are spread all over the 


story. Such, we believe, was the 
case when the editorial staff of Av- | Map — in the metropolitan centers, 
in medium and small towns, and in 


Ttomotive News mis-captioned an 
countless suburban districts, 


|item concerning the AWDA con- 
| vention scheduled for December. Such decentralization of auto- 
Mistakes will happen, and we’re| motive wholesaling presented a 
not the one to holler about dots| big problem to the manufacturers. 
over “i’s” and crossmarks on “t’s.”; It- has become next to impossible 
But the error in question could only| for a manufacturer to call on, 
lead to wrong impressions, and we| sell, and service these thousands 
are writing in an effort to correct| of wholesalers; yet, the ones he 
those impressions. passes up will never become his 
customers. By 1948, this situation 


In the headline of the AWDA 
convention story, you referred to | had become apparent, and AWDA 
was formed to provide help to 


AWDA distributors as “Jobbers.” th tie 
Now, we hold automotive jobbers pA gn ane a better 


2 Va. der on 4 ss AWDA distributors perform cer- 
group of businessmen contributing tain specific functions, under a self- 
a great deal to America’s economic | Stuck from the factories warehouse 
pene: see Se Se os it in our own buildings, maintain 
ot whites f ome one, operate ceainons a ee sales force to sell it 

; % ; (to jobbers, and only to jobbers), 
establishments which serve as links provide missionary and merchan- 


in the long chain extending from dising help to our j 
: jobber customers, 
manufacturer to jobber. and do all the bookkeeping con- 

Once upon a time, we would not | nected with a business where stock 
have been needed. It was need | is hought, paid for, warehoused, re- 
which created our form of distribu-|soiq_ and finally delivered to the 
\tion and our association (The | jobber customer. 

The December conferences to 
which you referred in your publi- 
cation are a part of the four-day 
AWDA annual convention, sched- 
uled during December (“AWDA 
Month”), from the 8th through the 
11th, at the Palmer House in Chi- 
cago. These conference sessions are 
planned so that each AWDA affili- 
ate manufacturer can present his 
1957 product and merchandising 
program to all of his AWDA dis- 
tributors at one single meeting--a 
great saving in both time and 
travel. 

The benefits of such planning 
will be felt by everyone in the 

automotive industry. 

We thank you for the space you 
have given us. Certainly it be- 

(See LETTERBOX, Page 40, Col. 3) 


AWDA’s Role 








~——From the files of Automotive News, 




















LOOKING 


ave nya 


Planning for tomorrow - Producing for today! 


For a third of a century Bendix Products Division has 
demonstrated time after time its ability to not only 
meet current production demands, but to actually 
anticipate future automotive requirements. 


For example, Bendix* Power Braking and Power Steering 
are today two of the industry’s most popular new car 
features because Bendix started planning them years ago. 


Likewise, new products now being developed at Bendix 
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Bendix Power Brakes 


BRAKES e POWER STEERING e 


Products Division may well be expected to make auto- 
motive headlines on future new car models. 


That this Bendix program of constant progress will 
continue is a certainty because looking ahead plays 


such a very important part of the job at Bendix. 
*REG. U.S. PAT. OFF. 


BENDIX oivision SOUTH BEND norana 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


ar. 


AVIATION CORPORATION 


POWER BRAKING e CONSTANT VELOCITY UNIVERSAL JOINTS e HYDRAULIC REMOTE CONTROLS 
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AUTOMOTIVE WASHINGTON 


Money to Remain Tight, 
Probably Through °57 


By William Ullman 


Washington Correspondent 


_ money market is likely to remain tight for a long time 


—probably through 1957. 


This is the consensus of most Washington economic ob- 
servers, including conservative Dr. Emerson P. Schmidt, 
director of economic research, U. S. Chamber of Commerce. 

oo 


The tight-money market; 
Dr. Schmidt has declared, re- 


flects intensive efforts by the 
Federal Keserve Board and others 
to check inflation in the face of ex- 
traordinary demands for credit. He 
suggested that U.S. business is try- 
ing to do “too much, too fast” in 
the way of expansion programs. 

It follows as the night the day, 
he explained, that the tight-money 
situation will be with us just as 
long as the rates of construction 
and industrial expansion continue 





expanding lines, 
he pointed out, 
have _ developec 
enough momen- 
tum to carry them 
over “well intc 
1957.” 

When industrial 
expansion in som 
lines finally be- 
gins to taper off 
next year, Dr. 
Schmidt foresees 


William Uliman other lines in- 


to break records. And a number of | creasing their demand for credit. 





Oil seals are precision 


products. They are designed to operate under a spe- 
cific set of conditions. Change just one of those con- 
ditions—lubricant, shaft speed, temperature, even 
bearing position—and a different seal will almost 


always be needed. 


Why chance costly retooling or remanufacture? 
Specify the correct seal on the drawing-board. And 


NATIONAL SEAL 
DIVISION, Federal-Mogul-Bower Bearings, Inc. 


GENERAL OFFICES: Redwood City, California 
PLANTS: Van Wert, Ohio and Redwood City, California 


Among other things, he predicted 
higher auto sales in 1957 than in 
1956, 100,000 more housing starts, a 
boom in church building and a 
rapidly expanding highway con- 
struction program. A jump in ac- 
tivity in these lines, he said, wili 
take up any slack in the economy. 

The pros and cons of a tight- 
money policy continue to be de- 
bated meanwhile, even by 
members of the Eisenhower Ad- 
ministration. The other day, Al- 
bert Cole, housing administrator, 
promised to ask Congress to 
make more money available for 
housing, while Treasury Under- 
Secretary Randolph Burgess was 
defending tight money in the 
building business. 

“Tight money,” Burgess said, 
“gives the market a chance to ab- 
sorb the very heavy building of re- 
cent years. It is a partial brake on 
the rise in building costs which 
would threaten seriously to narrow 
the market for houses.” 

Dr. Schmidt is inclined to go 
along with Burgess. If it hadn’t 
been for tight money this year, he 
points out, construction might have 
proceeded faster than industry 
could supply the necessary cement, 
steel and other materials, Prices 
for these materials would have sky- 
rocketed, increasing inflation. 

Still another reason for sensible 








checks %n borrowing was revealed 
by the final 1956 edition of the Rand 
McNally International Bankers Di- 
rectory. It showed that bank loans 
during the past year increased $11.5 
billion, while bank deposits rose 
only $461 million. 

The laws of supply and demand, 
of course, operate in the money 
market just as they do in com- 
modity markets, As long as in- 
dividuals and corporations 
borrow more from banks than 
they put into them, money is 
going to be in short supply—and 
expensive — regardless of Wash- 
ington policies, 

The directory also revealed that 
combined resources of all U. S. 
banks increased only $2 billion dur- 
ing the year ended June 30, 1956, 
compared with an $18.2 billion rise 
the year before. 

Where did banks get the money 
they loaned? First, said the direct- 
ory, they reduced their holdings of 
U, S. Government securities by 
some $9 billion. Second, they sold 


$1 billion worth of other securities. 
- * * 


91 Fewer Banks 


NE statistic in the new Bankers 
Directory has nothing to do 
with tight money—but it was the 
most interesting one as far as the 
Department of Justice is concerned. 





The drafting stage—not later— 
is the time to design-in oil seals! 


when you do, get all the information there is on new 
seals, new lip compounds, and mechanical designs. 
Get it from your National Oil Seal Engineer. His 
counsel is complete, up-to-the-minute, and accurate. 
You couldn’t buy better oil seal information, yet his 


help is yours for the asking. 


Why “do it yourself?” Call the nearest National 


Oil Seal Engineer now. 








Curcaco,Inu. . 


Room 462, McCormick Building, HArrison 7-5163 


CLEVELAND, OHIO . 210 Heights Rockefeller Bidg., Y Ellowstone 2-2720 


Derrorr, MicH. . . . 


13836 Puritan Avenue, VErmont 6-1909 


INDIANAPOLIS, INDIANA . . 
MILWAUKEE, Wis. . . 
NEWARK,N.J. . + «© «© « 


2802 North Delaware St., WAlnut 3-1535 
647 West Virginia Street, BRoadway 1-3234 
1180 Raymond Bivd., Mitchell 2-7586 





Last year, there was a net reduc- 
tion of 91 in the number of banks 
reflecting in part the many mergers 
completed. 

Now Victor R. Hansen, assist- 
ant attorney general and the gov- 
ernment’s chief trust buster, has 
served nvtice that his department 
will again ask Congress for 
power to combat this merger 
trend, 

Present laws make it illega! for 
a bank to acquire the stock of an- 
other bank, but fail to preven: ac- 
quisition of both stock and assets, 
Hansen says the Attorney General 
wants the power to act against 
bank mergers carried out ‘by asset 
acquisitions, and he wants big com. 
panies to give the Justice Depart. 
ment advance notice when they 
plan to merge. 

+ 


* * 

Autos Caught Napping? 
~ SPITE of all the public rela- 

tions men in the auto industry, 
the trade must have been caught 
napping when a new U. S, Chamber 
of Commerce directory was pub- 
lished the other day. 

The booklet is called “Special 
Days, Weeks and Months in 1957,” 
and lists more than 300 business 
promotion events, from National 
Pickle Week to Child Foot Health 
Month. In spite of its range, how- 
ever, there’s nary a day for auto 
men, 

The former rival of the automo- 
bile isn't forgotten, however, be- 
cause Oct. 13-19 will be Save The 
Horse Week. Its purpose: “To 





honor horses (and mules) for 
what they have meant to this 
country and the world.” 

A number of alert industries have 
staked claims to whole months, or 
even seasons. The ladder people 
have taken over all of April for 
something called National Ladder 
Month, though they have to share 
| it with publicists for the Cereal and 





Milk Spring Festival. Even more 
ambitious are the Old Stove Round- 
up, which will consume three 
months next fall, and the Louisiana 
Yam Supper Season, running in 
January and February. 

The Chamber’s list makes it clear 
that small industries as well as 
large ones can have days of their 
own, as witness National Bow Tie 
Week, June 16-22; National Chiro- 
practic Day, Sept. 18; National 
Domestic Rabbit Week, May 19-25. 

There’s even a day for one man 
—Joseph Lee—who is described 

simply as the “Godfather of 

Playgrounds.” 

The challenge to the auto in- 
dustry is clear. It’s time now to 
start reserving whole sections of 
1958 for manufacturers, dealers and 
motorists before the pickle and pea- 
nut butter people get their hands 
on all the good days. 

* 7 * 


Yep, Times Change 


i change, and there’s no 
better proof of it than the Cen- 
sus Bureau’s latest Statistical Ab- 
stract of the U. S. The latest edi- 
tion shows that passenger car regis- 
trations in 1900 totalled 8,000; last 
year they reach 52 million. 

But the nation’s horse popula- 
tion 56 years ago was over 18 mil- 
lion, and about a million carriages 
were manufactured each year. 
Now there are fewer than four 
million horses left in the country, 
and hardly a carriage left outside 
of museums. 

Few Americans, of course, would 
like to return to the era of the 
horse and wagon, but some of the 
statistics in the Abstract reveal that 
progress has brought new burdens 
as well as horizons. In 1913, for in- 
stance, Federal income taxes to 
talled only $28 million; last year the 
total exceeded $30 billion. At the 
corner grocery 40 years ago, bread 
was selling for a nickel a loaf, 
chuck roast for 16 cents a pound 
and sugar for 5.5 cents a pound. 





Boeing Takes Option 
On Ford’s Coast Plant 


RICHMOND, Calif. — Bocing 
Aircraft Co. has taken an option 
to buy the Ford Motor Co, as 
sembly plant here, which has been 
unoccupied since Ford opened its 
assembly plant in San Jose. The 
Richmond plant was built in 1930 
for $3,500,000. 

William M. Allen, Boeing pres- 
ident, said his company would 
soon decide whether it wished to 
purchase the plant. Boeing 
reportedly would use the plant for 
building guided missiles. 


— 



















Love of beauty is something which does not have in the finish itself, not upon it. The remarkable 
long life of Porcelainize— its exclusive endur- 


for automobiles see Porcelainized cars on display, ance — wins and holds customer satisfaction. 


or to be sold. It sells! When people out shopping 


four 


ntry, @ 
— = they not only want these cars but also gladly pay : As a New Car Dealer enjoying your sole 


+ the small added cost. right to use Porcelainize, press your sales advan- 
‘= Nothing can approach the outstanding : tage to the utmost. Porcelainize every new car 
on display, and CLINCH THE SALES! 
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oe beauty of Porcelainized finish. The sparkle is 
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a ” FREEMAN & FREEMAN, INC. © DENVER 3, COLORADO 
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Dealers Sponsor Youth for Safety— 


Burchie Burch, 18, Grand Junction, Colo., receives an expense check and good 
wishes from representatives of Denver Oldsmobile dealers and Colorado Gov. Edwin 
C. Johnson. Sponsored by the dealers, Burch represented the Colorado Teen-Age Traffic 
Safety Assn. at the National Safety Congress in Chicago. From left are Harry C. Dow- 
son, president, Empire Oldsmobile; Gov. Johnson; Burch, and Jack Beatty, manager, 
Arapahoe Motors. 
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Meeting the Practical Problems... 
Case Histories of a Salesman 


Eprror’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * * 

Dear Ed: 

ERE’S a new twist on an old 

trick. A fellow came in the 
other day looking at our new 
models. He was dressed like a 
carpenter and after a few min- 


utes of qualifying I found out he 


Ballooning Sales 


EAST POINT, Ga. — A small bal- 
loon, released by East Point Chev- 
rolet here to announce the 1957 
Chevrolet, has found its way back 
to the dealership. Clyde E. Wilson, 
general manager, said the balloon 
was found 600 miles away at Vir- 
ginia Beach, Va. 








was Eric Lindstrom, on his lunch 


hour from a nearby housing 


project, 


Eric was about 50 years old and | 


spoke with what I thought to be 


a Scandinavian accent. It was in | 


this 


wanted. 


ten minutes of 
figuring I gave 


Remem ber- 


his lunch hour, 
I didn’t press 
too hard for an 
immediate close. 

Instead, I pleasantly agreed 
with Lindstrom when he ex- 
plained that he liked my deal but 
he had to run because he was 
late. But tomorrow — yes, tomor- 





Plexig las signs have stopping-power 


When people see the sixteen-foot-high revolving sign 
shown above, in Salt. Lake City, they are impelled to 
“stop in and look around’. Nothing more can be 
asked of any sign. And this happens most frequently 
when signs, as this one does, have faces, letters and 
trademark reproductions made of PLExicLas® 
acrylic plastic. 


PLEXIGLAS signs attract attention, day and night. 
They are colorful and gleaming in appearance, and 
completely luminous when lighted internally. They 
resist breakage and weather. Maintenance costs 
are low. 


Canadian Distributor: Crystal Glass & Plastics, Ltd., 
130 Queen’s Quay at Jarvis Street, Toronto, Canada. 


We will be glad to send you our brdchure showing 
examples of PLEXIGLAs signs now being used by new 
and used car dealers. Ask us, too, for color samples 
and the names of sign companies in your area who 
are experienced in using PLEXIGLAs. 





re Chemicals for Industry 
ROHM £& HAAS 
oo COM PANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
Representatives in principal foreign countries 


interesting | 
accent that he | 
told me what he | 


After about | 


Eric a deal. | 


ing that my | 
prospect was on | 





row for sure — he would come 


in and make the deal. 
* * = 


OT having much faith in 
| people’s promises of coming 
back, I said: 
“Eric, that’s all right. I’m glad 
| you stopped in today anyway, 
You don’t have to buy this car 
tomorrow. Come in any time and 
T’ll be glad to work out another 
deal for you. Matter of fact, I’m 
off duty tomorrow so even if you 
did show up I wouldn’t be here.” 

I could see that Eric didn’t 
like this. 

He said, “You don’t believe 
| Fl be back tomorrow to buy a 
car from you, do you?” 
| And I said, “No, to be real hon- 
est, I don’t. When you leave here 
now I'll probably never see you 
again. But that’s not unusual, 
We talk to lots of people who 
look and don’t buy right away.” 

* * * 


yo Ed, Eric was getting 
mad and I was enjoying it 
because if I played my cards right 
he’d get mad enough to prove I 
was wrong and that would be just 
what I wanted — to be wrong 
about Eric not coming back to- 
morrow to buy a new car from 
me. 

When I stood up and sort of 
led Eric to the door, I said, 
“Look, boss, I don’t want you to 
be late for your job.” 

He interrupted me, reached into 
his pocket, and said, “Mr. Simons, 
I am very late for my job and 
also am very serious about your 
deal. Take this $10 bill and hold 
it for me. And hold the deal too 
because I'll be back at 5 p.m. 
when I'll have more time to argue 
with you and pick colors.” 

Ed, when I regained my con- 
sciousness and offered Ed a re- 
ceipt, he was halfway out the door 
and shouted back, “Keep it. I'll 
see you at 5 p.m.” And away he 
went. When he got back after 
work we worked out all the 
details, picked a color out of 
stock and today he’s driving his 
new car. 


—Bert Srmons. 


Economist Sees 
Rising Business 


In Months Ahead 


COLUMBIA, Mo. — Auto dealers 
who have not yet absorbed the en- 
thusiasm of some prospects for the 
new-car year, can get much satis- 
faction out of a report from Gor- 
don Nance, University of Missouri 
economist. 

Business activity will continue to 
rise for the next 12 to 18 months, 
Nance predicted at a meeting of 
agricultural representatives of the 
state’s banking industry. 

“The year 1956 probably will set 





a new record,” Nance said, “all 
the indicators are up from a year 
ago and are at all-time highs.” 

He said since the U. S. economy 
is so widely varied that there al- 
ways must be phases which are 
weak in relation to the general level 
of the economy. He said some weak 
phases are automobile production, 
which is being corrected, farmi in- 
come, installment debt, business 
inventories and stock market de 
clines. 

He said all signs pointed to a 
continuation of the present high 
economy for the next year and fur- 
ther inflation was more likely than 
deflation. He predicted steadier and 
stronger prices on almost every- 
thing for the rest of this year. 


ELVIS PRESLEY 


and hundreds of other famous 
artists on any RCA Victor Rec- 
ord Album (list $3.98) YOURS 
FREE with each case of SILOO 
HYDRA-VALVE KLEEN or 
SILOO TRANSMISSION 
KLEEN. For details of this 
FREE OFFER, contact your 
jobber or write Petroleum Sol- 
vents Corporation, Dept, C, 331 
Madison Ave., New York 17, N. Y. 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 





— 


= data on the corrosion 


Engineers. 

First in a series of four 
technical papers was a dis- 
cussion of accelerated corro- 
sion tests for plated coatings, de-| 
livered by Walter L. Pinner, execu- 
tive staff engineer, Houdaille In- 
dustries, Inc. An outline of details 
on two newly developed tests for 
this purpose highlighted Pinner’s 
talk, which comprised a report on 
the work of a committee operating 
as part of the research effort of 
the American Electroplaters’ So- 
ciety. 

Another paper of broad auto- 
motive interest was that on the 
role of finishing in the preven- 
tion of automobile body corrosion, 
by Eugene L. Leithauser, super- 
visor of paint research in the 
chemistry department of General 
Motors research staff. Leithaus- 
er’s talk dealt with the corrosion 
of car bodies and methods used to 
eliminate or retard corrosion. In- 
cluded was a discussion of the 
influence of surface contaminants 
on the corrosion resistance of 
painted steel. 

In a slightly different vein was 
the paper on laboratory techniques 
for determining the reaction of 
exhaust valve alloys to corrosion 
agents present in an engine. This 
material was co-authored by two 
Thompson Products engineers: Max 
J. Tauschek, chief engineer, valve 





Faster Conversion 
Of Energy Seen 
Automation Aid 


AYTON, O. — Faster and more 

accurate controls for higher- 
speed precision in process produc- 
tion control and measurement 
machinery have been achieved with 
discovery of a new method for con- 
verting compressed-air energy to 
electrical energy. 

Engineers of Sheffield Corp. here 
have developed a single switch 
“transducer” said to make an 
energy conversion in approximately 
five milliseconds. 

The transducer may be adapted 
into future air-electric and air- 
electronic instruments and higher 
speed controls, Sheffield engineers 
Pointed out. 

Development of the new trans- 
ducer came about in the process 
of improving and speeding up the 
company’s precision air gaging and 
measurement controls for high- 
speed internal grinders, Sheffield 
engineers revealed. 

“Higher speed of accurate 
response is the most continuously 
sought requirement in both the 
controls and precision manufactur- 
ing industries,” it was stated. 
“Hence, the new Sheffield develop- 
ment is expected to have wide- 
spread applications in the automa- 
tion of many industrial production 
Processes and machines and con- 
trols.” 

Sheffield is completing plans to 
apply the new transducer discovery 
in its own precision air-gaging and 
automatic machine controls, used in 
the metal-forming and other indus- 
tries for dimensional gaging and 
control. 


|neer, chemical metallurgy division; 


_Major Gains Scored 
In War on Corrosion 


By John T. 


Engineering Editor 


Benedict 


of plated coatings, automobile} © 
bodies, aluminum trim and exhaust valves were presented 
in an automotive symposium held at a Detroit convention of 


the North Central region of the National Assn. of Corrosion 
&—_— ees 





division, and John C. Sawyer, re- 
search engineer, staff research and 
development department. 

The fourth paper in this tech- 
nical program covered resistance to 
corrosion of aluminum for automo- 
tive applications, with emphasis on 
those alloys used for trim items. 
This paper had three authors, all 
with Aluminum Co. of America: 
E. T. Englehart, research engi- 


W. C. Cochran, staff engineer, met- 
allography division, Alcoa research 
laboratories, and E. P. White, head, 
automotive section, sales develop- 


ment division. 
= ” * 


Accelerated Tests 


Sought by Industry 


N OPENING his discussion of 
corrosion studies on plated coat- 





INSTRUMENT CLUSTER 





Oldsmobile Reduces Instrument Wiring— 


Considerably less wiring on the back of the instrument panel is required with the 
printed circuitry adopted by Oldsmobile in its 1957 models. 


"57 Olds inne Printed Circuit 


E printed electric circuit used 
in the 1957 Oldsmobile instru- 
ment cluster is the first such appli- 
cation in automobile instrument 
wiring. To automotive electrical 
engineers, who have watched 
printed circuitry move rapidly to a 
dominant position in other areas of 
design, and recently enter the auto- 
mobile radio field, the Oldsmobile 
application is the forerunner of 
many future automotive uses for 
this technique. 

In the unit developed for Olds- 
mobile by General Motors’ AC 
Spark Plug division, a single wire 
leads to the instrument cluster. 
From this power source, the elec- 
tric current is directed to various 
lights and instruments by flush- 
printed copper circuit leads. 

By printing a pattern of flat cop- 
per circuits on an insulating plate 
that forms the reverse side of the 
instrument panel, engineers have 
dispensed with the complicated 
maze of wiring formerly used. The 
single wire leading to the instru- 
ment cluster replaces. 14 separate 
connections; hence, assembly is 
greatly simplified. 

* * 7 
oe circuitry itself is comprised 
of copper foil on a paper lam- 





ings, Pinner explained that, under 
the sponsorship 
of the American, 
Electroplaters’ So- 
ciety, a broad re- 
search program 
has been directed 
toward obtaining 
a good, depend- 
able and repro- 
ducible acceler- 
ated corrosion 
test for plated 

j : coatings. 

W. L. Pinner The need for 
such a test has been emphasized, I 
he said, by criticism of the so-called 
regular salt-spray test. Research 
work to evolve more satisfactory 
tests has entailed the fabrication 
and service testing of carefully 
plated parts to study the corrosion 
patterns. 

Indicative of the scope of the 
corrosion test evaluation program 
is Pinner’s statement that more 
than 20 fundamental concepts to 
duplicate the corrosion pattern in 
an accelerated manner have been 
investi 

Of these, two methods appear to 
(Continued on Page 18, Col. 1) 


by John T. Benedict 


‘Electronics’ Fast Becoming 


Standard Auto Parlance 


T MAY be significant that indus- 
try officials exhibit a penchant 
for injecting “electronics” into the 
discussion when they prognosticate 
future auto design trends. In last 
week’s column, we reported that 
the use of electronic computer-type 
controls for continual on-the-spot 
monitoring of engine-transmission 
relationships had been predicted by 
Philip J. Monaghan, general man- 
ager, GMC Truck & Coach division. 
Now, the latest clue to the in- 
dustry’s interest in electronics 
comes from Joseph A. Anderson, 
general manager, AC Spark Plug 
division of General Motors, At 
an AC open house for automotive 
writers, Anderson said his divi- 
sion is “looking years ahead with 
an eye to putting electronics in 
every car.” 





rio, chief engineer, 


dashboard instruments. 


(Continued on Page 21, Col. 1) 


inated phenolic plastic base, with 
a protective coating of insulating 
varnish. It serves 11 lamps, includ- 
ing seven used for “telltales” or 
warning lights. The circuit also 
operates the gasoline gauge. 

AC engineers began work on this 
type of circuit in 1953, as a means 
of providing more trouble-free wir- 
ing systems that also would be 
easier to install and maintain. Now, 
as the supplier, AC assembles the 
complete unit, including lamps, for 
shipment to Oldsmobile. 

On the factory assembly line, 
operators simply have to remove 
the instrument cluster from a 
box, bolt it to the dash panel and 
insert one 1l-pronged plug from 
the wiring harness. The previous 
system necessitated the plugging- 
in of each socket at the car as- 
sembly point. 

The new type of lamp socket, a 
joint development of AC and Pack- 
ard Electric division of GM, is an- 
other feature of the circuit. Known 
as “the socket that can’t be wired 
incorrectly,” the unit slips in easily 
and prevents assembly errors. 

* + * 
PACKARD Electric engineers ex- 
plain: “Since this was the first 


ment board. 

To devise the required lamp, 
the two GM divisions worked to- 
gether and developed two new 
components, These are a special 
lamp socket for installation in 
the printed circuit, and a multi- 
ple feeder plug to insert in the 
system and provide current for 
all circuits on the board. 


program. 


anticipated 


when necessary. 


~ 


Engineering New Products 
Page 20 


Since he spoke from the West 
Coast to the press group in Flint 
via telephone and an amplifying 
system, Anderson could not be 
questioned for further details. When 
pressed for some elaboration in the 
form of specific automotive elec- 
tronics possibilities, Martin Case- 
automotive 
products, politely but firmly de- 
clined to go beyond mentioning 
such current uses as those in ra- 
dios and some actuating devices for 


The recently announced Bendix 
fuel injection system was, of course, 
mentioned in this regard, since it 


; ; ‘ A single wire leads to| ytilizes electronic controls. No ref- 

the instrument cluster, replacing 14 separate connections. Simplified installation and erence, however, was made to the 

easy servicing cre advantages clamed for this design. ; 
c= = 


time a printed circuit had been 
used in this application, there was 
no existing dashlight for the instru- 


“Easy installation and easy serv- 
icing’—these are the two principal 
advantages of the new printed cir- 
cuit system, according to those 
who contributed to the development 


Trouble-free operation is another 
improvement, as_ the 
chances of short-circuiting are re- 
duced. Accessibility to the back of 
the instrument panel is enhanced, 
and individual sockets can be re- 
moved easily for changing lamps 








Dual Headlamps 
Make Possible 


‘Ideal’ Lighting 


Front-End Styling 
Helped by New Status 
For Lower Beam 


—~ CLEAR the way for release 
of some 1957-model designs, 
sealed beam standards were revised 
and expanded by the SAE Lighting 
Committee to cover the new four- 
headlamp dual sealed-beam road- 
lighting system. 

As reported by Howard C. Mead, 
chairman, lamp subcommittee, and 
Val J. Roper, chairman, bulb sub- 
committee, the chief feature of the 
new system is an improved lower 
beam. This is made possible by a 
separate pair of lamps specifically 
designed for the lower beam. 

In their discussion of the new 
standard, Mead (assistant chief 
engineer GM Guide Lamp divi- 
sion) and Roper (manager, prod- 

uct planning, miniature lamp 
department, General Electric) ex- 
plained that “it has long been 
recognized that best optical con- 
trol is obtained by the use of a 
filament placed at the focal point 
of the parabolic reflector.” 

With the new four-headlamp set- 
up, engineers are, for the first time, 
able to approach this “ideal ar- 
rangement” — since the filaments 
supplying the lower beam are at 
the focal points of their respective 
reflectors. Additional design free- 
dom also is gained, since the lenses 
are designed specifically for the 
lower beam, without compromises 
formerly required when the same 
lens had to serve for both high and 
low beams. 

> > > 
Witt the new arrangement, each 
of the units (known as Type 2) 


(Continued on Page 22, Col, 3) 


Use of Desert 
To Perfect Cars 
Shown by GM 
MEA. Ariz. — Examples of how 
the GM Desert Proving Ground 
* facilities are used to develop and 
prove-out new-model engineering 
features were demonstrated to au- 
tomotive writers who participated 
in pre-announcement road tests on 
a number of 1957 Oldsmobiles from 
the initial production run. 
Chief test projects conducted at 
the desert facility are those on air 
conditioners, engine and oil cooling 


systems and acceleration and decel- 
eration tests. . 


Test cars based at the proving 
grounds also use the surrounding 
terrain for development work on 
such items as brakes, steering 
systems and automatic transmis- 
sions. 


The mountainous Southwest area 
obviously is ideally suited for brake 
fade trials such as those performed 
while developing the new flanged 
drums used with 14-inch wheels on 
the ’57 Oldsmobile. Fade test data 
show that braking effectiveness 
under severe heat buildup condi- 
tions is traceable to the 100-degree 
temperature reduction gained by 
use of the flanged drum. 

* - ” 
) gekehnor-tyrony sunlight in Arizona was 
used to prove the stability and 
durability of the new type of acry- 
lic lacquer body paint. 

Before production release, these 
new paints were exposed to the 
desert sunlight to test them for 

(Continued on Page 30, Col. 1) 
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Better Tests, Alloys Re 


rted ... 





War on Corrosion Scores Gains 


(Continued from Page 17) 

hold promise of providing industry 
and research people with a badly 
needed yardstick with which to 
evaluate research results. As one 
engineer put it: “Now that we have 
measuring sticks in the form of re- 
liable accelerated tests, we can ac- 
celerate progress in improved 
plating systems and production 
techniques.” 

Pinner told how the AES com- 
mittee has studied the extent and 
character of corrosion occurring 
principally in the Detroit area. Test 
specimens used for this purpose 
were specially prepared zinc-base 
die-cast and steel panels, which had 
been plated with various thick- 
nesses of copper, nickel and 
chromium. 

During the exposure of several 
hundred of these panels on taxicabs 
and privately owned automobiles, 
the researchers gathered all essen- 
tial environmental data responsible 


for the corrosive conditions which 
were encountered. 
+ * aa 


- of the program was 
to develop a controlled acceler- 
ated corrosion test which will re- 
producibly create the same type 
of corrosion as that actually occur- 
ring in service in Detroit this win- 
ter. 

Of the more than 20 basic test- 
ing concepts investigated, some 
were abandoned as being either too 
vigorous to be controllable, or 
otherwise unsuitable as an acceler- 
ated testing procedure. 

“Several of the testing procedures 
are in a deferred state,” said Pin- 
ner, “and may be looked at again if 
the two which appear most promis- 
ing fail to satisfy the purpose of 
the program.” 

As described by Pinner, the 
two tests currently judged to be 
most successful are: (1) Acetic 
acid modification of the salt 
spray test; and (2) corrodkote 
test. 





In conducting the acetic acid 
modification of the salt spray test, 
various factors contributing to its 
reproducibility are carefully and 
specifically defined, especially with 
respect to the equipment and its 
operation. 

Interpretation of test results is 
specified more clearly, explained 
Pinner, 
limits than similar definitions oc- 
curring in the description of the 
present salt spray test. These fac- 
tors, together with a statistical 
treatment of sampling procedures 
and test results, and indications 
that the character of corrosion ap- 
proaches that obtained in actual 
service, point to the possibility that 
this test may meet the goal sought 
by the AES committee, according 


to Pinner. 
> + * 


Actual Conditions 
Are Duplicated 





and within much closer| Service Panel— 


This corrosion pattern was produced on 
a chrome-plated steel panel after several 


months exposure in Detroit's winter 
weather. The panel wos mounted on a 
taxicab, at the front of the car, in the 


location provided for a license plate. 
« * ~ 
during several winter months are 
obtained in 192 hours. However, the 
committee is working on factors 
which may reduce the accelerated 
test exposure time still further. 
Turning to a description of the 
second successful test, Pinner said: 
“The corrodkote test is, in effect, 


r THE acetic acid modification,|q controlled procedure that repro- 


results equivalent to exposure} duces 


in an accelerated manner, 


Meeting the big change in cars with the big change in bearings: 


TIMKEN and The Moto-Mated Way 


New TIMKEN’ Moto-Mated bearings are capacity- 
packed, cost 14:6% less than previous designs 


OU’RE looking at a new kind of 

bearing. This bearing is smaller, 
lighter, capacity-packed—and it costs 
less than previous designs. It’s a prod- 
uct of the Moto-Mated Way—the 
Timken Company’s answer to the big 
change in today’s new cars. A new con- 
cept in bearing design, manufacture and 
supply mated to the increasing demands 
of the auto industry. Launched in a 
revolutionary new bearing factory, the 
Moto-Mated Way reaffirms our 57-year 
partnership with the auto industry by 
anticipating your changing needs. It 
puts advanced machines to work for 
you. Provides you with a better, more 
uniformly precise bearing at lower cost. 
Assures you an almost unlimited supply 
of bearings. 


From the Moto-Mated Way comes a 
new breed of Timken® tapered roller 


bearings — 13 standardized sizes mass 
produced by the millions. Lighter bear- 
ings to reduce weight, improve the ride. 
Smaller bearings to save space, permit 
more compact designs. Capacity-packed 
bearings to take the greater loads of 
today’s cars. Lower priced bearings to 
help hold down spiralling costs. 


Front wheels of millions of 1957 cars 
will roll on Timken Moto-Mated bear- 
ings, saving automakers 14.6% in cost. 
Greater savings will result when engi- 
neers and purchasing men find new uses 
for these bearings in rear wheels, pinions 
and differentials. 

Now more than ever, Timken bear- 
ings are your No. 1 value. The Timken 
Roller Bearing Company, Canton 6, 
Ohio. Canadian plant: St. Thomas, Ont. 
Cable address: ‘““Timrosco”’. 
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the extent and character of corro. © 
sion encountered in service, 

“It duplicates, to a degree, ac- 
tual service conditions wherein a 
plated surface is made wettable 
and retained in a wetted condi- 
tion in the presence of a corrosive 
environment.” 

The “particular corrosive en- 
vironment” was described as a mix. 
ture of chemicals selected from gq, 
list of ingredients actually found 
either in the atmosphere or in 
street slush. Pinner noted that 149. 
different mixtures were examined 
before deciding on the particular 
formulation now used in the cor. 
rodkote test. 

In carrying out this test, the 
wetted surface is coated with g 
paste comprised of cupric nit 
ferric chloride, ammonium chloride 
Kaolin and water. The specimen 
then is placed in a humidity cabinet 
at 100 degrees Fahrenheit, with rel- 
ative humidity at least 75 percent, 
but just short of causing condensa- 
tion that would wash the paste off, 

” + * 

XPERIMENTAL work re 

portedly has indicated that such 

exposure for a period of 16 hourg 
apparently will duplicate the type 
and extent of corrosion occurring 
in service over a period of several 
winter months. 

Efforts of the committee now are 
devoted to an examination of the 
effect of certain factors involved in 
both the acetic acid salt spray test 
and the corrodkote test. Another 
group is checking the reproducibil- 
ity of the two tests when carried 
out by different operators in dif- 
ferent equipment. 

The latter activity is regarded 
as vitally important, because, said 
Pinner, “The lack of reproducibil- 
ity of the present salt spray test 
forms the basis of the reason for 
the work reported on.” 

If either or both of these tests 
meet the committee’s requirements, 
the final task will be to calibrate. 
the test in terms of the quality of 
product that can be made commer- 
cially, and in terms of service life 
predicted by the accelerated test- 
ing procedure. 

” - * 

Finishing’s Corrosion Role 
Affected by Design, Service 
— up the subject of finish- 

ing’s role in preventing automo- 
bile body corrosion, Leithauser told 
the corrosion en- 
gineers that to- 
day’s automobile 
finishes, despite 
their great vari- 
ety, may be cate- 
gorized generally 
into three func- 
tional groups. 

Some finishes 
are used only to 
prevent corrosion; 
others serve the “om 
dual purpose of =: EL. Lelthauser 
preventing corrosion and beautify- 
ing, and the third group is purely 
decorative. 

Leithauser pointed out that 
many automobile parts that nor- 
mally are not seen must be pro- 
tected against corrosion. Here, he 
said, the finishing system can be 
quite different from a system that 
will be seen. 

The rocker panel (closed box- 
shaped construction under the 
doors) was cited as an example of 
a hidden member that requires cor- 
rosion protection. The finish for 
this application does not have to be 
resistant to chipping, since it is en- 
closed and not subject to gravel 
impact. Hardness, which is a prime 
requisite of some finishes, is unim- 
portant here. 

“Actually, the film could be soft, 
or even tacky,” said Leithauser. 

However, despite the latitude in 
formulating a finish without regard 
to such properties, rocker panel de- 
sign brings other types of problems 
into the picture. Since the rocker 
panel is a closed channel, it is 
impossible to apply a satisfactory 
phosphate coating to the interior 
surfaces after assembly. 

Yet, such a coating is regarded 
as essential to a durable organic 
film. A further complication is the 
fact that paint must be applied by 
means of a long tubular spray gun. 

Leithauser called this procedure 
unsatisfactory, because if the spray 
gun is plugged or not functioning 
properly, bare spots will result and 
cannot be seen. Also, if the man 
on the line who is applying the 
paint misses one job, it cannot be 
detected readily by inspection. When 

(Continued on Page 26, Col. 3) 
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Tool, High Speed Steels 
Extruded by Allegheny 


A wide variety of shapes are promised 
in an announcement that for the first time 
hot extruded tool and high speed steel 
shapes are ovailable to the metalworking 
industry. 

Allegheny Ludlum Steel Corp., Pitts- 
burgh 22, Pa., has successfully extruded 
tool and high speed steels in a variety of 
grades, and is ready to extrude a variety 
of shapes not now available in these tough 
materials, it is said. The company is offer- 
ing 20 of its standard tool and high 
speed steel Grades to customers for order- 
ing in the form of extrusions. 





Automatic Assembly Unit 
Tests Cylinder Heads 


An automatic assembly machine 


that 
applies sealer material and assemblies 
three welch plugs in automotive engine 
cylinder heads, air tests the finished as- 
semblies, and automatically rejects from 
the machine any heads that do not meet 
standards has been designed by Snyder 
Tool & Engineering Co., 3400 East Lafay- 
ette, Detroit 7, Mich. 

Another unusual feature of the machine, 
which assembles 139 heads per hour at 
80 percent efficiency, is that it makes right 
and left hand cylinder heads by alter- 
nately pressing plugs into opposite ends 
of the heads as they pass through the 
machine. 


> > > 
Union Carbide Introduces 
Silicone Rubber Catalyst 
An easy-to-use catalyst for curing of 
the newer types of silicone rubber has 


been developed by Union Carbide and 
Carbon Corp., 30 East Forty-second St., 
New York, N. Y. 

Called Union Carbide X-1960 silicone 
rubber curing compound, it comes in 
the form of a stiff white paste and 
contains a combination of silicone rubber 
gum, a filler, and 5 percent di-tertiary- 


butyl peroxide (DTBP) which is locked 
in so that it cannot evaporate. Shelf 
life is said to be six months or more. 





Hydra-Feed Announces 
Double-Tracer Lathes 


Axle, moior and cam shafts, all of 
which are normally turned with multiple 
tooling and require separate machines for 
rough and finish operations, are said to 
be handled in a single setup on double- | 
tracer lathes being introduced to indus- | 
try by Hydra-Feed Machine Tool Corp., 
730 W. Eight Mile Rd., Ferndale, Mich. | 

The lathes can be supplied with either | 
right or left hand slides or combination | 
of both. Coupled with rear carriage tools 
for roughing cuts, these machines combine 
@ short machining cycle with high quality 
finishes. 














| plate 
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Galvanic Insulators 'Wed' 
Metals, Says Crawford 


Crawford Fitting Co. has released in- 
formation on the latest addition to the 
line of Swagelok tube fittings—Swagelok 
galvanic insulators of Zytel polyamide 
resin. ; 

Swagelok galvanic insulators of ‘‘Zytel" 
are said to offer a method of eliminating 
galvanic action which results from joining 
dissimilar metals. With their use, brass, 
aluminum, copper and steel may now be 
joined, the company said. For informa- 
tion, address Crawford Fitting Co., 884 
E. 140th St., Cleveland 10, O. 

6 6 





Stitched Section, String Buffs 
Available in Various Sizes 


A line of stitched section and string 
buffs for industrial polishing departments 
and job shops has been morketed by 
Schlegel Mfg. Co., Rochester 7, N. Y. 

These cotton stitched and string section- 
wheels are available in 8, 10, 12, 14 and 
16-inch diameters, or can be made up 
according to specifications. String cup 
bobs, or goblet buffs can be had in 3 
and 4-inch diameters. 

* e > 


3-M Issues Catalog 


An illustrated catalog listing properties 
and applications of a wide variety of ad- 
hesives, coatings and sealers is now avail- 
able from Minnesota Mining & Mfg., Co., 
411 Piquette Ave., Detroit 2, Mich. 

® * 


Portable Stacking Racks 


Made to Specifications 


A portable stacking rack designed for | 
handling and storage of package ma- 
terials, products or parts which cannot 
be stacked without support has been de- 
veloped by the Pressed Steel Division, Re- 
public Steel Corp., 6102 Truscon Ave., 
Cleveland 27, O. 

The open-side steel frame units are said 
to bring portability to the field of shelving 
because they can be moved by fork lift 
or platform truck, according to the needs 
of production and inventory. Varying in 
size, the units are made to specification 
according to the size and shape of the 
material to be handled. 


Short Pallet Truck Available 
In Two Weight Capacities 


A pallet truck with short lost length, 
increased underclearance, maximum power 
ond stability, and an exclusive “Break- 
away” feature for easy maintenance has 
been marketed. 

Available in 4,000 and 6,000-pound 
capacities, the truck, called the Yale 
Worksaver, can be fitted in two different 
size battery compartments. The short 
compartment models fit a six-cell, 13- 
battery (or comparative nickle 
alkaline model) and are only 24 
inches longer than the load. The larger 
model takes six-cell, 25-plate battery, and 
is 33 inches ionger than the load. Yale 
& Towne Mfg. Co., 11000 Roosevelt 
Bivd., Philadelphia 15, Pa. 





Engineering and Production 
New Products 





Special Cap Screw Designed 


For Use on Automobiles 


Manufactured of high-carbon, spheroid- 
ized steel, Tritanium cap screws are said 
to be engineered to withstand the 
stresses and strains of today's high- 
speed, high-powered automobiles. 

Made of purer, more refined steel for 
Protection against all internal flaws, the 
cap screw has an average minimum 
tensile strength of 135,000 pounds per 
square inch, it is claimed. Protected 
against rust and corrosion, the cap screw 
is produced by Premier Autoware Co., 
| 4415 Euclid Ave., Cleveland 3, O. 

> : > 


| Rubber Tile Floor Covering 
|Puncture, Slip Resistant 


A floor covering of universal applica- 


| tion claimed to be score, dent, puncture, 
slip and spike resistant, has been de- 
veloped by American Mat Corp., 1794 
Adams St., Toledo 2, O. 

Tweed rubber tile affords a tough, long- 
wearing floor that withstands abuse here- 
tofore impossible with other resilient tile, 
it is claimed. High resiliency makes it ideal 

| for affording comfort ond noise silencing 


in many industries. 
* > > 


Liquid Neoprene Available 
|For Brushing or Spraying 
Neoprene, the synthetic rubber made 


| by DuPont Co., Wilmington, Del., for the 
| Purpose of providing high resistance to 


|} many organic and inorganic chemicals, is 


available in a liquid form suitable for 
brushing or spraying. 

Available in colors of black, red, light 
gray and aluminum, Rubber-Coat Liquid 
Neoprene is applicable to structural steel 


shapes, pipes and irregular areas. 
> = > 
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National-Standard Markets 
Improved Spring Wires 

Two spring wires, trade named Trucoat 
and Micro-Tin, have been developed by 
National-Standard Co., Niles, Mich., to 
provide closer dimensional and load 
tolerances essential in precision springs 
and a necessity in many critical springs 
intended for two-load applications. 

Trucoat wire has a chemically prepared, 
non-metallic coating resulting in a wire 
with lower out-of-round characteristics than 
conventional music wire. The coating also 
provides excellent lubrication during coil 


winding, it is claimed. Micro-Tin meets the | 


need for a more uniform corrosion 
resistant music wire required for precision 
springs used in business machines, elec- 
tronic gear and similar applications. Like 
Trucoat, it i¢ available in ail conventional 
spring wire sizes. 


Dispensing Machine Enables 
| Mass Use of Foamed Plastic 


Mass production techniques in the au- 
tomotive applications of cellular foamed 








plastics are said to be possible with an Tipp Electrical Unit Controls 


automatic metering, mixing and dispens- 
|ing unit developed by Nopco Chemical 
Co., Harrison, N. J. 

With the unit, called Nopcometer, 
assembly line manufacture of both large 
and small quontities is possible, as the 
machine can deliver to the production 
line, automatically and intermittently a 
predetermined charge of foam of any 
rates up to 


required density at varying 
per 


15 pounds minute. 





Pressure Reducing Valves 
Marketed by Vickers 


Two low-pressure type pressure reducing 
valves for industrial oil-hydraulic systems 
ore now available from Vickers, Inc., Box 
302, Detroit 32, Mich. 

The units are said to feature a broad 
Pressure adjustment range, being capable 
of providing any controlled reduced out 
| let pressure from 25 to 1,000 psi. Both 
valves are for use with %-inch nominal 
Pipe size systems having operating 
pressures up to 2,000 psi. Mogel XGL-03 
B is a gasket mounted design, model 
XTL-03-B is provided with %-inch pipe 
thread connections. 

* = > 
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Industrial Air Tacker 
Holds 5,000 Staples 


An industrial air tacker, said to drive 


5,000 staples continuously from a single 


Swingline Industrial Corp., 32-00 Skillman 
Ave., Long Island City 1, N. Y. 


| Norton Co., Worcester 6, Mass. 


Mechanical Conditions 


A diversified line of ‘package’ indus. 
trial controls, providing automatic yet 
flexible monitoring and control of virtually 
any chemical or mechanical condition that 
can be measured electrically, has been 
marketed by-Tipp Mfg. Co., Tipp City, O. 


Functions that can be controlled by the 
instrument include voltage, current, torque, 
timing, pressure, temperature, liquid ‘evel, 
speed, depth, light, sound and deflection. 
The controls are effective over a voriety 
of ranges for each function. Sensitivities 
begin with zero to 5 microamperes, 
zero to 5 millivolts. Normally the 
operate on direct current, but, in most 
cases, they may be adapted to AC, it is 
claimed. 


or 
units 


* * * 


Electric Furnace Process 


Produces New Abrasive 

A new abrasive produced by a special 
furnace process been 
developed by Norton Co. 


new electric has 

Known as 44 Alundum, it is the latest 
addition to the Norton line of aluminum 
oxide abrasives. Its primary benefits, Nor- 
ton said, higher 
structure 


are greater toughness, 
strength, finer 
and greater sharpness. 


inherent crystal 


* * * 


Cylindrical Grinder Available 
In Three Work Lengths 


A cylindrical grinding machine for pre- 
cision grinding of large, relatively light 
weight workpieces has been designed by 
The Nor- 
semiautomatic 


ton 30-inch Type LCTU 


| grinder is cvailable in work lengths of 


48, 72 and 96 inches, and will handle 


| work up to 30 inches in diameter. 


Wide tabies and ways are built into 
the machine to provide rugged support to 


the work, it is said. Wheel spindles run 


| in long, ball bearings, pressure lubricated. 


| 
| 


Break-resistant and compact, the plas- | 
tic cartridge of this pneumatic precision | 


tacker, called lLoad-O-Matic, is said 
hold @ continuous belt of high carbon 
staples which are air-driven through the 
pistol-shaped tool by releasing its trigger. 
lt is possible now to drive as many as 
four different staple sizes using the same 
cartridge, it is said. 
* * co 


Abrasive Aluminum Plate 
|Provides Non-Skid Surface 


A non-skid abrasive aluminum 


sing load, has been marketed by 
| 


or water, has been placed on the market 
| by Aluminum Co. of America, Pittsburgh 
| 19, Pa. 

The product is rolled from ingot by 
a method which provides a fused alumi- 
num abrasive oxide on one surface of 
the plate. The layer of abrasive is meto!- 
lurgical 
In welding, 


for instance, the abrasive 


tread | 
| plate that is said to provide sure foot- | 
ing even when covered with oil, grease | 


to | 


| 





bonded to the aluminum plate. | 


Automatic or manual wheel feed settings 
are speeded by means of ‘‘click-count” 


| wheel feed index with which feed incre- 


ments as fine as 0.0001-inch in work 
diameter reduction are set without visual 


attention. 





Swing Lathes Feature 
Variable Speed Drives 


A series of 11 and 13-inch swing lathes 
featuring heavy-duty variable speed drives 
has been announced by Sheldon Machine 
Co., Inc., 4258 N. Knox Ave., Chicago 41, 
Hl. 


The lathes are said to have higher 
spindle speeds to permit selection of speeds 


layer does not separate from the plate. | from 40 to 1,800 r.p.m. 
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(Continued from Page 17) 


possibly imminent entry of transis- | 
tors into ignition systems in com-| 
ponents related to current and 
voltage regulators, distributors, etc. 

My compliments to AC for a) 
well- conducted and informative 
open house affair must include} 
kudos on planning and execution 
of the plant tour—which owed a 
large measure of its success to a 
technique of keying in-plant plac- 
ards to numbered stations shown in 
a special illustrated booklet pre- 
pared for the occasion. 

Noteworthy in our two-hour 
overall view of the plant facilities 
was the extensive use of straight- 
line manufacturing and assembly 
arrangements. 

The up-to-date production meth- 
ods included a group of presses 
that make air-cleaner housing 
stampings. These huge automatic 
machines were tied together with 
the latest transfer equipment and} 
operated entirely without human 
guidance. 

All through the plant, it was ap- 
parent that modern progressive 
manufacturing techniques were fa- 
vyored, as parts in process were) 
characterized by in-line flow, mech-| 
anized handling between work sta-| 
tions and virtually complete con-| 
veyorizing of material - handling 


functions. 
* * . 


Wheel Research Program 
Aimed at Vehicle Mobility 


a at the University of | 
Michigan are taking a _ long,| 
hard look at one of man’s earliest | 
inventions—the wheel. Studies will | 
be conducted with the aid of a 40- 
foot trough, which at various times 
will be filled with sand, mud, clay, | 
rocks and other off-road materials. | 

By varying the size and num- 
ber of wheels, material in the | 
trough, size and direction of 
wheel loads, amount of wheel 
drive and other factors, the re- 
searchers hope to gather basic 
information on wheel perform- 
ance. 

“This is a long-range program in 
which we are trying to establish a 
mathematical theory for predicting) 
performance of a full-scale vehicle,” | 
explains Professor Edward T. Vin-| 
cent, who heads the project. 

Part of the College of Engineer-| 
ing’s program on vehicle mobility, 
this investigation is sponsored by 
the Detroit Arsenal of the Army 
Ordnance Corps through the U. of 
M. Engineering Research Institute. 

> * * 
All-Plastic Interiors 


Viewed as Possibility 


LASTICS in the three basic 

forms—rigid, resilient and flexi- 
ble—offer the best possibility for 
the future to the automotive inte-| 
rior designer, according to Robert 
F. McLean, chief designer of the) 
GM styling research studio. 

“Solutions to the obvious prob-| 
lems ot physical properties, cost| 
and producibility are on the way,” 
said McLean, “and it is not impos- 
sible that production car interiors 
eventually will be finished almost) 
entirely in plastic materials.” 

These statements were made by 





McLean during a talk in which 
he described the Firebird II as an 
exercise for studying materials | 
ot possible future interest to the | 
automotive industry. He pointed | 
out that this experimental tur- 
bine-powered vehicle has an all- | 
plastic interior. 
The floor, door sides, seat shells, | 
roof inner panel and transparent) 
windshield and windows are formed 
rigid plastics. The seat bottom and | 
back cushions and the instrument} 
panel and door trim pad are of| 
contour-molded resilient plastic) 
foam. These are covered by molded | 
flexible plastic sheet, generally with | 
integral color and texture, ex-| 
plained McLean. 
* * * | 
Two Turbine Theories 


Debunked by Expert 


WIDELY circulated theories on} 
p gas turbine initial manufactur- | 
ing quantities and operating costs| 
were debunked in a recent SAE dis- | 
cussion by George J. Huebner jr.,| 
Chrysler Corp. executive engineer | 
for research. 

In the.past, many predictors have | 
Stated that automotive gas turbines 


will first be produced in limited | 


quantities. 
“Let’s analyze this statement,” 


tooled plants and produced at an | 
economically sound volume.” 


Next, Huebner commented on the | 
|fallacy of a tendency to assume) 
| that the turbine’s ability to operate | 
on cheap fuel may permit motorists | 
to make substantial savings in 
| fuel cost. 
| “I think the cheap fuel story is| 
| myth,” he asserted. 
“If we sold water at filling sta-| 





above the ground while the road | 


surface undulates beneath them 
were envisioned as a possible ulti- 
mate achievement in future bus 
suspensions. 

Speaking before the SAE in New 
York last month, A. B. Hirtreiter, 
Goodyear Tire & Rubber Co., said, 
“it is conceivable that the ultimate 
will be a power suspension of some 


said Huebner, Actually, he declared, | tions and taxed it as we tax gaso- type.” He indicated that, with gas 


the industry “can’t afford to build 


|turbines in small quantities or the 


cost will be too high!” 

Furthermore, after gas turbines 
have been tooled for mass produc- 
tion, an auto company could not 
produce only a few each day with- 
out losing millions of dollars — 
because the market then would not 
be large enough to permit recovery 
of tooling cost. 

“My prediction would be,” said 
Huebner, “that when the gas tur- 
bine has been fully accepted by 
the automotive companies, it will 
be put into production in properly 


Why 


line and handled it as we do) 
gasoline, we would pay nearly two-| 
| thirds as much money for it as we 
do for gasoline today,” he said. | 

The turbine’s proven ability to! 
operate on any reasonable fuel 
| should help in conservation of na- 
| tural resources, but it will not likely | 
reduce the cost of operating a car, 
he concluded. 





am + 

\Bus Suspensions Reviewed 

|By Goodyear Engineer 

io passengers floating serenely 
along at a constant altitude 


| 
| 


whe 


turbines or free-piston engines, ex- 
cess power will be available for 
more power accessories. 

The outstanding attribute of a 
so-called “full power suspension” 
would be its ability to maintain 
a bus parallel to and at a fixed 
distance above the mean road 
surface. Hirtreiter pointed out 
that this suspension will require 
a@ sensing device and fast- 
working follow-up arrangement 
to maintain wheel contact with 
the ground and support the 
vehicle without changing its atti- 
tude—so that passengers are not 


21 


subjected to appreciable verticle 
accelerations. 


Included in this excellent resume 
of bus suspensions was a descrip- 
tion of an air suspension recently 
installed in the Mack bus. Using the 
General Tire & Rubber Co. elon- 
gated air bellows, the Mack Bus 
Airglide suspension has four bel- 
lows for each axle mounted on the 
ends of rigid truss formed-beams, 
which are secured to the axle in a 
manner resembling that used for 
leaf springs. 

Mack uses three leveling valves; 
one for the front axle, and two for 
the rear axle. This arrangement en- 
ables the bus to ride on an even 
keel regardless of load disposition— 
and the floor and steps always are 
at the same distance from the road. 

Hirtreiter stated that the past 
year has seen many improvements 
in air springs for commercial ve- 
hicles as well as for passenger cars. 


|In the bellows type, Goodyear has 


developed an air seal or self-sealing 
(See TURNINGS, Page 22, Col. 5) 





nearly half of today’s trucks use 


engine control systems by Holley 


Maximum power at minimum cost. 
This is the reason more than half of 
America’s major truck manufacturers 
— among them Ford, GMC, Interna- 
tional Harvester and White — factory- 
equip their engines with control systems 
by Holley. 


For over fifty years Holley has built 
carburetors, distributors and other en- 
gine components integrally designed to 
provide top performance at lowest oper- 
ating cost. The now-widely-used 4-barrel 
carburetor with governor, for example, is 
one of a number of Holley engineering 


IN TRUCKS—manufacturers combine Hol- 
ley’s carburetor, distributor and goVernor 
for an integrally-designed control system 
providing maximum power and economy. 


firsts originally designed, developed and 
manufactured by Holley for the trucking 
industry. 

Truck, automobile and aircraft engine 
producers have proven that wherever 
engine control systems are needed—for 
main or auxiliary motors—Holley’s half 
century of design, engineering and manu- 
facturing experience sets the standard. 

When your requirements call for 
maximum engine performance at mini- 
mum operating cost, specify Holley en- 
gine control systems. Many aircraft 
manufacturers; more than ten million 





IN PLANES — specially-designed power control 
systems and other precision parts by Holley con- 
tribute greatly to safe flying by making many 


necessary engine adjustments automatically. 


automobiles; and over half of the na- 
tion’s leading truck producers do. 





Z, 


11955 E. Nine Mile Road, Van Dyke, Michigan 


For more than half-a-century—original equip- 
ment manufacturers for the automotive industry. 





IN AUTOMOBILES— more than ten million 
of them now on the road are using carbu- 
retors, distributors, heat regulators designed 
by Holley for finest performance. 











Doing It the Easy Way— 


O. K. Tool Co., Inc., Milford, N. H., is using a new twist in selling. By manipulating 
dials of a Carboloy machinability computer, it is virtuaily setting up machining stand- 


ards for customers on request. The computer makes available, when fed the proper | 


information, the onswers needed to setup a given job. It supplies the customer with 


the proper information on speeds, feeds, depths of cuts, tool life, rate of metal | 


removal recommended within the horsepower available on machines. Working out a 
typical problem aie Phillip J. Potter, left, O. K. production engineer, and Raymond W. 
Greywacz, chief engineer. 
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providing the lower beam also has 
another filament which provides 
part of the upper beam. Neverthe- 
less, the lens is designed to give 
optimum results with the lower | 
beam, Hence, the upper beam por-| 


‘Ideal’ Lighting Dawns 


Dual Headlamps Usher In Better Visibility, 
Extinguish Styling Restraints 









(Continued from Page 17) 


tional advantages of the four- 
headlamp system, Mead and Roper 
noted that the desirability of 
placing both filaments at the focal 
point often has been recognized. 
“In effect,” they said, “this four- 


| beam unit, insofar as switching is 


tion supplied by the second fila-|lamp ‘system using dual sealed 
ment in the Type 2 lamps is not,| beam units has both filaments at 
by itself, suitable as an upper or| the focal point.” 

driving beam. | The entire lower beam is pro- 

The balance of the upper beam—/|Vided by a filament at the focal 
and the more important portion, | Point and the important part of 
since it furnishes illumination for| the upper beam (in terms of dis- 
distant seeing — is provided by an-| tance seeing) also is obtained from 
other single-filament unit (Type 1),|# filament at the focal point. 
which also has its filament at the 
| focal point of the reflector. 

Upper and lower beams, there- 
fore, are supplied by a pair of 
units at each side of the car. To 
the driver, this pair of 5%-inch 
diameter units functions the 
same as the single 7-inch sealed 


SAE Alters Lamp Specs 


| GAE specifications for the pre- 
vious sealed beam headlamps 
| call for a minimum of 3,750 candle- 
|power from a single unit at %- 
degree down, two degrees right; 
jand a maximum of 2,000 candle- 
|power from a single unit at %- 
| degree down, one degree left. 

In contrast, the lower beam pro- 


concerned. 
In summarizing design and opera- 
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© Wynn Oil Company 1956 


The best medicine to keep new cars 
new is WYNN’S FRICTION PROOFING. 
That’s what Auto-Medic will prescribe 
to the American public in the Decem- 
ber lith issue of LOOK magazine. 
This exciting four-color full page ad 
will be read by more than nineteen 
million people ... at a time when 
interest in new cars is at its very peak! 


Car conscious people -(and most every- 
one is) know 1957 cars are expensive. 
Heip your customers protect the in- 
vestment they put into their new cars 
by recommending Wynn’s Friction 
Proofing. Your customers will thank 
you, AND you’ll make more money 
doing it! 


YOUR CUSTOMERS .ARE PRE-SOLD! 
Continuous: national advertising keeps 
car owners aware of the importance of 
using Wynn’s Friction Proofing. Auto- 
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Medic has spearheaded this hard-hit- 
ting drive with the kind of talk people 
understand: “Wynn’s Friction Proofing 
is the best medicine to keep all cars 
healthy.” Eye-appealing ads in the 
Saturday Evening Post, Life, Look and 
Colliers have told over seventy-four 
million readers to ask their new car 
dealers, service station attendants and 
garagemen to add Wynn’s Friction 
Proofing to their cars—be sure you 
have plenty on hand. 


Easy to use. Easy to sell — an easy way 
to make more profit! 


The Sixth Popular Mechanics Auto- 
motive Study to find brand preferences 
among its readers, lists Wynn’s Friction 
Proofing as the number one additive 
on the market, Stock, display and sell 
the finest——- Wynn’s Friction Proofing 
—the can with the red and -black 
bullseye, 


Also available in Canada and everywhere in the free world. 
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= AUTO-MEDIC helps you 
N\ build bigger profits with 
this message to 


new car buyers: 


SSSSSSSSSSSSSSSSSSSSSSSSSSSESSSSESSESSSSSSSSSESESSSESES ESE S HERES EE EEE 


KEEP NEW CARS NEW with 


WYNN'S FRICTION PROOFING 
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vided by the new Type 2, 5%-inch 
diameter unit has a sharper cut-off 
|at the left. Here, the revised SAR 
specifications call for the same 
maximum 2,000 candlepower at \%. 
degree down, one degree left 
but they indicate a minimum of 
6,000 candlepower at %-degree 
down, two degrees right, They also 
impose a maximum of 10,000 candle. 
power at %-degree down, two de- 
grees right. 

According to Mead and Roper, 
“Herein lies the chief improve- 
ment in the lower beam of the 
5%-inch units.” The average pro- 
duction lamps, they assert, should 
provide almost twice as much 
beam candlepower at this \%- 
degree down, two degrees right 
point—which (to the driver) is a 
location 300 feet ahead near the 
right side of the road. 

This certainly should provide im. 
proved seeing of any obstacles 
along the right side of the road- 
way, according to Mead and Roper. 
At the same time, they point out, no 
additional interference glare is per- 
mitted to the left. 

In their SAE report, Mead and 
Roper added that production tool- 
ing of these all-glass units ‘was 
a major project involving all new 
equipment both for pressing the 
glassware and for assembly of the 
various parts.” 

They explained that the reflector 
|of the Type 2 unit is “doubly off- 
| set.” This means that the axis is 
cocked both down and to the right. 
The result is a lens design that 
greatly reduces the so-called “stray 
light” up and to the left that would 
contribute to glare. 

* 


Bo george to issuance of the 


SAE’s revised sealed beam 
standards, a further explanation of 


| why four headlamps are necessary 


was given by Roper—who traced 
automotive headlight evolution in 
a talk before the Industrial Elec- 
trical Engineering Society. 

In beginning his outline on the 
history of headlighting develop- 
ment, Roper observed that, before 
1902, there were no lights on motor 
vehicles. Then, in the period 1902 
to 1906, oil lamps were used. Ac- 
cording to Roper, these supplied a 
maximum of “a few hundred beam 
candlepower, compared to the 15,- 
000 maximum of our present-day 
headlamp.” 

From 1906 to 1912, acetylene 
lamps were in vogue. These pro- 
vided a maximum of 4,000 beam 
candlepower. Roper offered an 
opinion that this amount of light- 
ing was reasonably satisfactory, 
in relation to the vehicular speeds 
of that era. 





From 1912 to 1915, vacuum-type 
incandescent lamps were used. “The 
headlamps really were a pair of 
spotlamps,” said Roper, “providing 
up to 30,000 beam candlepower, but 
were not scientifically designed to 
light the road.” He pointed out that 
this arrangement was “very 
glaring.” 

Between 1915 and 1924, there were 
many attempts to design lenses that 
would give satisfactory road il- 
lumination, without the objection of 
serious glare. However, with the in- 
creased speeds of travel, it had be- 
come apparent that any single 
headlamp beam which would pro- 
vide enough light far ahead to give 
seeing distance consistent with the 
speed of travel, just naturally falls 
in the eyes of approaching drivers 
and causes glare. 

* + 


Second Beam Needed 


NGINEERS realized that a sec- 
ond beam was needed for pass- 
(Continued on Page 23, Col. 1) 


Turnings 
(Continued from Page 21) 
type of air spring utilizing the 
same sealing principle as tubeless 
tires. 

Other new developments men- 
tioned by Hirtreiter were air 
springs of the type that require 
little or no expansion volume, such 
as rolling sleeve or rolling lobe type 
air springs. Goodyear’s rolling lobe 
unit was described as a self- 
contained air spring using a formed 
piston but without. any external 
container. 

The construction. of this air 
spring is such that-a fixed cylindri- 
cal outside diameter is maintained 
without any other constraint, Ad- 
vantages cited by Hirtreiter are 
simplicity; low cost and extreme 
flexibility with very low natural 
frequency. Air requirements were 
said to be low because of the small 
expansion reservoir required. 
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Made Possible by Dual Headlamps. . . 


AUTOMOTIVE NEWS, NOVEMBER 26, 1956 


Dawn of ‘Ideal’ Lighting 


(Continued from Page 22) 


ing other cars, and development 
work to overcome shortcomings of 
the single-filament unit led to in- 
troduction of the two-filament lamp 
in 1924. 

Roper’s historical review noted 
that, by 1928, all cars were equipped 


with two-beam headlamps. The 
next few years, he said, were 
characterized by improvement in 


accuracy of filament positioning and 
in design of reflectors and lenses 
to obtain better beam patterns. 

“The asymmetrical type of 
passing beam, that provided ad- 
ditional light along the right side 
of the road was introduced about 
1932,” he continued, “and from 
1934 through 1939 all new cars 
were fitted with improved pre- 
focused lamps.” 

In describing product research 
and lighting studies that led to in- 
troduction of the sealed-beam sys-| 
tem in 1939, Roper explained how 
special test cars helped to establish 
fundamental relationships between 
such items as beam candlepower 
and seeing distance, glare interfer- 
ence, visibility of obstacles of dif- 
ferent reflection factors (ranging 
from light to dark) and the effect 
of speed upon the ability to see. 

Typical results from data show- 
ing the relation between seeing dis- 
tance and beam candlepower, for 
objects of different reflection fac- 
tors, illustrate why anyone walk- 
ing on the highway at night should 
wear something light in color. 
* * . 

_ 75,000 beam candlepower, a 

dark-colored object having a 3 
percent reflective factor can be 
seen at about 260 feet, at a speed 
of 50 miles per hour. With a light 
color of 14 percent reflective factor, | 
on the other hand, the obstacle can | 
be seen at about 520 feet, at the 
same speed and with the same! 
beam power. 

Next, Roper presented data de- 
picting the effect of speed on seeing 
distance. His conclusion was that 
two feet of seeing distance are lost| 
for every mile per hour increase in 
speed. 

Studies of the effect of glare 
upon seeing distance showed the 
importance of this factor in criti- 
cal situations. In the test, a 
dummy in dark clothing was | 
placed behind a stationary op- 
posing car and at a lateral dis- 
tance of 10 feet to the right of 
the headlamps. 

The observer approached from a 
distance of one-third mile. With 
1,000 candlepower from the oppos-| 
ing headlamps, which is what the 
lower beam, properly aimed, directs 
toward the eyes of the approaching 
driver, seeing distance was reduced 
by about one-third. With 7,000 
eandlepower (glare), or what might 
be experienced from improperly 
aimed headlamps, seeing distance 
of the approaching driver is re- 
duced by two-thirds. 

“Studies such as these,” declared 
Roper, “were instrumental in es- 





tablishing the need for the 50 per- 
cent increase in light output which 
was achieved with introduction of 
the sealed beam lamp in 1939.” 


* * * 


Too Much Upper Beam? 


OWEVER, when two beams are 
-™ provided by a single optical de- 
vice, compromises have to be made 
—and, according to Roper, about 
1950, some state administrative au- 
thorities and also some engineers 
“began to wonder if, in the original 
design, we favored the upper beam 
more than we should have.” 
With the rapidly increasing car 
Population, the num 











Make Passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes, Just plug into nearest elec- 
trical outlet. For indoor or outdoor display. 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. .. 


on the road had risen to the extent| pendent upon 


that the average motorist was | beams. 


spending increasing percentages of | 


his night-driving time on the lower 
beam, 

“Available seeing distance data 
certainly indicated the need for im- 
provement in results with the lower 
beam,” declared Roper. 

In 1952, state motor vehicle 
authorities asked car manufac- 
turers for an improvement in the 
lower beam, even if at the ex- 
pense of upper beam perform- 
ance. After a series of meetings 
and extensive tests, including 
many demonstrations before in- 
dustry groups, an improved sealed 
beam lamp design was selected 
and introduced on 1956 cars. 


After describing laboratory equip- 
ment and techniques used for ex- 
perimental headlamp work, Roper 
remarked that (for the dual- 
filament sealed beam unit) these 
procedures indicate that the useful- 
ness of each lens section is de- 


inanew car— | 
in @ used car- 





“Compromises result which are 
inherent in multiple-beam hea d- 
lamps, and it is from this area of 


|}compromise that the improved 
| lower beam of the 1956 model sealed 


beam headlamp was derived,” he 


said, 
* * * 

| Apel onsen in design was shifted 
| 44 to favor the lower beam, while 
the resulting sacrifice in upper- 
| beam performance was partially 
compensated by an increase in 
wattage from 45 to 50. 

Also, Roper pointed out, addi- 
tional features were included to 
|improve seeing during adverse 
weather. Design refinements re- 
duced upward stray light to make 
the lamp better for use in fog, snow 
and heavy rain. 

However, even with the 1956 
version of the sealed beam head- 
lamp, Roeper admitted that “since 
both upper and lower beams are 
provided by the same optical sys- 


its effect on both| 





Aluminum-Wound Coils— 


Auto makers 


are studying electrical 
coils wound with aluminum strip con- 
ductor, according to Reynolds Metals Co. 
At right is a generator field coil wound 
with aluminum strip before forming. At 
left is the completed coil with copper 
leads. 


tem, we still can’t provide op- 
timum results with both.” 
Deficiencies due to compromise 
in multiple-beam headlamps 
originally were cited by General 
Electric engineers in 
said. At that time, GE engineers 
argued in favor of separate lamps 
for upper and lower beams, 
Industry demonstrations were 


23 


conducted several years later, but 


| car engineers “rejected this system 


in 1938, principally because of the 
aiming problem,” Roper revealed. 
Another reason it was rejected, he 
said, was that the stylists believed 
at the time they could not use four 
lamps and still make an attractive- 
looking front-end. 

“It is therefore interesting to 
note,” remarked Roper, “that it was 
the stylists who were most active 
in stimulating the present move for 
adoption of the four-headlamp sys- 
tem.” 

* * * 
Peak in Headlighting 
A* THIS point in his discussion, 
“& Roper came to the product which 
represents the current peak in 
headlighting technology. This is the 
four-headlamp design in which one 


| single-filament lamp and one two- 


1933, Roper | 


filament lamp are used as a pair 
on each side of the car. 

Each single-filament unit is de- 
signed for the upper beam only, and 
projects light far ahead for distant 
seeing. But, to take full advantage 
of the potential, a second, off-focus 
filament in each of the other lamps 
also is lighted. 

This provides additional light 
above and around the main beam, 
(Continued on Page 27, Col. 1) 


Stainless Steel sells and re-sells! 





The Stainless Steel trim, molding and vital 
parts that add style and beauty to a car, inside and 
out, are features that help make the sale. 


Stainless Steel has wide customer acceptance. 

It’s easy to clean and keep clean. It’s a tough, solid 
metal that will not corrode or dent and stands 

up to gravel, ice, salt and water. 


The finish never fades and parts are easy to 
replace. Stainless Steel lasts the life of the car. It 


sells in a new car and it 


re-sells in a used car. 


McLoutH 


STAINLESS 


STEEL 


for automobiles 


M Cc Lo UTH Sree L C ORPORATION, Detroit, Michigan, Manofacterers of Stainless and Carbon Steels 








HENRY FORD Ii 
DISCUSSING THE EDSEL 
EMBLEM WITH 

RICHARD E. KRAFVE, 

VICE PRESIDENT, GENERAL 
MANAGER, EDSEL DIVISION 


FORD FAMILY OF FINE CARS 
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A weekly roundup of news No. 6 OF A SERIES 


and views: of special interest 
to all who sell and service 
Ford, Thunderbird, Mercury, 
Lincoln and Continental 


“The Edsel —— 


a new era begins in the 
automobile industry ~ 


‘Last week we sent all of you a special brochure announcing that a full 
line of cars, bearing the name of my father, Edsel Ford, will be on The 
American Road next fall. 


“The Edsel automobile will be marketed by the Edsel Division, formerly 
known as the Special Products Division. It is a full-fledged, fully 
staffed operating division of Ford Motor Company. Richard E. Krafve, 
who headed the Special Products Division from its inception, is Vice 
President of Ford Motor Company and-General Manager of the Division. 


“Styling and engineering for the Edsel are now complete, and tools for its 
production are being made. Between now and the time when the first 
car rolls off the line, the Edsel Division is charged with the job of establish- 
ing a new dealer organization of its own. 


As’ we meet this exciting challenge, I'd like you to keep this in mind. We 
in the automobile business—dealers and company alike—have ahead of us 
so vast an opportunity that it is almost impossible to believe the statistics. 


“But all you have to do is look at the way your own home town has out- 
grown its schools, its housing, its stores and its roads. These are the signs 
which give meaning and proof to the forecasts which say the market for 
new cars will be at least 40% greater within the next ten years—and cars 
on the road will increase from 47 million this year to 67 million in 1967. 


“This growing demand is not just for more cars, but for better cars and 
wider choice. We have watched this trend grow over the past ten years. 
At the same time we have been carefully examining the possibility of 
broadening our product coverage of the medium-price market. 


“During these years we have studied the actual purchases of thousands of 
car buyers—not only our customers, but our competitors’ customers 
as well. 


“These studies proved conclusively that when a company has two or more 
entries in the medium-price field, the result is to strengthen the sales 
of all its car lines. 


“These same careful studies are being made in the selection of Edsel 
dealers. We are more interested in how good they are than in how many 
Edsel dealers we have. We want to make the Ford Family of Fine Dealers 
stronger—not just bigger. 


“The success of the Edsel is important to all of us. You will have the 
backing of a stronger, larger company because of the Edsel. You will also 
be selling better cars, because of the greater product developments, the 
bigger research and engineering programs the Edsel will help make 
possible. 


“The Edsel ushers in a new era in the automobile industry. It is going to 
be a proud addition to the Ford Family of Fine Cars. We hope you will 
= pee that pride with us as you hear more about this exciting new line 
of cars.” 


am, 


Ms 
— 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD* THUNDERBIRD * MERCURY ® LINCOLN ® CONTINENTAL 
FORD TRUCKS ¢ TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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MOUND ILAUN ID 
WELDING NOTS 


-ee Make Tough Jobs Easy! 








ve TIME! 
SAVE TROUBLE! 


cave MONEY! 


If you’ve got a product involving metal fabricating, 
fastening or assembling, chances are you can use Mid- 
land Welding Nuts to big advantage. 


They come in all sizes for every-sized job. Welded 
to the part or parts concerned, they don’t have to be 
held while bolts are turned into them. Thus one man 
can often do the work of two. 


And they’re indispensable when it comes to those 
tucked away, hard-to-get-at places. Welded in advance 
to those inside spots where it is difficult—or impossible— 
for hands or tools to reach, Midland Welding Nuts hold 
fast while bolts are turned into them. 


If you’re a designer, you'll want to know about these 
time and labor-savers, too. Midland Welding Nuts will 
solve and simplify many of your problems, too. 


Write or phone for complete information! 


The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Avenue * Detroit 11, Michigan 
Export Department: 38 Pearl St., New York, N. Y. 
Manufacturers of 
Automobile and Truck Frames ° Air and Vacuum Power 
Air and Electro-Pneumatic Door Controls 


Brakes 
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1957 CHEVROLET 


Rear License CLIP 


For DEALER PLATES 


Ss Nnew-type rear 





PATENT 
Applied 


fe 
PACKED 6 TO BOX 


DEALER COST 
PER BOX. ....92°>4 


IF 2 PLATES ARE USED: 
For FRONT PLATE on the ‘57 Chevrolet and both plates on all previous models. 


mounting 


Old-style fasteners will NOT fit the 1957 
Chevrolet. This exclusive Houser design 
does the job fast, easy, securely. Install or 
remove rear plate in a moment...with this 
rust-resistant Cadmium plated clip. 





a 
He.51 Acorn Nut ; No. 435 SPRING CLIP 
#o.51-W Wing Nut ui 1 ON OR OFF with easy “key” and spring 
, iis I design 
ON OR OFF with aquarterwn OE eS —- Bie 
1 —— —— 
Packed 12 to box, your choice, per box........ 2.2.6... eee eee eeeee $2.88 
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|Better Tests, Alloys Reported .. . 


Major Gains Scored 
In Corrosion Fight 


(Continued from Page 18) 


this occurs, corrosion starts from 
the inside out and failure results. 
* a * 

CCORDING to Leithauser, a 

method which seems to insure 

better protection for rocker panels 
is spray cleaning of the panel with 
an iron phosphate, before welding. 
The inner side of the panel then 
may be coated in the open with a 
weld-through type primer. 

Most body finishing problems 
arise out of the necessity for pro- 
ducing a system that will look 
attractive in the showroom and will 
continue to retain that appearance 
and prevent corrosion during sev- 
eral years of service. 

On any part that is subject to 
corrosion, Leithauser said, the 

first step is to phosphate coat 
with either a zinc or an iron phos- 
phate. | 
Next, in selecting the primer or} 

undercoat, many additional factors 
must be considered. In addition to 
offering good resistance to corro- 
sion, the primer also must resist 
chipping from gravel and show no 
tendency to develop blisters under 
conditions of high humidity. It must 
spray easily and possess good flow- 
out properties. Further, the under- 
coat should be easily sanded and 
capable of filling small imperfec- 
tions in the metal surface. 

“Topcoats, whether they be lac- 
quer or enamel, impart additional 
corrosion resistance by making the 
system less porous,” declared Leit- 
hauser. “Actually,” he continued, 
“we have very little corrosion on 
exposed body panels where the 
paint film thickness is adequate.” 

Most corrosion on such surfaces 
allegedly develops either from joints 
or from moldings with fasteners 
that puncture the paint film. 

7 > 


Type of Steel Used 
Plays Vital Role 


io EVALUATING a paint system 
for corrosion resistance, Leit- 
hauser asserted that careful con- 
sideration must be given to the 
steel that is used for test panels, 
“since the particular batch of steel 
used may have a pronounced effect 
on results.” 

He described an exhaustive series 
of tests that showed surface con- 
taminants (such as lead) to have 
significant effects on corrosion pro- 
tection afforded by the metal finish- 
ing systems. 

After referring to various labo-| 
ratory methods and exposure panel | 
techniques for evaluating the cor-| 
rosion resistance of paint materials, | 
Leithauser said: 

“Although we place much reli- 
ance on our laboratory tests, we 
believe that the best evaluation 
of the durability of a paint sys- 
tem may be obtained by direct 
examination of automobile fin- 











ishes in service.” 
Accordingly, an annual survey is 
made by inspecting GM and com- 


Plant Maintenance 
To Be Accented at 


Engineering Show 


CLEVELAND.—Sixty-two of the 
nation’s foremost experts in keep- 
ing the nation’s factories running 
will lead discussions at the Plant 
Maintenance & Engineering Con- 
ference at Cleveland’s Public Audi- 
torium in January. 

The conference will be held in 
conjunction with a Plant Mainte- 
nance & Engineering Show during 
the first three of the four-day run 
of the show, Jan. 28-31. 

The show, its sponsors say, will 
be one of the largest industrial ex- 
positions of 1957, 

Maintenance procedures for every 
type of industry will be described 
in the sessions, and thousands of 
products will be demonstrated by 
400 exhibiting companies. 

Special conference sessions will 
cover such industries as metal 
working, chemical, metal fabricat- 
ing, food processing, foundries, 
petroleum, steel, textiles, paper pro- 
duction, paper products, rubber pro- 
duction and rubber products. 


petitive makes in service. This sur- 
vey covers one, two and three-year- 
old cars. Leithauser stated that cars 
are examined in Miami, Washing-| 
ton, Detroit “and any other cities 
that may be of particular interest.” 


Conducted for the primary pur- 
pose of checking paint failures and| 
corrosion on a sampling of thou-| 
sands of cars in service, these sur- 
veys tend to indicate the effect of 
salt on automobile corrosion and| 
the influence of corrosion inhibitors 
that are mixed with the salt for 
use on some city streets. 

* + * 


EXT on the program, the 
Thompson Products paper by| 
Tauschek and Sawyer reviewed 
laboratory tec h- 


mining the reac- 
tion of exhaust 
valve alloys to 
corrodants pres- 
ent in an engine. 
T he _ discussion 
considered the ef- 
fect of important} 
variables in such 
testing, partic-| 
ularly tempera- 


niques for deter-| 





Test Panel. 


Validity of the accelerated 


corrosion 
test is borne out by examination of this 
test panel, which was exposed for only 


16 hours in the corrodkote test. Note 
how closely the corrosion pattern dupli- 
cates that obtained on a similar panel 
which was exposed to the elements for 
several winter months. 

 - © 





M. J. Tauschek 
agent. 
Areas of correlation and lack of| 
correlation with engine experience} 
were pointed out, and conclusions| 
drawn concerning the usefulness of | 
laboratory testing methods. Tau-| 
schek and Sawyer emphasized the 
point that laboratory testing is 
valuable primarily as a screening 
technique. The final selection of 
alloys for exhaust valves must be 
based on actual engine test results. 


Corrosion and burning were said 
to constitute the ultimate limit of 
exhaust valve durability. For this 
reason, a simple, straight-forward 
test is desirable to determine the 
corrosive tendencies of exhaust 
valve alloys early in their develop- 
ment. 


“To date,” said Tauschek and 
Sawyer, “the only completely satis- 
factory way of determining these 
tendencies is by means of dyna- 
mometer test engines.” 

Such testing, however, has the 
disadvantages of being costly, time- 
consuming and complicated. 

Also, statistical methods must be 
employed. because reliability of data 
from a single engine test is ham- 
pered by differences that exist from 
one engine to another, The most 
serious objection cited to the use 
of engine testing for corrosion 


ture and corrosive} 


| studies is the engine’s tendency to 


“lump together” all factors associ- 
ated with valve performance. 
> . = 


Hard to Distinguish 


Reasons for Failures 


A§ A result, it sometimes is diffi- 
cult (or impossible to differen- 
tiate between failures caused by 
lack of inherent corrosion resist- 
ance of the valve steel as contrasted 
with failures caused by inferior 
mechanical properties or other fac- 
tors that result in extreme varia- 
tions in exhaust valve operating 
temperature. 

Laboratory tests are considered 
useful chiefly as a screening tool to 
rule out unpromising alloys. Tau- 
schek and Sawyer said that such 
tests have been developed using 
lead oxide as the corrodant. Two 
variations of these tests are in cur- 
rent use. 

Thompson laboratories use the 
crucible test to evaluate the corro- 
sive tendencies of valve alloys. A 
cylindrical specimen of the alloy is 
placed in a magnesia crucible, to- 
gether with 40 grams of lead: oxide. 
The crucible then is placed in an 
electric muffle furnace and heated 
to a temperature of 1,675 degrees 
Fahrenheit for one hour. 

At the completion of the test, 
the specimen is cooled, cleaned 
and weighed. The weight loss per 
unit surface area is used as a 
criteria for expressing the rela- 
tive corrosive tendency of the 
alloy. In general, it was reported 
that experfence shows this pro- 

cedure to be capable of rating 
valve alloys in the same order of 


merit as is deduced from their 
operation in field service. 

It was pointed out that some 
other laboratories prefer to use the 
lead oxide cone test or slagging test. 
In this procedure, a specimen is 
ground, cleaned and placed in con- 


| tact with a small pile of lead oxide. 


The specimen then is heated for 
two hours at the test temperature. 
After exposure, the specimen is re- 
moved, allowed to cool and ex- 
amined visually, A brown discolora- 
tion at the base of the cone indicates 
that slagging or interaction of the 
lead oxide with the alloy specimen 
has started. Complete slagging and 
fusion has taken place when the 
pile of lead oxide turns black and 
is flat rather than conical. 

. . - 

[os test is run at temperature 

increments of 10 to 25 degrees, 
and temperatures for start of slag- 
ging and complete fusion are re- 
corded. The magnitude of these 
temperatures then constitutes a 
measure of corrosive resistance for 
the alloy in question. 

Thompson laboratories use the 
crucible test as a basis for alloy de- 
velopment work, in preference to 
the slagging test. In explanation, 
Tauschek and Sawyer stated: 

“The cone test appears to have 
considerable merit in its theoretical 
foundations, but for reasons we do 
not understand, cannot, in itself, 
serve as an accurate measure of 
overall exhaust valve corrosion ten- 
dencies.” 

In discussing the reproducibility 
of the crucible test, the Thompson 
engineers identified such factors 
as: Contamination, circulation of 
furnace atmosphere, humidity, 
crucible composition, temperature 
control and the possibility of con- 
suming the lead oxide corrodant. 

Backing up the practical useful- 
ness of the crucible test, it was re- 
ported that correlation data show 
reasonable agreement between com- 
parative results obtained in alloy 
evaluations performed with this 
type of laboratory test and those 
provided by both laboratory engine 
tests and actual vehicle tests of 
valves installed in engines in serv- 
ice. 

* * * 
Aluminum Auto Trim 
Resists Corrosion 


Tas final paper in the symposium 
covered corrosion resistance of 

Co-authored by 
Englehart, Coch- 
ran and White, of 
Alcoa, it was de- 
livered by Engle- 
hart. The pre- 
sentation included 
the latest avail- 
able information 
on aluminum al- 
loys for automo- 
tive trim applica- 
tions. 

It contained a 
discussion on al- 
(Continued on Page 28, Col. 3) 


aluminum alloys. 
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Made Possible by Dual Headlamps .. . 
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Dawn of ‘Ideal’ Lighting 


(Continued from Page 23) 

which will be beneficial on the 
open road. Each of the four 
lighted filaments is rated at 37.5 
watts, for a total of 150 watts, 
as compared with the present 100 
watts. 

Each of the two-filament lamps 
actually is designed as though it 
were to be a single-filament lamp 
for the lower beam use only. The 
50-watt on-focus filament provides 
a lower beam that has a sharp cut- 
off at the top of the beam, and more 
light farther ahead along the right 
side of the road for safer seeing 
when meeting other cars. 

When driving on the lower beam, 





New Bearings, 
Lubricants Urged 
For Atomic Age 


SCHENECTADY, N. Y. — An in- 
ternational engineering authority 
expects new concepts in bear- 
ings and lubricants to pave the way 
for further atomic-age advance- 
ments. 

Dr. Robert O. Fehr, of General 
Electric’s general engineering labo- 
ratory, said the challenge of “fan- 
tastically high speeds and high 
temperatures” calls for “a drastic 
revision of engineering principles.” 

Air bearings, which greatly mini- 
mize friction, and the use of molten 
metals and molten glass as super- 
sonic lubricants are being studied 
by forward-looking engineers, he 
said. 

Fehr, manager of mechanical en- 
gineering for the laboratory, made 
the statements at the opening of 
the company’s new million-dollar 
bearing and lubricant center. 


Today's bearings and lubricants 
impose “many limitations” on speed, 
operating temperatures and friction 
wear, he said, and added: 

“They also make impractical the 
use of rotating equipment in the 
area of high atomic radiation.” 

He pointed to air bearings as a 
possible way to “make the break- 
through” in extremely high and ex- 
tremely low temperatures. 

“In addition,” he said, “we are 
studying the possibilities of using 
molten metals and molten glass for 
lubrication, which will enable us to 
go to higher speeds and higher 
pressures.” 






‘ Indoor Tester 
GM Develops Mechanism 


For Dealers 


OSHAWA, Ont. — An indoor 
device which permits running tests 
for cars inside a dealer's garage 
has been developed by the General 
Motors Mechanical Training 
Department. 

GM introduced the road test rolls 
last spring at its Oshawa Training 
Center, in cooperation with Bear 
Equipment & Services, Ltd., which} 
designed and built the equipment. 

Since then GM has equipped its 
nine other regional training centers 
with the device and a large number 
of GM dealerships in the larger 
cities have had the equipment in- 
stalled. 

A. A. Ennis, manager of GM’s 
training center operation, feels that | 
the biggest advantage of the device 
is its ability to demonstrate the| 
need and value of diagnosing and| 
adjusting automatic transmissions. | 


PERRY COMO 


and hundreds of other famous 

artists on any RCA Victor Rec- 
ord Album (list $3.98) YOURS 
FREE with each case of SILOO 
HYDRA-VALVE KLEEN or 
SILOO TRANSMISSION 
KLEEN, For details of this 
















FREE OFFER, contact your 
jobber or write Petroleum Sol- 
vents Corporation, Dept. L, 331 
Madison Ave., New York 17, N. Y. 






only two lamps are used. On the; 
upper beam, all four are lighted. 

Roper concluded his talk with a| 
discussion of headlamp aiming. 

“In years past,” he stated, “car 
engineers have correctly objected to 
one aspect of separate lower beam 
lamps. Because this beam is non- 
symmetrical, only a trained expert} 
is capable of doing an acceptable | 
job of aiming by conventional 
means. This would present a serious 
problem.” 

* * * 

N THE past, headlamps were 

aimed by means of an aiming 
screen at 25 feet, in a darkened 
area. For accurate aiming, it was 
necessary that the car be aligned 
precisely with respect to the screen, 
The required degree of precision is 
not maintained by many service 
personnel; and, consequently, im- 
properly aimed headlamps reduce 
the driver’s seeing distance while 
causing glare to approaching cars. | 


Roper noted that a recent de- | 


velopment offers hope for al- 
leviating this situation and en- 
couraging widespread accurate 
aiming service. Simple mechani- 
cal aimers seat against the head- 
lamp and aim by means of a 
bubble level. Headlamp manufac- 
turers have cooperated by adding 
accurate aiming pads to the front 
surface of the lens. 

With these developments, one of 
the major objections of the auto- 
mobile industry to the four head- 
lamp system—the difficulty of aim- 
ing an asymmetrical beam was 
removed. 

“Each unit of the four-lamp sys- 
tem will be equipped with three 
aiming pads,” explained Roper. 

He pointed out that inexpensive 
adaptors are available 
aiming of the smaller units of the 
dual-lamp system with the me- 
chanical fixtures now used by serv- 
ice departments for aiming the 
present lamps. 
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| International Pays Off for New Idea— 


Robert E. Cunningham, second from left, foundry mill inspector at International 
Harvester's Indianapolis truck engine plant, received $2,500 under the firm's “New 
Ideas" suggestion program. Cunningham suggested a method of lowering production 
costs by altering certain crankcase castings to enable their conversion for use in other 
engines. With Cunningham are, from left, Emerson A. Welles, Indianapolis works 
manager; Howard Phillips, foundry assistant general superintendent; and Ray Robert- 


| 





sen, foundry mill general foreman. 





Dunlop “FIRSTS”’...DOUBLED riding COMFORT 





Today’s combination of new, lower pressure tires 
and foam rubber seating provide the smoothest, 
softest ride the motoring public has ever enjoyed. 

Dunlop’s invention of the pneumatic tire liter- 
ally made the automobile possible. Later, the 
low-pressure tire, another Dunlop “First,” put 


the world on wheels... wheels 


Then, with Dunlop’s discovery of foam rubber, 


You're seeing 


on the 


softer automotive seats were developed, and a 
brand-new era of riding comfort was created. 

Each invention was the result of Dunlop’s 
concern for greater driving comfort. In each in- 
stance, the new “cushioned comfort” was a tre- 
mendous improvement over existing standards. 

Today Dunlop, the pioneer of yesterday, is 
still the world leader in tire and rubber research. 


that rode on air. 


more DUNLOP tires 


road every day 


DUNLOP TIRE AND RUBBER CoRPORATION, &£.///a/o, NV. Y., Founders of the Pneumatic Tire and Foam Rubber industries 
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Sales Manager 
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volves a great deal of traveling for old established firm 
selling PARTS and ACCESSORIES to NEW and USED 
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and frames! 
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BENMATT 
PROTECTOR 
BRACKET — 


protects grilles, beautifies cars! 


Installed in 15 seconds! Made of special oii-tempered, hardened steel, 
to fit all makes of cars 1950 thru 1957. 


Exceptionally low-priced for volume sales! 


Available for immediate delivery. 


Attractively packaged—ideal combination with Benmatt License Plate 
Frames. 


Write or wire for name of our nearest representative—there's one in 
every principal city. 


THE BENMATT ORGANIZATION 


3447 E. 15th Street 962 Milwaukee Avenue 
Los Angeles 23, Calif. Chicago 22, Ill. 





(Continued from Page 26) 

loy selection, as well as data on a 
large variety of finishes available 
for aluminum, Results of accel- 
erated and atmospheric corrosion 
tests, together with those from 
limited field experience, were cited 
to substantiate claims for good re- 
sistance to corrosion of aluminum 
alloys. Factors affecting the service 
performance of these alloys also 
were described. 

Englehart remarked that there 
is a wide range of aluminum al- 
loys available today for automo- 
tive applications, These alloys 
provide a range of mechanical 
properties, high resistance to 
corrosion and a variety of sur- 
face finishes. 

One alloy used for automotive 
trim applications is 3003. Englehart 
said 3003 alloy is recommended for 
parts on which a diffuse finish is 
desired. In applications for which 
trim with high reflectance and a 
mirror-like quality is required, al- 
loy 5357 is most commonly used. 
Englehart stated that it provides a 
bright finish having a high resist- 
ance to corrosion. 

“One of the great advantages to 
the use of aluminum is the wide 
variety of finishes, both decorative 
and protective, that can be supplied 
with it,” Englehart asserted. 

Aluminum alloys can be finished 
mechanically, by chemical methods, | 
by electrochemical methods, by elec- 
troplating and by the use of paint, 
lacquers or enamels. In the use of 
aluminum alloys for automotive 
trim, electrochemical and electro- 
plating techniques are used most 
commonly, according to Englehart. 

* > * j 
OME aluminum components, 
such as scuff plates, are used 
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Better Tests, Alloys Reported . . . 


War on Corrison Scores Gains 


samples of aluminum after expo- 
sure for as long as five years in 
various environments. He also 
pointed out that, although alloy 
5357 is relatively new, experience 
to date indicates that its corro- 
sion resistance will equal or sur- 
pass that of previously used alu- 
minum alloys, 

Noting further test experience, 
Englehart stated that samples of 
1100 alloy which had been chemi- 
cally brightened and given anodic 
coatings were exposed for four 
years to an industrial atmosphere. 
Although the samples were not 
given any maintenance attention 
during the exposure period, they 
allegedly exhibited a pleasing ap- 
pearance and high resistance to 
corrosion at the end of the test. 

Exposure tests on chromium 
plated aluminum alloys reportedly 
indicated that such materials “had 
provided satisfactory performance 
and compared favorably with chro- 
mium plated steel included in the 
test for comparison.” 

> > +* 


N DISCUSSING factors affecting 
corrosion, Englehart declared 
that corrosion of aluminum auto- 
motive trim by the action of sea- 
coast and industrial atmospheres 
is not a problem. Referring to the 
possibility of galvanic corrosion, 
he said that aluminum alloys have 
been found to have good resistance 
to corrosion caused by contact with 
dissimilar metals, such as painted 
steel, chromium plated steel and 
stainless steel. 





successfully without the applica- 
tion of a protective coating. How- 
ever, where it is desirable to main- 
tain a decorative appearance, an 
anodic treatment usually is recom- 
mended, Englehart said. 

Color can be applied to an anodi- 
cally coated aluminum part by im- 
pregnating the oxide coating with 
a colorant prior to sealing. Gold 
finishes of this type are being ap- 
plied to exterior trim elements in 
current production. Englehart said 
that other colorants now are in the 
process of development and should 
be available in the near future. 

Electroplating also was identi- 
fied as a commercially practical 
and economically sound method 
for finishing aluminum. For dec- 
orative finishes, electroplates of 
chromium, nickel, copper, brass, 
silver and gold have been used. 

For chromium plating on alumi- 
num, the zinc immersion process 
was called “the most generally ap- 
plicable method of surface prepara- 
tion.” It was said to be satisfac- 
tory for use with “practically all 
commercial aluminum alloy prod- 
ucts.” 

“Over the past 30 years,” said 
Englehart, the Alcoa research lab- 
oratories have conducted tests to 
determine the resistance to corro- 
sion of aluminum alloys, either un- 
protected or when protected by the 
variety of finishes available.” 

In general, these corrosion tests 
include exposure of samples to con- 
ventional salt spray equipment, the 
seacost atmosphere at Point Judith, 
R. I, and to the industrial atmos- 
phere at New Kensington, Pa. 

. * * 


Anti-Rust Qualities 
Surpass Old Alloys 


Tes test programs brought to 

light an interesting and ad- 
vantageous property identified as 
the “self-limiting nature of corro- 
sion which develops on aluminum 
alloys.” In a typical set of data, 
the average depth of corrosion at- 
tack is approximately two mils 
after two years—and only 2% mils 
after 20 years exposure to the in- 
dustrial atmosphere. 

Englehart pointed out that main- 
tenance of a pleasing appearance 
probably is the most important 
quality necessary for automotive 
trim. Protective methods that will 
maintain not only the structural 
integrity, but also the good appear- 
ance of aluminum alloys are avail- 
able. 


Englehart cited test data and | 


service experience to show the 
performance of anodically coated 





40 Grams PbO 





Specimen 
0.444 in. Dia. x 0.444 in. 


Valve Alloy Corrosion Test— 


the presence of water-absorptive 
materials on the metal surface, like. 
wise was stated to offer no particu- 
lar problem for aluminum trim. 
Commenting on maintenance, 

Englehart said: “In general, alu- 

minum alloy automotive trim re- 

quires only the ordinary mainte- 
nance provided by the car owner.” 

Ordinary road films usually can 
be removed by washing with clear 
water followed by a thorough dry- 
ing. For dirt films that are more 
difficult to remove, Englehart ad- 
vised washing with mild soap and 
warm water, followed by a rinse 
and drying. 

+ * 

l ADDITION to these methods, 

he pointed out that there are 
many satisfactory wax-base and 
non-wax base polish cleaners, 
Where long neglect has allowed 
dirt deposits to accumulate, he said 
it may be desirable to use a non- 
etching type chemical cleaner, fol- 
lowed by rinsing and drying. 

Englehart warned that one pre- 
caution should be taken in connec- 
tion with maintenance of aluminum 
trim, 

“The use of uninhibited alkaline 
|cleaning solutions on aluminum 
should be avoided,” he advised. 

These drastic cleaners not only 
are “unnecessary, but their severe 
cleaning action actually damages 
the finish on aluminum trim,” he 
stated. Such cleaners also can have 
deleterious effects on the body paint 
and decorative members; hence, 
|their use on automobiles is not 





Poultice action, brought about by| recommended. 
o + * * * * 
Heat 
1675° F-| Hour 


Atmosphere 


CO, 35 to 6.0 
CO2,9.0 to I2 
N2 . Balance 


or Air 


Crucible 


The lead oxide crucible test used by Thompson Products to evaluate relative corro- 


sion tendencies of different exhaust valve 


alloys is shown in this diagram. A useful 


laboratory technique for screening experimental alloys, this procedure is said to show 
reasonably good correlation with service test results. 


Ford Says Analysis Proves 
Value of Safety Package 


DEARBORN, — The saleability 
and the effectiveness of the five pio- 
neer safety features introduced in 
the 1956 Ford have been proven, 
according to Ford division. 

The division said, “When the 
five features — the seat belt, 
safety steering wheel, safety door 
lock, safety mirror and safety 
padding for the instrument panel 
and visor—were first introduced 
on 1956 cars, some people said the 
public didn’t want safety, that 
they wouldn’t pay extra for the 
optional features, that safety 
wouldn’t help sell cars. 

“Others were watching to see how 
many injuries and deaths could be 
prevented by the five features. Gen- 
erally, people felt the scientific sur- 
veys, the engineering research and 
the extensive testing behind the 
features made it certain that they 
would be effective.” 

Ford said the saleability of the 
features was proven by the sales 
record and the large number of 
consumer surveys made by Ford 
and other organizations. 

Declaring that the demand for 
crash padding and seat belts sur- 
prised even the optimistic Ford 
staff, the company said that no 
optional feature in Ford history 
caught on so fast in the first year. 

| “For example,” the company con- 


tinued, “43 percent of all 1956 Fords 
were ordered with safety padding. 
When tinted glass was first intro- 
duced in 1952, only 6 percent of the 
customers wanted it. Even Fordo- 
matic, one of the most popular 
options, was ordered by only 23 per- 
cent of the customers when it was 
introduced in 1951. 

“During the first year for the new 
Ford seat belts, enough were pur- 
chased to protect more than a third 
of a million riders.” 


A survey made at the Chicago 
Auto Show was cited which 
showed that 31 percent of the 
persons who said they wanted to 
buy a Ford listed safety as a 
reason. 

Ford reported that another sur- 
vey, based on replies to a question- 
naire placed in the glove compart- 
ment of all new 1956 Fords, showed 
that 14 percent of new owners 
selected Ford’s safety as the most 
important of four principal reasons 
for buying the car. 

Another survey was mentioned 
which showed that among owners 
of a competitive make who under- 
| stood the Ford safety message, half 
| again as many said they would shop 
Ford before buying another car, as 
compared with those who did not 
receive the safety story. 
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Where do you look, where do 
you go when you need some- 
thing? When you want to 
buy a house, sublease your 
apartment? Look for a job, 
hire an engineer? Announce 
humbly to the world that all 
is forgiven, Lucinda, please 
come home? 






The classified pages, of 
course. For these are “‘need”’ 
ads. They demand immedi- 
ate, “right now” attention. 
Action. 
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You can tell a lot about 
how fast a newspaper gets 
to the people who need and 
buy, how quickly it pulls re- 
sults by looking at the classi- 
fied advertising record. In 


Times carries more classi- 
fied linage than all the other 
papers combined. 


SirinaTtotra 


Advertisers of all types 
and sizes use The New York 
Times more because it pulls 


mai Ss 


more yourself. The more you 
do, the more automobiles it 
sells for you—right now. 


New York, The New York 


better results—fast. Use it } 
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Coming Sunday, December 9: 
The New York Times Na- 
tional Automobile Show section 















Proving in the Sun... 


How Desert Perfects Cars 


(Continued from Page 17) 





resistance to fade and retention of 
color fidelity. 

Included in the proving ground 
demonstrations were important 
but little-known test programs, 
such as those associated with 
engine vapor lock, windshield 
sealing and tire operating temp- 
eratures. 

A roofless cement block shed is 





AMF Plans New Center 


STAMFORD, Conn. — American 
Machine & Foundry Co.’s plan for 
a@ research and development center 
here as headquarters for its central 
engineering laboratories has been 
announced by Morehead Patterson, 
AMF ' president, Cost will approxi- 
mate $4 million. It would be located 
on a 38%-acre site, under option, 
adjacent to Merritt Parkway at 
High Ridge Road and would con- 
Solidate operations now going on 
in Greenwich and Stamford. 


Solve Your Christmas Gift Problem . . Right Now! 


Give AUTOMOTIVE NEWS To Your Friends In The Industry 


$ 8.00 ..... One Year 
$14.00 ..... Two Years 


This letter will be sent in your name: 


City- 


subscription. 





Street Address 


Penobscot Building 
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used for the study of vapor lock 
following high speed runs. The 
normal heat soak-up period after 
an engine has stopped following a 
high power output run is accentu- 
ated by parking the car in this 
“soak chamber.” 

These experiments aid in avoiding 
hot starting difficulties caused by 
the expansion of liquid fuel to vapor 
in the fuel lines and carburetor. 

* + + 
NOVEL “rainmaker” apparatus 
is used for in-motion testing of 
windshield wipers and the tightness 
of seals in such frontal areas as 
windshield, cowling and the front 
of door openings. 

In these tests, a water-filled drum 
is towed behind the car on a two- 
wheeled trailer. A pump driven by 
an auxiliary engine forces water 
forward to nozzles mounted atop 
the hood. The resulting water spray 
is capable of producing a deluge 
exceeding that encountered in 
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Mobile Rainmaker— 


This mobile spray equipment was used 
to test effectiveness of wipers and seals 
around windshield and cowl on the ‘57 
Oldsmobile. Water is supplied to the spray 
nozzles from a drum mounted on a trailer 
towed behind the car. 

* * * 
severe rainstorms. 

Tire temperature studies at high 
speeds in high ambient temperature 
conditions are conducted with the 
aid of special instrumentation in 
the form of 12 thermocouples 
spaced around the tire circumfer- 
ence and imbedded in the sides of 
the tread, 
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Fuel Injection 
Pump Built by 


AC Spark Plug 


FLINT.—AC Spark Plug has an-| 
nounced it is producing a compact) 
fuel injection pump that forces| 
gasoline under high pressure to the| 
engine. 

Martin J. Caserio, AC automotive 
products chief engineer, said the) 
pump pushes gasoline into the fuel 
system by means of two mesh 
gears. 

The pump and the other com-| 
ponents made by AC are part of 
the fuel injection system for use in 
some 1957 Chevrolet models. 

“The gears are two of the most 
vital parts of the system,” Caserio 
said. “They control the amount of | 
gasoline available to the engine) 
and provide a positive means of| 
forcing fuel to the engine. 

“This is done by holding the fuel) 
between the gear teeth and forcing 
it under pressure, into a control 
unit and thence into injector 
nozzles in each cylinder port as the| 
gears rotate,” he said. 

Caserio noted that a conventional | 
pump sucks gasoline to the engine 
by means of a pulsating diaphragm 
—like pulling water out of a well 
with a manually-operated, long- 
handle pump. 

The new high pressure pump, | 
with its revolving gear motion,| 
pushes gasoline continuously to the| 
engine under pressures as high as 
200 pounds per square inch—like a 
hard spray from a water faucet, he 
said. a. & »* 








Fuel Injection Parts— 


Fuel injection replaces the carburetor on 
some 1957 Chevrolets. 
spector at AC Spark Plug, calls attention 
to the high-pressure pump (left) that 
pushes gasoline to the engine. The other 
three parts make up the gasoline strainer 
assembly. 


Additives Traced 


‘To Each Cylinder 


BOSTON, — Precise distribution 
of gasoline components and addi- 
tives to the cylinders of an engine 


|now can be studied accurately by 


radioactive methods, according to 
Douglas E. Cooper, Ethyl Corp. 

The new method employs a radio- 
active form of carbon—carbon 14— 
to “tag” specific fuel components 
and additives. When burned in the 
engine, the. tagged constituents 
form radioactive carbon dioxide. 
Specially developed synchronized 
sampling valves are used to sample 
the individual cylinders. 

Samples of the carbon dioxide 
present in the combustion gases are 
obtained from the cylinders and 
also from the main exhaust stream, 
A comparison of the relative radio- 
activity of each sample reveals the 
consumption of the tagged compo- 
nents by each cylinder. 


Engineers’ Average Pay 
Up 8.6 Pct. in Year 


NEW YORK. — Engineers and 
other professional employes in 
American industry are earning 
about 8.6 percent more than they 
earned last year, according to the 
American Management Assn.’s ex- 
ecutive compensation service. 

This compares with an increase 
of about 4.5 percent for the previ- 
ous year. The percentage rise in 
engineers’ salaries from 1955 to 1956 
is higher than that shown for any 
of the other executive and spe- 
cialized groups whose pay the ex- 
ecutive compensation service 
studies. 


Twyla Webb, in- | 
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SEAT-COVERS — The T-C clear plastic 
auto seat covers are designed whereby 
each part is cut from a single piece of 
plastic, eliminating ali seams with the 
exception of small T-shaped corner seams. 


These one-piece patterns are said to 
assure snug-fit installation on all cars. 
Made of heavy-duty, 12 gauge, water- 


clear vinyl plastic, the T-construction covers 
ore easily cleaned with a damp cloth. 
Atlas Specialty Mfg. Co., 3255 South 


Shields Ave., Chicago 16, Ill. 
* 


* 





RAM The Mi-T-Mite a four-ton 
capacity ram, 4% inches high when 
retracted, with ram travel of 34% inches 


and extended height of 8% inches. The 








| lubricant, 
| long 


| 


connector is offset for ease in attaching | 


when ram is on ao flat surface. 
to fit all three and four-ton jacks having 
Y-inch Quick Detach. The unit is ideal 
for body repair men for use in hard-to- 
get-at, cramped work areas, it is claimed. 
H. K. Porter, Inc., Somerville 43, Mass. 

ee «2 * 





TUBELESS TIRE SEALANT 
tubeless tire sealant is said to be a quick- 
drying liquid that is compatible with cord 
and rubber and will stop or prevent air 
seepage that causes separation in tube- 


less tires. It is especially helpful for 
the recapper as heat and pressure in the 
recapping process tends to oxidize and 
break down the <scaling qualities of the 
inner liner, causing separations after some 
use. The sealant is said to prevent these 
separations, and reduces tire adjustments. 


It is said | 
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CLEANER, RUST REMOVER The 
development and availability of L & R Sil- 
ver Contact Cleaner and L & R Rapid 
Spread Rust Remover has been announced 
by L & R Mfg. Co., 577 Elm St., Arling- 
ton, N. J. The cleaner is said to be 


ideally suited for removing tarnish from | 


silver and silver plated electrical contacts. 
The rust remover is designed to remove 
rust from fine metal parts without dam- 


age to the port itself. 
* * * 


ereem 


ZIPPER KIT — A kit of special tools | 
for repairing convertible top zippers with- 
out removing the top has been marketed. 
Called the Zip-Kit, the kit contains two 
special tools, a supply of zipper replace- 
ment parts, a tweezer for handling teeth | 
and other small parts, a stick of special | 
supply of brass sliders with 
tabs and special rubber pressure 
sealing zippers, and a supply of brass 
teeth for replacing missing teeth. With 
the kit it is possible to open sliders, 
replace sliders, remesh open zippers, re- 
place missing teeth and end closures, it 
is claimed. Kent-Moore Organization, 
Inc., 1501 S. Jackson St., Jackson, Mich. 

* * * 





CORD REEL— The model 800-JB-3 Ben- | 
jamin electric extension cord reel is 
equipped with a recently developed | 
arrangement for mounting the reel on any | 


| overhead four-inch octagonal outlet box. | 


The series 800 cord reel is approximately 
22 inches wide by &% inches in diameter | 
and weighs approximately 10 pounds, | 
depending on the length and type of cord 
set used and whether or not equipped | 





| with a handle and guard and special | 
NE-GAH | 


mounting bracket. Benjamin Reel Products, | 
Inc., 10700-10710 Broadway, Cleveland | 
25, O. 


* 


Wheel Bearing Seal Kits 


Victor Mfg. & Gasket Co. is mar- 
keting three sizes of wheel bearing | 
oil seal assortments that cover car 
models through 1956. Each assort- | 
ment includes, with no extra cost, a/| 
steel cabinet for storing the seals, 
Victor said. 


NOVEMBER 


26, 1956 
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AIR CLEANER—A 
| cleaner in sizes to fit all cars equipped 
by the manufacturer with a disposal 
cleaner has been developed by AC Spark 
Plug Division, Flint 2, Mich. The disposal 
cleaner has a special paper filter, treated 
with an AC resin formula and folded to 
provide a maximum cleaning with a mini- 


“throw away” air 


|}mum of space. The cleaner also features 
| self-gasketing construction, it is claimed. 
| Good for 10,000 to 20,000 miles, the 
| cleaner boasts an efficiency of up to 99 
| percent, it is claimed. 


+ 








BATTERY CHARGERS— A line of 6-12- 
volt battery chargers, called the Allen 
True-Charge has been announced 
by Allen Electric and Equipment Co., 2101 
N. Pitcher St., Kalamazoo, Mich. The line 
comprises of six models:. Three portables 
and three wheel-mounted chargers. Aill 
models have complete circuit breaker pro- 
tection against shorts, reversed connections 
ond overloads, if is claimed. Other 
features include heavy-duty transformers, 


line, 


direct air-blost ventilation, full-wave selen- | 


mechanical 
New tests include accurate battery 


ium rectifiers and automatic 
timers. 


condition test, and testing of the vehicle | 
| charging circuit. 


ad 





MERCHANDISING UNIT — An all-metal 
merchandising unit that is said to take 


only 30 by 60 inches of floor space, yet | 


provides nearly four times that display 
area, has been developed by L. A. Darling 
Co., Bronson, Mich. The unit permits mer- 
chandising from all four sides on per- 
forated metal shelves which are equipped 
with %-inch ticket strips. Height of the 
three lower slip-over shelves (18 by 20 
inches, 27 by 60 inches, and 30 by 60 
inches) is adjustable to accommodate any 
size merchandise; height of the top shelf 
(12 by 60 inches) is fixed. Overall height 
of the unit is 60 inches. 





| GREASE GUN The E-Z Cartridge 
| Loader Grease Gun, said to be capable of 
| developing up to 8,000 pounds of pres- 
| sure and accommodate any cartridge, has 
| been marketed by K-P Mfg. Co., Minneapo- 
| lis. Leakage is prevented by a specially 
designed plunger which assures maximum 
| sealing, it is claimed. The gun features 
|an eliptical shaped lip which smooths 
out dented cartridge ends by a twist of 
the cartridge when loading, if is said. 


Bulk grease may be used in the gun by 
| leaving an empty cartridge in the barrel 
the 


and loading in 
conventional gun. 


some manner as a 





SOLDER—An activated rosin core solder, 
designated RTS 300, with non-corrosive 
characteristics and minimum odor has been 
developed by Federated Metals Division, 
American Smelting and Refining Co., 120 
Broadway, New York 5, N. Y. The maker 
claims that spread is 30 percent greater 
than with most conventional rosin core 
solders. The activating chemicals are non- 
toxic. The solder can be stored for ex- 
tended periods without losing its stability. 
Federated stocks 40/60 and 60/40 lead- 
tin combinations of RTS 300 solder in com- 
mon 0.062 diameter wire. Other combina- 
tions and goges shipped on request. The 
solder comes in one, five and 20-pound 
quantities. 








CHECK VALVE—The Univalv onti-drain | 


check valve is said to fit all gasoline 
nozzles, automatic or manual. Made. of 
bronze with a metal poppet, and measur- 
ing 1%. inches OD by 1% inches long, 
the valve is said to be the most compact 
available. For use on any gasoline 
nozzles to prevent draining of gasoline 
when pump is stopped, the valve is said 
to comply with all local and ordinances 
where required. The “Univalv’ No. 250 
is available with a 34-inch female X one- 
inch Male pipe thread or one inch Fe- 
male X one-inch Male pipe thread. Uni- 
versal Valve Co., 409 South St., Eliza- 
beth N. J. 








| 


REEL DED 


Seat ee oa 





| CABINETS—The maker of the original 
| Jiffy Cabinets, Campro Sales Co., 1300 
Fourth St., Canton, O., has announced ifs 
“Twin” line of hammertone grey steel 
cabinets with ‘“‘see-thru'’ plastic drawers 


twice the size of previous models. Drawers 

of the twin units are 5% by 5% by 1% 

inches deep and can be divided into three 

compartments by usi 
+ 


ng dividers. 
* * 





BRAKE-TOOL CART—A Roll-About which 
provides storage and portability for all 
models of Barrett Brake Dokters is being 
offered by the Barrett Equipment Co., St. 
Lovis, Mo. The unit has a perforated back 
for hanging the Brake Dokter, Drum 
Check-R and other tools needed in serv- 
icing brakes, a tray for attachments, a 
circular handle and large rubber tired 


wheels for ease in movement to the job. 
> * 


Lid 


DRUM LATHE—A work light, with flex- 
ible gooseneck for proper adjustment 
while in use, has been added to the 
Barrett B-500 series Drum Dokter. Other 
minor mechanical improvements, plus @ 
new universal type floating drum attach- 
ment, for cars and light trucks, also have 
been added to the unit. Barrett Equipment 


Co., St. Louis, Mo. 
* * 


Pe 


ROD WEEDER—The McCormick No. 6 
center-drive rod weeder, available in 
either 12 or 14 foot sizes, has been an- 
nounced by International Harvester Co., 
180 N. Michigan Ave., Chicago 1, Ill. 
Operating principle of the weeder is to 
pull a %-inch square steel rod, at a right 
angle to the direction of travel, just below 
the surface of the ground. The rod 
revolves in the opposite direction to the 
forward movement of the machine. With 
the rod being pulled through the groun:! 
just below the surface and revolving 
the same time, weeds are torn out £ 
the roots and deposited on the surfa: 
to die, it is claimed. 
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Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

The automotive industry’s invest- 
ment in spot television advertising 
during the third quarter amounted 
to $1,827,000, according to Televi- 
sion Bureau of Advertising, Inc. 

Broken down by categories, the 


automotive classification shows | 


$817,000 was spent on cars; $454,- 
000 on tires and tubes; $88,000 on 
batteries; $18,000 on antifreeze; 
$12,000 on trucks and trailers, and 
$438,000 on miscellaneous acces- 
sories and supplies. 

The gasoline and lubricants class- 
ification accounted for $3,908,000, 
with $3,739,000 going for gasoline 
and oil; $119,000 for oil additives, 
and $50,000 for miscellaneous, the 
report showed. 

Among the car manufacturers, 
Ford Motor Co, placed 38th 
among the top 200 advertisers 
with an investment of $406,200. 
General Motors was 48th with 
$351,300, and Chrysler Corp. 90th 
with $189,300. Studebaker - Pack- 
ard Corp. and American Motors 
Corp. were not listed. 


pact Rambler—“big-car room and 
comfort plus small-car economy 
and handling ease.” 
| * * * 


| Gatefold Ad for Ford 
| The Reader’s Digest, which 


| recently announced a more flexible 
| policy on special inserts, will carry 
|a six-page gatefold advertisement 
| by Ford Motor Co, in its December 
| issue. 

The advertisement includes two 
black and white copy pages which 
| open like double doors to show a 
four-page, full-color illustration of 
Ford’s ’57 Sunliner convertible. 

Opened up, the advertisement is 


| 
| 
} 
| 


entirely visual—except for the name 
Ford—with the full-color sideview 
of the convertible running across all 
four pages. 

According to its recently an- 
nounced policy, Reader’s Digest 
now accepts gatefold advertise- 
ments in four, six or eight-page 
units. It will also provide gatefold 
space on its inside back cover, a 
position unique among major con- 
sumer magazines. 

+ * *® 


Falcon Appoints Rep 

Falcon Buick Corp., New York, 
has appointed William Warren, 
Jackson & Delaney to handle its 
radio and television advertising. 

Falcon introduced the 1957 Buick 
with a spot announcement cam- 
paign on two of New York’s top 
Negro disc jockey programs .. . 
WOV’'s “Wake Up New York,” 7- 
9:00 a.m. daily and WOV’s “Jocko 
The Rocket,” 10 p.m.-midnight daily. 


Trico Develops 


Vacuum-Driven | 
Power Window | 


BUFFALO, — Trico Products| 
Corp. has developed a new version | 
of its “Lift-O-Matic” power-win-| 
dow device for cars. 

Trico built the power-window | 
mechanism on the prewar Lincoln| 
Continental. So far Trico hasn’t 
sold its latest device but indica- | 
tions are that Trico will obtain a) 
production order in the foreseeable} 
future. 

Trico engineers have felt that! 
some operating difficulties and! 
service needs, along with high cost, | 
have limited the market for elec-| 
trically driven power windows on 
some cars. The Trico system is 


vacuum powered. 
Trico has engineered the device | 


33 


to reduce cost and simplify opera- 


| tion—merely applying power to the 


standard, manual window-opening 
mechanism inside the car door. 
Vacuum for Trico’s power windows 
comes from rotary vanes installed 
in the oil pump. 


Parts Outlook Bright, 


According to Buffalo 


BUFFALO. — The auto parts 
business seems to have a bright 
future here. William A. Price, 
general manager, Angert Auto 
Parts Co., said that regardless of 
the number of new cars on the 
roads, the auto parts business 
“will continue to grow.” 

Charles E, Jenkins, automotive 
sales manager, Joseph Strauss Co. 
Inc., agrees there'll be an increase 
in business. But he feels the in- 
crease this year will be “slight.” 


In allied fields, Shell Oil Co. was} 
Mth with $630,200; Esso Standard | 
Oil Co. 34th with $444,700; Standard | 


Oil Co. of Indiana 56th with $325,- 
500; Rayco Mfg. Co. 68th with $276,- 
800; General Electric Co, 69th with 
$274,400; Standard Oil Co. of Cali- 
fornia 82nd with $213,700; Socony 
Mobil Oil Co. 84th with $207,300; 


Phillips Petroleum Co. 104th with | 


$159,700. and Sinclair Refining Co. 
105th with $157,900. 

Richfield Oil Corp. was 117th with 
$146,400; Tidewater Associated Oil 
Co. 121st with $136,700; Continental 
Oil Co. 142nd with $120,700; Atlantic 
Refining Co. 148th with $112,300; 
General Tire & Rubber Co. 152nd 
with $107,000; Bardahl Oil Co. 156th 
with $104,300; Cities Service Co. 
186th with $86,800, and Standard Oil 
Co. of Ohio 189th with $82,200. 

* = . 


Willys Appoints Grinstead 


C. W. Grinstead has been named 
director of advertising and mer- 
chandising for Willys Motors, Inc., 

Toledo, according 
to C. A, Watson, 
generalsales 
manager. 

An executive 
with the corpora- 
tion in various 
key capacities 
since 1945, Grin- 
stead for the past 

a two years has 
Ee been manager of 
\' the Willys central 

Cc. W. Grinstead division with 
headquarters in Chicago. His auto- 
motive experience dates from 1934. 

In his new position, Grinstead 
will have overall! direction of a 
stepped-up advertising and mer- 
chandising program to promote the 
new ‘Jeep’ series to be introduced 
by Willys as an addition to its 
Present line of four-wheel-drive 
vehicles. 


ABC Auto Ads Grow 


American Broadcasting Co. now 
claims 4% hours of automotive 
television advertising weekly, or 
roughly equal to automotive 
accounts on CBS and NBC televi- 
sion, says the company. 

ABC does not include the Gen- 
eral Motors sponsorship of “Wide 
Wide World” since it advertises 
parts rather than strictly auto- 
mobiles. 


- * +. 
Daily News Offers Full Color 


The Chicago Daily News will 
offer advertisers full color on 
Thursdays only starting Dec. 6. It 
will be available in page unit only, 
the paper said. 

Rate will be $850 above the pres- 
ent black and white rate, and dead- 
line will be two weeks prior to pub- 
lication. 





. . + 
Rambler Baits a Dinosaur 


A cartoon-type ad entitled “The 
Story of the Man Who Bought a 
Dinosaur” has been released to 
newspapers in key markets 
around the country by American 
Motors Corp., according to E. B. 
. Brogan, Rambler advertising 
‘manager. 

The full-page ad outlines the 
basic philosophy behind the com- 


| ee 
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STUD 
$275. 
MISCELLANEOUS — '54 Chevrolet %-ton 


1955 1956 


$943* $915 
$880 $873 


dan. Feb. 
* Prices of '56s 








Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week rose $2, according 
to Automotive News’ index. 

Leading the way upward were 
57s, which gained $19. Also ad- 
vancing in price were ’56s, which 
went up $8, and ’52s, which added 
$3. The price of ’55s remained un- 
changed. 

Price setbacks were: ’51s, down 
$1; '54s, down $2; '50s, down $2, 
and '53s, down $4. New lows were 
established for ’54s and ’53s, and 
the previous low for '55s was 
matched. 

At a group of representative 
auctions last week, the average 
consignment was 162.4 units, 
smallest since last April. The con- 
signment had averaged 200.6 in 
the previous week. 

The sales ratio was 175.5 per- 
cent, compared with 69.7 percent 
a week earlier. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) denotes power steering. 


FT.-WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 


Tuesday. Prices are for sale of Nov. 13.) 


(Market very good although there is 
still a shortage of cars. Sold 76 cars out 
of 88 offerings.) 


BUICK—'54 Super 2-dr., $1,330* (ps), $1,- 


325, $1,300* (ps), $1,300*. ‘51 Super 
2-dr., $350°. '50 Super 2-dr., $230; Spe- 
cial 2-dr., $165°. 


CADILLAC—'54 (62) 2-dr., $2,485* (ps). 


"53 (62) 2-dr., $1,450° (ps). 


CHEVROLET—'56 Bel Air (8) 2-dr., $1,- 


875°; 2-dr., $1,840°, $1,745*, $1,575°. °53 
Bel Air 2-dr., $840, $835, $620°, $565. 
"52 SL Deluxe conv., $415. '51 SL Deluxe 
2-dr., $560; 4-dr., $245. 


DODGE—'55 Coronet 4-dr., $1,195; Royal 


2-dr., $1,425°*. 


FORD — '56 Fairlane (8) conv., $1,800*; 


Country sedan, $1,585; Custom (8) 2-dr., 
$1,600. ‘55 Custom (8) 4-dr., $1,170*; 
Fairlane (8) 2-dr., $1,170. °54 Custom 
(8) station wagon, $1,210; 4-dr., $865; 
Main (6) 2-dr., $595. °53 Custom (8) 
2-dr., $595; 4-dr., $630, $580; Main (8) 
2-dr., $510. "52 Main (8) 2-dr., $275. ’51 
— (8) 2-dr., $285. °50 Custom 2-dr., 


HUDSON—'52 Commodore 2-dr., $305*. 
MERCURY -—-'55 Monterey 4-dr., $1,550* 


(ps). ‘54 Monterey Hardtop, $1,175*. ’52 
Monterey 4-dr., $540*. "50 Custom 2-dr., 


NASH—'55 Rambler 4-dr., $1,225. ’54 Ram- 


bier 4-dr., $690 


OLDSMOBILE —’56 (88) -dr., $2,260°. 


"S52 (98) 2-dr., $665°. °51 (88) 2-dr., 
$460*. '50 (88) 2-dr., $255. 


PACKARD—’53 Clipper 2-dr., $610*. 52 


Clipper 2-dr., $390*. 


PLYMOUTH—'55 Savoy (8) 2-dr., $1,120°: | 


Plaza (8) 2-dr., $905. ’53 Cranbrook 2- 
dr., $550° 


PONTIAC—’53 Star Chief (8) sedan, $665*. 


"51 Silver Streak (8) 2-dr., $220. 
EBAKER — ’52 Commander 2-dr., 


pickup, $750. 50 Chevrolet %-ton pickup, 
$365. '49 Willys %-ton panel, $160. ’48 
Dodge %-ton pickup, $325. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 


day. Prices are for sale of Nov. 13.) 
BUICK — ’56 Special Riviera, $2,250*, ’°54 


Super Riviera, $1,440*; Special 4-dr., 
$1,040. "53 Super Riviera, $1,075*, $945*; 
RM 4-dr., $825* (ps). °52 RM Riviera, 
$550* (ps); Super 4-dr., $450*. ’51 
Special Riviera, $525; 4-dr., $510*; Super 
4-dr., $445*, $410*; RM Riviera, $410*. 
’50 Super Riviera, $300*; 4-dr., $260*. 
"49 Special 2-dr., $145; 4-dr., $140. 


CADILLAC — '52 (60) Special 4-dr., $1,- 


350° (ps). °50 (62) 4-dr., $775*. °'49 


(62) 4-dr., $245*. 
CHEVROLET 


— "57 Bel Air (8) 4-dr., 
$2,705*. '56 Two-ten (8) station wagon, 
$2,120; 4-dr., $1,790; Bel Air (8) Hard- 
top, §2,090*. ‘55 Two-ten (8) station 
wagon, $1,735*; Delray coupe, $1,455* 
(ps); Two-ten (6) station wagon, §$1,- 
575*; 4-dr., $1,225; 2-dr., $1,030*; Bel 
Air (8) 2-dr., $1,660*; Hardtop, $1,650; 
4-dr., $1,420*; One-fifty (6) 4-dr., $920. 
54 Bel Air Hardtop, $1,190; 4-dr., $1,- 
035°; One-fifty station wagon, $1,065; 
Two-ten 4-dr., $960*. '53 Bel Air Hard- 
top, $1,030°, $875; 2-dr., $550. ’52 SL 
Deluxe Bel Air, $725; conv., $535; FL 
Deluxe 2-dr., $500*. ‘51 SL Deluxe 2-dr., 
$500, $300; 4-dr., $370*, $325, $215. °50 
SL Deluxe Bel Air, $510*; 2-dr., $375. 


*49 4-dr., $145. 
CHRYSLER 


— ‘5S NY Hardtop, $1,930* 
(ps); 4-dr., $1,560° (ps). ‘53 Windsor 


Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 





March 
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Main (8) 4-dr., $625; 2-dr., $615. ‘52 
Custom (8) 4-dr., $625*, $460*; Main 
(8) 2-dr., $500. '51 Custom (8) Victoria, 
$485; 4-dr., $425*; Deluxe (8) 4-dr., 
$300. 

HUDSON — '55 Rambler 4-dr., $1,570*. '53 
Wasp 4-dr., $525. 

LINCOLN — ’56 Premiere 4-dr., $3,500* 
(ps). '54 Capri 4-dr., $1,500* (ps), $1,- 
460* (ps). 

MERCURY — ’'56 Monterey Hardtop, $2,- 
450° (ps); station wagon, $2,270*. ’55 
Montclair Hardtop, $2,015* (ps). ’54 Mon- 
tery Hardtop, $1,460*; 4-dr., $1,110. '53 
Monterey Hardtop, $1,095; 4-dr., $900*; 
2-dr., $810*. °52 Monterey Hardtop, 
$765*; 4-dr., $670*. °51 club coupe, $320; 
4-dr., $225. °50 club coupe, 2 at $200. 
"49 2-dr., $180; club coupe, $140, $135. 

NASH — '55 Cross Country, $1,560*, $1,- 
405. °53 Rambler station wagon, $735, 
$725. °51 Ambassador 4-dr., $245, $150*. 

OLDSMOBILE — ’'56 (88) 2-dr., $2,195*. 
55 (98) Holiday, $2,005* (ps). '53 (98) 
4-dr., $1,175* (ps); Holiday, $1,020* 
(ps); (88) Super 4-dr., $1,050*; Deluxe 
4-dr., $790* (ps). °52 (88) Holiday, 
$850*; Super 4-dr., $835*; (98) 4-dr., 
$690*. °51 (88) 4-dr., $435*. °49 (88) 2- 
dr., $330*. 

PACKARD — '53 (200) 4-dr., $625. '52 
4-dr., $610. '51 Windsor club coupe,| 740%. °56 Country sedan, $2,110*, $2,-| (300) 4-dr., $550°, $480*. "50 4-dr., $115°. 
$270*. bs Windsor Hardtop, $385*. Pe | 085° (ps); Fairlane (8) Victoria, §2,- ees — se Seveise Gero, 68 

DeSOTO — '52 Custom 4-dr., $425* (ps). 100* (ps); 4-dr., $1,775*; Custom (8) 2-| $1,790*. '54 Belvedere 4-dr., wa ts 
"Sl 4-dr., $255*. ’50 4-dr., $250*. dr., $1,605, $1,530. '55 Fairlane (8) 4-dr., Cranbrook Belevedere, $600°. = 

DODGE ‘55 Sierra station wagon, §2,- $1,420*; Custom (8) Country sedan, $1,- bridge 4-dr., $235. ‘50 = > a 
045* (ps); Royal (8) 4-dr., $1,500* (ps). 650; 4-dr., $1,105; Main (8) 4-dr., $1,- club coupe, $395; 4-dr., $285; Deluxe 
’54 Royal (8) 2-dr., $880*. ’53 Coronet 170*, $1,030, °54 Crest (8) 4-dr., $950; 2-dr., $285. 7 ca) Catal 
4-dr., $475*. °52 Meadowbrook 4-dr., Custom (6) 4-dr., $770; 2-dr., $700*; PONTIAC — ‘55 Star Chief (8) a "ss 
$180. °51 Coronet 4-dr., $355*, $350. 50 Ranch Wagon, $650. '53 Crest (8) Vic- $1,720*; Chieftain (8) 4-dr., Pie des ; 
4-dr., $195*. °49 4-dr., $310, $130*. toria, $1,010* (ps); Ranch Wagon, $830*; Chieftain (8) 4-dr., $830*. '52 Star e 

FORD "__ '57 Fairlane (8) club sedan, §$2,- Custom (8) 2-dr., $765, $750; 4-dr., $755; (8) 4-dr., $600*; Chieftain (8) 4-dr., 


LEADING USED-CAR | 
DIRECTORY = 


Frequency Rates: Lis (maximum: three lines of type)—$5.00, 1-time; $4.00, 1 es; 
$3.50, 52. times. oy laddnnes apese + lack! on & Ciiiecdianiamm, Check ae Bane 
umns.) For Display Rates contact Want Ad De pt., Automotive News, Detroit 26, Mich. 











3$1,044** 








$873 $874 














Apr. May June July Aug. Sept. 


added; °48s dropped. ** Prices of '57s added; '49s dropped. 



























ALABAMA IOWA NEW YORK 














NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


THE HARRY GELT 
CENTRAL STATE AUTO 


“AUCTION 


Every Wednesday at Noon 
“Gateway to the Western Market" 
Phone 1181 or 1182 
MASON CITY, IOWA 
Guaranteed Checks and Titles 


JOHNSON AUTO 
‘AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


-Huntsville, Ala.—Friday 
100%, Insured—No Registration Fee 


Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 











CALIFORNIA NEW YORK CITY'S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 








a 


SAN DIEGO—San Diego Auto Auc- 
tion, 4744 Federal Blvd., Ph. 
CO. 4-0157. Thursday 1 p.m. 


PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 


SACRAMENTO AUTO AUCT.—4304| —aucrten Everp Tharaday at 11 AMA 


W. Capitol Ave., West Sacramento, Newburyport Turnpike, U. S. Rt. 1 











West , Mass. Jefferson 1-7500 e 
Ph. HU. 1-4076 (Thurs. 12 noon). | ¥' Se : a om EVERY cage pone 
GREENPOINT AVE. Rr a 
—— : BROOKLYN 22, N. Y. 
MICHIGAN Tel. EVergreen 3-4800 
COLORADO Auctioneers—David B. Spielman 





John W. Becker 


AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 


Flint Auto Auction, Inc. 


att Wenem 86 Flint, Michigan | | AFA YETTE—Syracuse Auto Auction, 
Exclusively for Dealers Center of Empire State, Insured 

Here in the shadow of General Motors, you) Checks and Titles (Wed.). 

get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorade Auto Auction FAX 
Denver, Colo. Michigan's Finest Sale 


Colonels Johnny Wood and Dean Davis Titles and Checks Guaranteed 
All cars paid for by our own check 
the First National Bank of Englewood. 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


12:30 — SALE EVERY WEDNESDAY — 12:30 OHIO 


M. D. McCollum, Mgr. Phone Cedar 9-4492 














DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 
Auction Every Friday at 11:00 A.M. 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half = west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 














We Issue Auction Checks and Guarantee Titles ~ Gat. wv. e —_ Nagy oe. 6 
Michigan's Best 
Phone: ARdmore 6-4720 
PENNSYLVANIA 





MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Crump-Dudley-Caswell 
To serve you best 
Phone Sherman 4-3263 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Caly) 
Operating Since 1946 











MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








1IOWA 











EMLENTON — Emlenton Auto Auc- 


TOM FLETCHER’'S tion. Every Tuesday, 12 Noon. 


DES MOINES AUTO AUCTION 
lowa's Oldest Auto Auction 
In the Heart of the Clean Car 
4701 S.E. 14th Des Moines 15, lowa 
Phone ATlantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 








Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 




















Model Breakdown 
Of Auction Averages 





Nov., 1956 Oct., Sept., 
Model To Date 1956 1956 
a . $2,408 + + 
ER eenicvevints 1,924 $1,975 $2,050 
PD stcccsvennes 1,384 1,417 1,522 
 vevinninn 1,001 1,027 1,064 
|, 666 677 700 
| ey ‘ 426 463 463 

ons 308 312 322 
ae ‘ 239 233 227 
Fe ececesianes . 7 167 175 


—_—. 


$1,044 $ 784 $ 815 


t Not computed, 


LL 


$525*. °51 Silver Streak (8) 2-dr., $360, 
‘50 Silver Streak (8) Catalina, $250*:; 
2-dr., 2 at $250, $165*. °49 Silver Streak 
(8) 2-dr., $205*. 

STUDEBAKER — ‘51 Commander coupe, 
$225. °49 Champion 4-dr., $160. 

WILLYS — '56 Jeep, $875. '53 Eagle Hard- 
top, $570. °52 station wagon, $515. ‘51 
station wagon, $330. °47 station wagon, 
$195. 

MISC. — ‘56 Volkswagen 2-dr., $1,565. ‘54 
Ford %-ton pickup, $805. ‘53 Ford 1-ton 
pickup, $575; Chevrolet ‘%-ton pickup, 
$790; GMC %-ton pickup, $680*. ‘52 
Dodge ‘%-ton pickup, $380; Hillman 4- 
dr., $300. 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- 

day. Prices are for sale of Nov. 13.) 

(Market very steady but the approach 
of deer hunting season seemed to cut our 
percentage a little, Sold 114 cars out of 
170 offerings.) 

BUICK—’56 Special Riviera, $2,350*; 2- 
dr., $2,245°. "55 Special Riviera, $1,890*; 
conv., $1,775* (ps); RM Riviera, $1,865* 
(ps); Super Riviera, $1,860° (ps); 4-dr., 
$1,450°. ‘54 Century Riviera, $1,500* 
(ps); Super Riviera, $1,280°%, $1,255*, 
$1,010. '53 Super Riviera, $905*; Special 
Riviera, $875*. "50 4-dr., $115°*. 

CADILLAC—'55 (62) coupe de Ville, $2,- 
900° (ps). '48 4-dr., $365°. 

CHEVROLET—’'56 Bel Air (8) 2-dr., $1,- 
800*, $1,735; Two-ten (8) 2-dr., $1,660*, 
$1,615*, $1,600. '55 Two-ten (6) station 
wagon, $1,400°; Delray coupe, $1,355*; 
2-dr., $1,125, $1,090; Two-ten (8) 2-dr., 
$1,065; Bel Air (8) 2-dr., $1,275; Bel Air 
(6) 2-dr.. $1,200. °54 Two-ten Delray 
coupe, $915; Bel Air club coupe, $880*. 
’53 Bel Air conv., $630. °51 2-dr., $225. 

DeSOTO—'53 Firedome 2-dr., $700° (ps). 

DODGE—'51 Coronet 4-dr., $110*. 

FORD—'57 Del Rio station wagon, $2,575, 
"56 Country sedan, $2,065*, $1,725*, 2 at 
$1,675; Fairlane (8) 2-dr., $1,790° (ps); 
Custom (8) 2-dr., $1,575°, $1,480, 2 at 
$1,445; Main (8) 2-dr., $1,275. '55 Coun- 
try sedan, $1,705° (ps); Fairlane (8) 
conv., $1,515°; 2-dr., $1,330°%, $1,265, 
$1,255*, $1,200, $1,180*; Custom (8) 4- 
dr., $1,110, $960, $925; Main (6) 2-dr., 
$1,025. °54 Custom (8) 2-dr., $800, 2 at 
$715; Custom (6) sedan, $680. ‘53 Crest 
(8) Victoria, $840, $820; Country Squire, 
$550; Custom (8) 2-dr., $525. ‘51 Cus- 
tom (8) 2-dr., $215°*, $215. °'50 Custom 
(6) 2-dr., $185, $175. 

HUDSON—'53 Hornet 2-dr., $300. 

KAISER—’'53 4-dr., $440. 

MERCURY—'55 Montclair 2-dr., $1,665*. 
‘54 Montclair club coupe, $1,175*. ‘53 
club coupe, $805*° (ps). °51 4-dr., $230. 

NASH—’'51 Ambassador 4-dr., $185. 

OLDSMOBILE — '56 (88) Super Holiday, 
$2,465*, $2,400°. '55 (88) Super Holiday, 
$1,900*; Deluxe club coupe, $1,850, $1,- 
675. ‘54 (98) Holiday, $1,555*; (88) 
Super 2-dr., $1,475* (ps), $1,400*; De- 
luxe 2-dr., $1,145. "53 (98) conv., $925° 
(ps); (88) Super 2-dr., $910°, $820, $520. 
"52 (88) Super 2-dr. $505*, $350. ‘51 
(88) Super 4-dr.. $315°. °50 (76) 4-dr., 
$120. '49 4-dr., $120. 

PLYMOUTH—'56 Plaza (6) 2-dr., $1,365. 
"55 Plaza (8) 2-dr., $1,015; Savoy (6) 
4-dr., $1,000. "52 Cranbrook Belvedere, 
$225. '51 Cranbrook 4-dr., $215, $210. 

PONTIAC—'55 Star Chief (8) 4-dr., $1,- 
600° (ps); Chieftain (8) 4-dr., $1,275*. 
"53 Chieftain (8) 4-dr., $635, $620, $590°, 
$565. °51 Silver Streak (8) 2-dr., $320*, 
$200. "50 Silver Streak (8) 2-dr., $170, 
$140. 

WILLYS—’55 station wagon, $990. ’53 sta- 
tion wagon, $800. 

MISCELLANEOUS — ‘50 Chevrolet %-ton 
panel, $115. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of Nov. 9.) 
BUICK — '56 RM Riviera, $2,580* (ps); 

Special Riviera, $2,570* (ps), $2,175*, 

$1,980°. ‘55 Special Riviera, $1,685*; 4- 

dr., $1,440. "54 Super Riviera, $1,170° 

(ps); Special 4-dr., $900*. ‘52 Super 

coupe, $480*. ‘51 Super Riviera, $285*. 

"50 4-dr., $265*, $185*. 

CADILLAC—'56 (62) sedan de Ville, $4,- 
575* (ps), $4,500* (ps), $4,450* (ps); 4- 
dr., $4,075* (ps). 54 (62) 4-dr., $2,250*° 
(ps). °51 (60) Special 4-dr., $815*. 

CHEVROLET — '57 Two-ten (8) station 
wagon, $2,700*; Sport sedan, $2,600*; 
Bel Air (8) Sport sedan, $2,625*; Sport 
coupe, 2 at $2,600*; 4-dr., $2,525*, $2,- 
450°. ‘56 Two-ten (8) station wagon, 
$2,110*, £2,100*; Bel Air (8) 4-dr., $1,- 
935*, $1,920*, $1,875, $1,750*. '55 Two- 
ten (8) station wagon, $1,460; Two-ten 
(6) 2-dr., $1,130. ’54 Two-ten 2-dr., $820. 
"53 Two-ten 4-dr., $710. '52 SL Deluxe 
Bel Air, $575; club coupe, $435. 

CHRYSLER — '53 Windsor 4-dr., $665*. 
"52 Windsor 4-dr., $275*. 

DeSOTO — '51 4-dr., $125. 

DODGE—’56 Royal Lancer coupe, $1,950*. 
"51 Coronet 4-dr., $190. 

FORD — ’57 Custom (8) 300 4-dr., $2,- 
220°, $2,105. '56 Fairlane (8) 4-dr., $1,- 
790*, 3 at $1,775*, $1,765*, $1,755*, $1,- 
725*, $1,705*, 4 at $1,700*, $1,675*, $1,- 
650*, $1,560, 10 at $1,500. °55 Custom 
(8) 2-dr., $1,340; Main (8) Ranch 
Wagon, $1,095. '54 Main (6) 2-dr., $705. 
"53 Custom (6) 4-dr., $415*. '52 Crest 
(8) conv., $600*; Victoria, $575. ‘51 
Custom (8) station wagon, $425; 4-dr., 
$260. 

HUDSON — '52 2-dr., $265. 

LINCOLN — ’57 Premiere coupe, $4,560° 


(ps). 
MERCURY — '55 Custom 4-dr., $1,200. 
(Continued on Page 38, Col. 3) 








We've got the talent for selling! 


All selling takes talent. If it’s personal selling, it takes the talent of a 
particular salesman. But if it’s advertising—it takes the talents of a team— 
and our General Outdoor Advertising team is one of the best in the business. 
We’ve got the talent for selling! 

Take our creative specialists: They can make your selling message 
remembered, make it sell! By blending massive silhouette, compelling color, 
and dynamic simplicity, they achieve the impact that means more sales 
for you. 

And in more than 1300 GOA markets, the skill of other GOA experts 
assures you of top locations, audited circulation and superior service. 

Let our GOA team translate “see-power” into sales power for you. 
Call your local GOA office or write to us in Chicago. 


General Outdoor Advertising Co. 


515 South Loomis Street, Chicago 7, Illinois 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Dayton, O. 


October automotive sales in Day- 
ton and surrounding Montgomery 
County saw Chevrolet again lead 
with 424 cars sold out of a total of 
1,413. Ford was second with 300 and 
Buick third with 166. 

Other makes, by volume, 
Oldsmobile, 105; Pontiac, 97; Plym-| 
outh, 85; Mercury, 60; Dodge, 34; 
DeSoto, 27; Cadillac, 24; Chrysler, 
21; Studebaker, 19; Volkswagen, 16; 


Lincoln, 12; Hudson, 6; Nash, 5; 
Packard, 5; Willys, 4; MG, 2; and 
Jaguar, 1. 


In truck sales: Chevrolet, 61; 
Ford, 38; International, 26; GMC, 
1: Dodge, 5; Reo, 3; White, 1, and 
Volkswagen, 1.—(E. F. Barker.) 


* * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area for the week ended 
Nov. 10 were “down decidedly” 
from the preceding week, accord- 
ing to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

September registrations in 
Pittsburgh totalled 3,062, accord- 
ing to the Pittsburgh Automobile 
Dealers Assn. This was a decline 
of 25 percent from the previous 
month’s total of 4,082. 


September registrations by make § 


were: Chevrolet, 753; Ford, 576; 
Buick, 342; Plymouth, 306; Oldsmo- 
bile, 266; Pontiac, 186; Dodge, 148; 
Mercury, 109; Cadillac, 83; Chrys- 
ler, 75; DeSoto. 52; Nash, 45; Stude- 
baker, 33: Packard, 24; Hudson, 19; 


Lincoln, 14; Continental, 2, and 
miscellaneous, 29.—(Leon M. Leff- 
ingwell.) 


> > > 


New Orleans 


With sales curtailed because of 
low inventories in some lines, new- 
car registrations in New Orleans 
dipped 4 percent in October, from 
1,898 to 1,830. 

Registrations by makes were: 
Ford, 686; Chevrolet, 482; Pon- 
tiac, 209; Buick, 137; Oldsmobile, 
78; Mercury, 58; Piymouth, 55; 
Dodge, 35; Studebaker, 24; Chrys- 
ler, ie: Volkswagen, 10; Lincoln, 
9; Packard, 9; Nash, 8; oe 
1; DeSoto, 4; Cadillac, 3; MG, 3; 
Austin, 1, and Jaguar, 1. 

Truck registrations, at 252, were 
virtually unchanged from the 254 
recorded a month earlier. 

They were divided as follows: 
Ford. 105; Chevrolet, 80; Interna- 
tional, 41; GMC, 11; Dodge, 5; 
Mack, 4; White, 2; Diamond T, 2; 
Studebaker, 1, and Reo, 1.—(Gor- 
don Hebert.) 


> * * 


Cincinnati 
Motor vehicle sales in Hamilton 





were: 


County (Cincinnati), O., during the; 


week ended Nov. 8 totalled 1,412 
units, the lowest reported since the 
first week of January. 
Compared with the previous 
week, sales were off by 205 units. 
During October, weekly sales 


| top, 


averaged 1,597 units, or 3 percent) 


over the September weekly average | 
of 1,555, the Cincinnati Branch, 


Federal Reserve Bank of Cleveland, | trucks in the week ended Nov. 1. 
| Automobile repossessions dropped 
| to 30 in the week ended Nov. 8, the 


reported. 

In the week ended Nov. 8, a 
total of 530 new cars and 41 new 
trucks were retailed, compared 
with the sale of 591 new cars and 
60 new trucks in the previous 
week. 

A total of 812 used cars and 29 
used trucks changed hands during 





The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 


amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 

pe a 4-dr. sed., 
2-dr. sed., $2,545; 4-dr. hardtop, $2,729; 
2-dr. hardtop, $2,653: conv., $2,936; 4-dr. 
2-seat stat wag. $2,996: 
top stat. wag., $3,116. Century—4-dr. hard- 
top, $3,296; 2-dr. hardtop, $3,212; conv., 
$3,540; 4-dr. 2-seat hardtop stat. wag., 
$3.648. Super—4-dr. hardtop, $3,623; 2-dr. 
hardtop, $3,478; conv., 

4-dr. hardtop, $3,981; 2-dr. hardtop, $3,- 
872; conv., $3,994. (Dynafiow standard on 
Century, Super and Roadmaster Power 
steering standard on Super and Roadmas- 
ter.) 

CADILLAC — Series 62 4- 
4.713; 2-dr. hardtop, $4,609; 4-dr, Sedan 
deVille hardtop, $5,188; 2-dr. Coupe deVille 
hardtop, $5,048; conv., $5,225; Eldorado 
Seville 2-dr. hardtop, $7,218; Eldorado 
Biarritz conv., $7,218. Sixty Special——4-dr. 
hardtop, $5,539. Series 75—S-pass. sed., 
$7,348; Imperial limousine, $7.586. (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 

CHEVROLET - (Prices are for 6-cyl. 
models. For V-Ss, add $100.) One-Fifty— 
4-dr. sed., $2,020; 2-dr. sed., $1,968; 
utility sed., $1,857; 2-dr. 2-seat stat. wag., 
$2,279. Two-Ten—4-dr. sed., $2,146; 2-dr. 
sed., $2,094; club cpe., $2,134; 4-dr. hard- 
top, $2,242; 2-dr. hardtop, $2,176; 
2-seat stat. wag., $2,374; 4-«ir. 
stat. wag., $2.428; 4-dr. 3-seat stat. 
$2.535. Bel Alr—4-dr. sed., $2,262; 
sed., $2,210; 4-dr. hardtop, $2,336; 
hardtop, $2,271; conv., $2,483; 4-dr. 2- 
eeat stat. wag., $2,552; 2-dr. 2-seat Nomad 
stat. wag., $2,729. Corvette—Hardtop cpe. 
or conv. (V-8 only), $3,437. 


dr. hardtop, 


2-seat 
wag., 
2-dr. 


CHRYSLER—Windsor—4-dr. sed., $3,030; 
4-dr. hardtop, $3,159; 2-dr. hardtop, $3,-| 
095. Saratoga—4-dr. sed.. $3,660; 4-dr.| 


hardtop, $3.774; 2-dr. hardtop, $3,696. New 
Vorker—4-dr. sed., $4,108; 4-dr. 
$4.194; 2-dr. hardtop, $4,137; 
573.50. 
(Torque-Flite, power steering standard on 
Saratoga and New Yorker.) 

CLIPPER (Prices are for 1956 models.) 

Deluxe—4-dr. sed., $2,731. Super—4-dr. 
sed.. $2,866; 2-dr., hardtop, $2,916. Custom 

4-dr. sed.. $3,069; 2-dr. hardtop, $3,164. 

CONTINENTAL — 2-dr. 
695. (Turbe-Drive, power steering, 
brakes standard.) 

DesSOTO — Firesweep 4-dr. 
723.50; 4-dr. hardtop, $2,858; 
top. $2,782. Firedeme——4-dr. sed., $2,897.50; 
4-dr. hardtop, $3,081.50; 2-dr. hardtop, 
$3,024.50; conv., $3,301. Firefiite — 4-dr. 
sed., $3,426.50; 4-dr. hardtop, $3,610.50; 
2-dr. hardtop. $3,553.50; conv. $3,830. 
Station wagon prices not available. ( Torque- 
Filte standard on Fireflite.) 

DODGE—Coronet 6—4-<dr. sed., 
2-dr. sed., $2,329.25. Coronet V-8—4-dr. 
sed., $2,517.50; 2-dr. sed., $2,437; 4-dr. 
hardtop, $2,624; 2-dr. hardtop, $2,539; 
conv 2,800.50. Royal V-8—4-dr.  sed., 
2,656.50; 4-dr. hardtop, $2,763; 


conv., $4,- 


power 


sed., $2.- 
2-dr. hard- 


sed.. $2,826; 4-dr. hardtop, $2,935; 2-dr. 
hardtop, $2,865; conv., $3,091. Station 
wagon prices not available. 

FORD.-‘Prices are for 6-cyl. models. 
For V-Ss, add $99.98). Custom—4-dr. sed., 
$2,004.18; 2-dr. sed., $1,952.90; business 2- 
dr., $1,840.94. Custom 300—4-dr.  sed.,| 
$2,118.86; 2-dr., sed., $2,067.58. Fairlane— | 
4-dr, sed., $2,248.66; 2-dr. sed., $2,197.38; | 
4-dr. ——. $2,319.74; 2-dr. hardtop, 
$2,255.10. 500—4-dr. sed., $2,- 


$2,609; | 


4-dr, 2-seat hard- | 


$3,843. Roadmaster | 


2-dr. | 


2-dr. | 


hardtop. | 


2-dr, hard- | 
$2,713.50. Custom Royal V-8—4-dr. | 


| 204 in September.- 
| * * 


|lowest reported since the week 
|ended July 5. Repossessions for 

Octcber totalled 267, compared with 
(Frank Kappel). 


Buffalo 


Dealers in the Buffalo area have 
the week. This compares with the been highly encouraged by public 
sale of 914 used cars and 52 used | response to new-model 


| 294.98; 2-dr. 
| top, $2,366.06; 
conv., $2,467.62. 
seat Ranch Wagon, 
| seat Del Rio Ranch 
| dr, 
3-seat Country Sedan, 
seat Country Squire, 
bird—-Hardtop cpe. 


sed. 
2-dr, h 
Station 


$2,750; 2-dr. 
tom V-8 4-dr. 
$3,030. 
tom.) 


sed., 
(Power brakes 


IMPERIAL — Imperial 


763.50; 4-dr. 
top, $4,661 

4-dr. hardtop, 
187; conv., $5,516. 
$5,646. Limousine 
( Torque-Flite, 
standard. ) 


hardtop, $4, 
Crown-——4-d 
35.324.50; 


LINCOLN— ‘apri 4-dr. 


dr, hardtop, $4,722; 
Premiere—4-dr. sed., 
top, $5,221.50: 2-dr. h 
conv., $5,308.50 


$2,243.70; 


$2,263.02; 
Wagon, 


$5,221.50; 


Current Prices on New Cars 


4-dr, 

ardtop, 
Wagons- 

2-dr. 


standard 


4-dr. 
763.50; 2- 
r. sed., 


sed., 


dr. 
not 


sed., 


ardtop, 


ing, power brakes standard.) 


MERCURY—Monterey 
605; 2-dr. 
723; 2-dr. 
Montclair 
$3,277; 2-dr. 


sed., $2 


4-<dr. sed., 


$2,863; 
$3,030. 


4-dr. 2-seat, 
Voyager- 


2.536; 4-dr. 
hardtop, $2,653; 


hardtop, $3, 
Station wagons—Commuter — 2-dr. 
$2, 


4-dr. sed., 
conv., 
196; conv., 


933; 4-dr. 


hard- 
2,301.42; 
2-dr. 


$2,359.62; 
2-seat Country Sedan, $2,413.62; 4- 
$2,518.38; 
$2,645.94, 
(V-8 only), 
HUDSON—Hornet Super V-8—4-dr. sed., 


hardtop, $2,840. 
$2,940; 


4-dr. 
Thunder- 
$3,367.32. 


Hornet Cus- 
2-dr. hardtop, 
on Cus- 


dr, hard- 
$5,324.50; 
2-dr. hardtop, $5,- 
Le Baron—4- 
prices 


sed., 
available. 
power steering, power brakes 


$4,722; 
2-dr. hardtop, $4,576. 
4-dr. hard- 
$5,075.50; | 
(Turbo-Drive, power steer- 


4- 


hardtop, $2,- 
$2,965. 
$3,148; 4-dr, hardtop, 
$3,390. 
2-seat. 
3-seat, | 
2-dr. 2-seat, $3,363; 4-dr. 


They now are expressing consider- 
able enthusiasm over 1957 business 
prospects and some believe that 
new-car sales in the new year may 
reach an alltime high in this area. 

Throngs jammed Buffalo show- 
|rooms when new cars were un- 
| veiled. The potential of the new- 
|car market in Buffalo appears 
| greater than some members of the 
trade had anticipated. 

However, dealers admit that 
financing may present some prob- 
lems. Many families may not be 
willing to saddle themselves with 
high . interest charges and long- 
term debts. 

But most members of the trade} 
say that if nothing happens to}! 
lower the nation’s buying power, 


showings. sales of 1 new cars in _the first and 


3-seat, 
$3,637. 


$3,530. 


Park—4-cr. 
(Merc-O-Matie standard on Mont- 
clair, Voyager and Colony Park.) 


Colony 3-seat, 


METROPOLITAN — 
527; conv., $1,551. 

NJ — Ambassador Super V-8 — 4-dr. 
sed., $2,750; 2-dr. hardtop, $2,840. Ambas- 
sador Custom V-8—4-dr. sed., $2,940; 2-dr. 
hardtop, $3,030. (Power brakes standard 
on Custom.) 

OLDSMOBILE—Series 88 — 4-dr. 
$2,756; 2-dr. sed., $2,691; 4-dr. 
$2,890; 2-dr. hardtop, $2,812; conv., §$3,- 
140; 4-dr. 2-seat stat. wag., $3,160; 4-dr. 
2-seat hardtop stat. wag., $3,271. Super 88 

4-dr. sed., $2,988; 2-dr, sed., $2,926; 4- 
dr. hardtop, $3,215; 2-dr. hardtop, $3,138; 
conv., $3,405; 4-dr, 2-seat hardtop stat. 
wag., $3,499. Series 98—4-dr. sed., $3,691; 
4-dr. hardtop, $3,963; 2-dr. hardtop, $3,- 
S87; conv.. $4,167. (Jetaway Hydra-Matic, 
power brakes, power steering standard on 
Series 98.) 

PACKARD ‘(Prices are for 1956 mod- 
els) - Executive—4-dr. sed., $3,465; 
hardtop, $3,560. Patriclan—4-dr. sed., $4,- 
160, 400—2-dr. hardtop, $4,190. Caribbean— 
2-dr. hardtop, $5,495; conv., $5,995. (Ultra- 
matic standard on all models. Power steer- 
ing and power brakes standard on Carrib- 
bean.) 

PLYMOUTH—( Prices are for 6-cyl. mod- 
els. For V-Ss, add $100.) Plaza—4-dr. sed., 
$2,024.75; 2-dr. sed., $1,978.25; bus. cpe., 
$1,868.75. Savoy—4-dr. 
dr. sed., $2,117.25; 


z-dr. hardtop, $1,- 





sed., 
hardtop, 


sed., 
2-dr. hardtop, $2,199. 





Station wagon prices not available. | 


hardtop, $9,-! 











2-dr., | 


$2,163.50; 2-| 





second quarters of 1957 will be very 
heavy. 

The annual race between Ford 
and Chevrolet is already in full 
swing in Buffalo and is shaping up 
as one of the hottest to date. 

Ford’s Buffalo district sales 
office describes sales of its 1957 
models as “very, very good” and 
“in spite of high production and 
overtime in our plants, we’re be- 
hind in our orders.” Ford says it 
can’t promise delivery on some 
models until mid-December and 
is sold out “entirely” on 1956s. 


Chevrolet's Buffalo zone office 
calls its sales “wonderful” and says 
|some dealers haven’t got a single 
new car in their showrooms. Only 
|a “very few” new 1956 models are 
left locally, too, the office says.— 
(George E. Toles. a 





Belvedere 


$2,233.25; 


4-dr. sed., $2,279.75; 2-dr. sed., 
4-dr. hardtop, $2,388.25; 2-dr, 
hardtop, $2,318.25; conv, (V-8 only), §2,- 
607.75, Station wagon prices not available, 

PONTIAC—Chieftain—4-dr. sed., $2,492; 
2-cr. sed., $2,428; 4-dr. hardtop, $2,579; 
2-dr, hardtop, $2,494; 2-dr, 2-seat stat, 
wag., $2,806; 4-cdr. 3-seat stat. wag. S2,- 
S63. Super Chief—4-dr, sed., $2,629; 4-dr, 
hardtop, $2,758; 2-dr, hardtop, $2,700: 4. 
dr, 2-seat stat. wag., $2,986. Star Chief— 
4-dr, deluxe sed., $2,804; 4-dr. custom 
sed., $2,861; 4-dr. hardtop, $2,940; 2-dr, 
hardtop, $2,866; conv., $3,070; 2-dr, 2-seat 
Safari stat. wag., $3,446. 

RAMBLER—Deluxe Six 
925. Super Six—4-dr. sed., $2,065; 
hardtop, $2.150; 4-dr. 2-seat stat. 
$2,352. Custem Six—4-dr. sed., 
dr, 2-seat stat. wag., $2,442. Super V-s— 
4-cir. sed., $2,195; 4-dr, 2-seat stat. wag., 
$2,482. Custom V-8—4-dr. sed., $2,285: 4- 
dr. hardtop, $2,370; 4-dr. 2-seat stat, w ig., 
$2,572; 4-dr. 2-seat hardtop stat. wag., 
$2,657. 

STU DEBAKER—Chamption 6—4-<r. 
tom sed., $2,048.89; 4-dr. deluxe sed., $2,- 
170.79; 2-dr. custom sed., $2,000.59; 2-dr, 
deluxe sed., $2,122.99. Commander \V-3— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,242.09. President V-8 

4-dr. sed., $2,407; 2-dr. sed., $2,357.99. 
President Classic 4-dr. sed., $2,538, 
Station wagons—2-cdr. 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, §$2,- 
504.69; 4-dr. 2-seat Provincial V-8, §2,- 
560.72; 4-dr. 2-seat Broadmoor V-8, §2,- 
665.97. Hawks—Silver Hawk 6 cpe., §$2,- 
141.59; Silver Hawk YV-8 cpe., $2,263.17; 
Golden Hawk V-8 2-dr. hardtop, $3,181.82, 
| (Overdrive standard on Golden Hawk.) 





4-dr. sed., $1,- 
4-dr, 
wag., 


$2,155; 4- 





cus- 


New Commercial Car Registrations, 
13 States for October, 1956-55 


























$2,410; | 
































Truck aie - Dia 
are releas ere w + @ | Brock-| Chev: « Stude- To- 
compiled by R. L. Polk repre- mond - . ° . 
cuntatives ie shots eaottels. way et T Dodge Reo | baker | White | Willys | Misc. | TAL 
Arizona 56) | 281 4| 45 187; 92! ra 2 6| 5 " 33 ! 
‘SS | 315 ' Pe 171 60| 39 5 7| i é 30 3 _ 
Connecticut 56) 4| 230 10 49| 240 80, 122 FT 7| 4 36| 47,24 884 
55) 3) 294) 16} 59} 246} 102) ——s156 31) «10 - 34 37) 13 009 
Delaware ‘56 | 73 ‘| 28 42 16 4! - 7 ff 4, 220 
eRe 55 | 107} 12 78 39 40| 6b | 36) 2 327 
District of Columbia "56 70) t 12| 64) 15) 25) 8} | 4 3 7; 265 
55 138 29) 83} 42 25) 4 | 6| 5| 3 (339 
Idaho 56) | 157 l 36; «155 59) 80 5| | Ss; CO 44 6 558 
‘55| | __220| - 50} 104) 68} | 51 , 16} 4| 42) 4 578 
Ilinois "56 | 787 | 139/885) 222/458 | 18| 4| 18; 78; 4426) S278 
‘55 | 1158 54] 170|_—877!_—282;_— 386} = 28} st], =~) ——st7]}, = 45] 23) (3081 
Nevada "56 43) | 7| 15 3} 8| | 1 1| s 5 89 
Bees 55 ae 25} 7 20) iW 4| 5 1| 4 195 
| New Hampshire "56 1 59 10} 77) 17) 40} 15! | 6) 6 47 ? 283 
of ‘SS | _ (00 23| 62/ 30/ 24; a 3| 2 1| 24| 1 279 
North Carolina "56 984 7 87 675 217 250 53 3) 15) a 33) ii| 2374 
‘SS 1047 ! 132 650 238! 171; ~——70 2| 31} 24 46) 5| 2417 
Rhode Island "56 278 4| = a 16 31 12 2 4 3 ry 7, 4 
5S 69 15 66 25 29 16 3 2 6 4 5 243 
Utah "56| | 117 2 = 98) 43 50| 5| 4 5 44 21; 45 
55 188} 25 76| = 42 3} 3} 2 3 42| 2 446 
West Virginia "56| 213 | 5 255 ry 7 3) ‘| 8 8) 54 16; 791 
‘55 | 292 70 192 115! 77 9| 2 13 13} 78 2 B64 
Wyoming "56 88 | 16 81) 36) 47 3 1| | 4i| I 315 
55 165 I 2 94) 45 56| 3] 46 3 443 
13 States Reported "56 5, 3380 74 529| 2872) 904) 1289) 163) 32) 81; 195) 415; 150) 1008? 
To Date for October _ Bi 3} 4150} 84| 685) _2736| 1124| 1120) 191 42) 123) 151} 440 76| 10925 
~ Year "56 716| 232972|  3122| 44627| 207196| 65078| 84707, 10186) 2293)  7270| 12013, 16877| 8694) 69575! 
To Date "55 779| 237449| _2764|_ 51061| 225409} 59733) 79112} 7952) 2270| 8673) 10594) 19541| 6054) 71139! 





| “The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
| gntne to insure accuracy of this report to the extent of the registrations received vand oe s P ang time the report is published. 


| R. L. Polk & Co. 


cannot assume any liability by reason of inaccuracies or omissions.""—R. 





New Passenger Car Registrations, Nine States for October, 1956-1955 



































Car eoeiinations by eee 
ere reiease ere weekly, as a ™ 
compiled by R. L. Polk _rep- ; | Cher Impe 
resentatives in state capitals. 

ateane "56! 13) #3 4] 5! 44 3 63} 164) «317! 540) 10; 131 68! 197! 74; 6701 + 142 ~—- 107 _~—«11 90} 10; 46] 56] 74|~—2362 
‘SS 19} otf, Ss BO} S| 4 39/ 113/223) 436} ~—«673/ 19} 134 826} 324! 56] 767; 160) ~—*'170)~—«*147| = 55/73 21; 2913 
ict of Columbi os ae 6) 15} «2 32 2) «35)~Ss«) 2S s«dt@4| = 309) +=S375)Ssa24)té‘iéi 466; ‘112 52) 512! —~*151 126 953 5 13 45, 1807 
Duirict of Columbte 55) 8} 22; 0} S43 6] 44|__ti2}— 308) —«13|_—$23|—sta) | 632) ee 42| 6312701 241/466 27 38] 65 52| 2758 
lilinois 56) % 437|—«532)—S—«472 37| «320,781; 1628} «5238) 6675) 233) 1381 3 an 2 569; 7238/2018) 1e2i| 1385i 123; 2511 +374) +380) 26667 
‘5S 3%| 578) 974, 642/ 36} 451| 1548) 2797 5474) +7080! ~=—212/ «2071! 5) 9368 aye 334; 9055; 3508] 2443! 19716) 262) — 406/ ses 110} 36310 
eee e — 
56) 5 15 3] . 17 40; +84) ~—=«S#:20 5) 38 163) «237 6; 7 29 39, «228 5 24] Al 
Nevada 155 A M | 14 1 18| 40 72} 145) —_—sd0 6| 39| 155} 73 18} 137) 72| | 364 14| 23} | io| 722 
ines 56) a 18 26; «54; ~=S—«B2|~Ss«i8O|)~S«C38 13) —«82| 454; —«93| 17; 402; +62) +~=«~103;~S« 27 35 74) 1483 
New Hampshire ‘55 | 74 5 | | a 2 ee | 384 10} 76 470) 103! i} 446) 91} 109| 760 6 44 3) 1645 
North Carolina ‘36! : $e | 148 ‘| 966| 2679 | 414) | 3129 133) 2319! 601) 481) 4231] 7 71 55, 0558 
‘55| . 155} 211 7 8 a3 ae 2670 47| 521 3238| 1047 a 3401; 886] 923) +6345} bt Lt 194 38} 11584 
58 55 3] 16! 5 18i1 21; 248 1| 2081) 499 74| 1752; 415) 296) 3036! 15 51 25) 5776 
—_ sl ; ue 15 5 | itl 4z7| 808 Mat 2913 x 525 2|  3476| +1037 93] a8 945|  785| 6005} 33| al 133 a 11208 
56) | 30 ‘| ¥| #| 329 190 2; +437; ~=«134 %| 88) 806 1480 
35) 20 4s 1i5|_ 156) 3531337 | 477|__ 230 : 497|__248 137) 1 6 12 a 3| 2098 
7] 56) i) 22) 26 64) 212) 1] aI 253, «65 265| 37 2 6 202 
oe ‘55 | i 18 2 o Is 59 55, 159] 264| 7; 83 354; 128) is 31/78 63 i 18 4 1202 
Nine States Reported 56) a 610) 1393). 2979) $868; 13100) 359) 2491 6| 15956) 4039; 987) 13658) 3661) 3098! a ai 660) 722) + 49476 
To Date for October: ‘55 | srs 926 4 a a 001 2926| 5397 wae 14954 bd 3674 7| 18996] 7600| 693} 18440} 6258] 4935) Hm ue ae 1267| 329) 70440 
Year 56) 26304 cma Tae are a 7381| 79615) 172124) 380611 oe) teRaeas) Saat 221714) ‘1271 | 1280405) 435169| 110897| 1222694! 354156 2ass87 [2400873 88436| 67194/466230! 
To Date '55| 35818) 75253] 11107!| 115239] 9312/ 92993) 220741| 520966 359251 1183804] 24445! 284960 7| 1493216] 593250} 109264] 1238534] 41231 | 412892 2e15171| 40533] 97804 77504 | 118037| 42822/5539568 


“The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 





Seance ease eet eee aa eee ee ee A eel Seen, Simon, Via!) Suneeerone 
received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—R, L. Polk & Co. 




















| Now-six days against six- 

| the Chicago Tribune leads — 
{every other Chicago news- 
| paper in new passenger 

| Car advertising! 





NEW PASSENGER CAR ADVERTISING LINAGE 
IN EACH CHICAGO DAILY NEWSPAPER IN 
THE FIRST NINE MONTHS OF 1956: 

TRIBUNE ...... 612,073* 

News........ 600,778 

American ..... 399,685 

Sun-Times ..... 299,580 


*Daily linage only. New passenger car advertisers also placed 143,959 
lines of advertising in the Sunday Tribune during this period. The 
Tribune’s total new passenger car linage was 756.032. 
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HOUSTON now FIRST Used-Car Auction Prices 


In City Zone Population Standings of Daily 
Newspaper Cities ... 500,000 to 1,000,000 





as listed in Standard Rate & Data Service 






500,000 to 1,000,000 
(22 cities) 


MOOCUOR, TOR... ccccscces 924,318 
Cincinnati, Ohio .......... 883,576 












Milwaukee, Wis........... 866,960 
Minneapolis, Minn......... 804,883 
San Francisco, Calif....... 


ETS Wasccccccesess 
Kansas City, Mo........... 
Seattle, Wash............. 
New Orleans, La. ......... 
Denver, EE ies. heats 686,103 
Nassau County, Long Island 672, 765 
Atlanta, Ga. .............. 671,646 
Miami, Fla.. 

Oakland, Cal 

Dallas, Tex. 

GOUITs Ciba cc ccccccccs 
hk. eae 
Birmingham, Ala. ......... 
Indianapolis, Ind.......... 





San Diego, Calif.......... 
Providence, R. J.......... 
Columbus, Ohio........... 


Current population estimate for The Houston Post has done the 
Houston A.B.C. city zone is now best job of keeping apace with 
924,318!* Almost 200,000 more Houston’s rapid population 
people than in 1950. With this growth. It has the larges? circu- 
26.5% population. increase in the lation gain, 1950-56 
Houston city zone, one shining : , 


truth becomes apparent — you Get the new facts on Houston, 
need The Houston Post to cover where the trend to The Post 
the Houston market. grows and grows. 


*Based on information obtained from city officials, city zone increase 
to 924,318 as of February 1, 1956 
A.B.C. Publisher's statement for six months ending September 30, 1956. 


THE HOUSTON POST 


Represented Nationally By MOLONEY, REGAN & SCHMITT 











Your Name is eerie 


DISPLAY IT WELL WITH DOUGLAS EMBLEMS 







Chrome-Craft Die Cast License Frames 
_ attractive, in- 

dividual and 
distinctive de- 


Chrome-Craft Die Cast Name Emblems & signs created by 
 Dovctas creftsmen. 
| Write for a FREE 


a Ure BL 1 at ae 





Aristocrat Rear Deck Plates Zé 


oe dt 


me stone: 


LS) 


SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


(National Average is 65°) 


We e-— to increase your service absorption figures and fill your shop with customer- 
paid labor . . . eliminate non-productive and unapplied time . . . and increase 


up per month, we can install a complete service production 
do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so that they can “nave 8 hours a day to sell | . . eliminate duplicate handling 

of cars .. . and get away from single-item repair orders. 
2 _ nae service volume is $7,000 or more, and you do not have a service desk 
control, write us and hear our story . . . we promise some new slants—without 

Sbiigetion of course. 


Flash-A-Call Service Control 727? Snisy"ceese Sn 





be Smeal 


MECHANICAL 
PES a RU ThE Geers: 

Aas as 

PSPS 333 


SERVICE STEEL = <azson 


art ttt mla: 
DETROIT, MICHIGAN STAINLESS FITTINGS 


Ronis iC oo) Ma Ce 


COLD DRAWN BUTT WELDED 








OLDSMOBILE — '56 (88) Holiday, $2,290*. 
Holiday, $2,080* . * 
’6563 (88) Holiday, $1,025*; 
PLYMOUTH 57 Belvedere 
; Savoy (8) 4-dr., 
Cranbrook 4-dr., ’50 Deluxe club 
coupe, $185. 

’56 Chieftain 
. 55 Chieftain (8) 
’53 Chieftain 
’52 Chieftain (8) 2-dr., 


Catalina, $1,490*. 


WILLYS — ’57 station wagon, $2,425. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Nov. 9.) 

(Had a high percentage sale today as 
we were about 100 cars short due to the 
Prices were very good. 
Sold 201 cars out of 267 offerings.) 
—'56 Special Riviera, $2,440* 


GM_ showings. 


. . '54 Super 4-dr., 
RM Riviera, $490*; 
. ’51 Super Riviera, $335. 
CADILLAC—’ 53 ; 
coupe de Ville, 


Special 4-dr., 


CHEVROLET—'57 Bel Air (8) 2-dr., 
Bel Air (8) Sport coupe, $1,830*; 
Sport coupe, $1,555°, 


2 at’ $1,300°, 
$1,545; Two-ten 


; station wag- 


Sport coupe, $1,150. 
DeSOTO—’52 Custom club coupe, $405. 
$165; club coupe, $140. 
DODGE—’57 Custom Royal 4-dr., 

’56 Royal 4-dr., 
° et Coronet 4-dr., 
FORD—’57 Country sedan, 


Custom 4-dr., 


. "55 Royal ‘4-dr., 


Business coupe, $1,855. 
Fairlane (8) 4-dr., ; Victoria, $1,- 
$1,445; Cus- 
. 55 Country sedan, 
$1,305, $1,115; 
-, $1,215, $1,185; Cus- 
$1,035, $1,010. 


tom (6) 4-dr., 
Ranch Wagon, 


tom (8) 2-dr., 
KAISER—’53 Deluxe 4-dr., 


’56 Premiere coupe, 
, $3,250* (ps). 

MERCURY—’56 Montclair coupe, $2,305* 
Medalist coupe, $1,895°*. 
terey coupe, $1,335*, 
"53 coupe, $905*; 4 


NASH—’55 Rambler Cross Country, 
’54 Rambler Cross Coun- 
e . '51 Statesman 
50 Statesman 4-dr., ° 
Holiday, $2,325*, 


try, '$1,005*; 2- 
OLDSMOBILE—’56 


.(88) Super 4-dr., $1,545* (ps). 


PACKARD—’53 Clipper 4-dr., 


Clipper 4-dr., $265, $200*. °51 Clipper 4- 
PLYMOUTH—’57 Belvedere 


, $2,605° (ps); 





Savoy (6) 4-dr., 


$1,015. "54 Belvedere | 
2 Cranbrook Belve- 
$380, $255, $250. 


Belvedere (6) 4-dr., 


dere, $370; 2-dr., 
Cranbrook 4-dr., bs 
station wagon, $2,-! 
Catalina, $1,- 
"54 Star Chief 
lina, $1,005*. °53 Chieftain 
; Chieftain (6) 4-dr., 
’"53 Commander 4-dr., 
52 Commander 4-dr., 
Commander Land Cruiser, 
$125; Champion 4-dr., 
$160: club coupe, $155*. 
‘ "56 Jeep, $1,440. 
wagon, $180*. 
MISCELLANEOUS — ‘55 Chevrolet 
pickup, $940. 


CHICAGO 


(Arena Auto Auction. 
. Prices are for sale of Nov. 13.) 

(Sold 258 cars out of 401 offerings.) 
BUICK—’55 Super Riviera, 
Riviera, $1,650*; 
54 RM Riviera, 
Century Riviera, 
era, $1,320*; 


(8) Catalina, | 


STUDEBAKER 





Sale every Tues-| 


Super Riviera, = 305* (ps); 
$900; Special 4 
Riviera, $1,005* ; 


RM ’ Riviera, "52 ‘Super ” Riviera. 


; RM Riviera, $410*, 


*50 RM Riviera, $200*. | 
CADILLAC—’56 (62) coupe de Ville, $3,-| 
’55 (62) coupe de Ville, 
. "53 (62) conv., $1,350* (ps); 
$1,345* (ps), 


CHEVROLET—'56 Bel 
$2,020* (ps); 





Two-ten (8) 4-dr., 
Two-ten (6) . 
. '55 Bel Air (8) sta- 
Hardtop, $1,620*° 


400, $1,300*, 
tion wagon, 


380, '$1,290*; 2-dr., : 
350; Bel Air (6) Hardtop, $1,450* (ps); 
; Two-ten (6) 4-dr., 


el $1,125° (ps); 
Two-ten 4-dr., 3 
Air Hardtop; $820*, 
$610; Two-ten 4-dr., 
$490; One-fifty 4-dr., 
. '52 SL Deluxe Bel Air, $505; 2-dr., 
. "51 SL Deluxe 4-dr., . 

Deluxe 4-dr., ‘ 
CHRYSLER — '°55 Imperial 4-dr., 
. '54 Windsor 4-dr., 
’53 Windsor 4-dr., 


Windsor 4-dr., 
DeSOTO—’55 Firedome 4-dr., 
. °54 Firedome 4-dr., 
Firedome 2-dr., $550*. 
DODGE—’56 Coronet (8) 2-dr., 
’55 Royal Lancer, $1,495* (ps). 


FORD—'57 Thunderbird, $3,500* (ps). 
Country sedan, 


$1,555, $1,- 











(Continued from Page 34) 


2-dr., $1,645*; Custom (8) 2-dr., $1,535. 
’55 Country sedan, $1,695* (ps), $1,555*; 
Fairlane (8) Victoria, $1,605*. $1,555*, 
$1,495*; 2-dr., $1,455*, $1,140*; Custom 
(8) 2-dr., $1,150, $1,015; Main (6) 2-dr., 
$845. °54 Ranch Wagon, $1,155*; Crest 
(8) Crown Victoria, $830*%; Custom (8) 
4-dr., $820*; 2-dr., $715. ’53 Crest (8) 
Victoria, $850; Custom (8) 2-dr., $605; 
Custom (6) 2-dr., $525; Main (8) 4-dr., 
$570;° 2-dr., $540. ’52 Custom (8) 2-dr., 
$515. '50 Custom (8) 4-dr., $250. 

HUDSON—’55 Hornet 4-dr., $1,390*, $1,- 
155*. 

LINCOLN — ’56 Premiere 4-dr., $3,240* 
(ps). "55 Capri 4-dr., $1,960* (ps). 

MERCURY — ’'55 station wagon, $1,690*; 
Monterey 4-dr., $1,480*%. °54 Monterey 
Hardtop, $1,350*; 4-dr., $895. °52 4-dr., 
$550; Monterey Hardtop, $540*. 

NASH —’56 Rambler 4-dr., $1,950*. 55 
Ambassador club coupe, $1,500*%; Ram- 
re station wagon, $1,385*; Statesman 

4-dr., $1,160*, '53 Statesman 4-dr., $685*, 
$595, $405. 

OLDSMOBILE—’56 (88) Holiday, $2,330° 
(ps), $2,330°, $2,325*. '55 (98) Holiday, 
$2,300* (ps), $2,270* (ps), $2,210* (ps); 
(88) Holiday, $2,070* (ps), $1,750*; 
conv., $1,820° (ps); 2-dr., $1,900* (ps); 
4-dr., $1,780°. 54 (98) 4-dr., $1,335° 
(ps), $1,510*, $1,500* (ps); (88) 4-dr., 
$1,565*. °53 (88) 4-dr., $1,195* (ps), 
$975*, $945°; 2-dr., $675*; (98) 4-dr., 
$875*. '52 (88) 4-dr., $490°. °51 (88) 
Holiday, $435*. 

PACKARD—’55 Clipper Hardtop, $1,600* 
(ps); 4-dr., $1,525. °52 Clipper 4-dr., 
$355. 

PLYMOUTH—’57 Savoy (6) 2-dr., $2,050. 
"55 Belvedere (8) Hardtop, "Si, 450°, $1,- 
425*; conv., $1,340; Belvedere (6) Hard- 
top, $1,420: Savoy (8) 2-dr., $1,140*; 
Plaza (8) 4-dr., $1,010; 2-dr., $990, $875. 
*54 Savoy 4-dr., $795*, $610; Plaza sta- 
tion wagon, $745; 4-dr. $640. °53 Cran- 
brook 4-dr., $485. "52 ‘Cranbrook 4-dr., 
$305; Cambridge 2-dr., $225. 

PONTIAC — '56 Star Chief (8) Catalina, 
$2,100*. '55 Star Chief (8) Catalina, $1,- 
605°. '54 Star Chief (8) Catalina, $1,- 
315*, $1,040*; Chieftain (8) Catalina, 
$1,070°. ‘53 Star Chief (8) Hardtop, 
$940°; Chieftain (8) 2-dr.. $715*; 4-dr., 
$575. °52 Chieftain (8) 2-dr., $445°. '50 
Hardtop, $390. 

STUDEBAKER—’55 President 4-dr.. $1,- 
140°. °S3 commander 2-dr., $530, °52 
Champion 2-dr., $305. 

MISCELLANEOUS—'53 Opel Olympia 2- 
r., $205. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Nov. 12.) 
BUICK—’57 Special Riviera, $3,060* (ps). 

‘56 Century conv., $2,560* (ps); Special 

Riviera, $2,485* (ps). "55 Special Riviera, 

$1,670*. °54 Century Riviera, $1,375*, 

$1,240°. '53 RM 4-dr., $900° (ps). °50 

Special 2-dr., $290*. 





’54 (88) | CADILLAC — '56 (62) coupe, $4,025* (ps); 


4-dr., $4,000* (ps), $3,900* (ps). ‘55 
(62) " Eldorado, $3,600* (ps); conv., $3,- 
375° (ps); 4-dr., $3,150° (ps); coupe, 
$2,975° (ps), $2,435° (ps). '49 (61) club 
coupe, $300*. 

CHEVROLET — '57 Bel Air (8) Sport 
coupe, $2,650°, 2 at $2,600*, $2,535°: 4- 
dr., $2.555*, $2,520*, $2,475*: Two-ten 
(6) 2-dr., $2,150°. °56 Nomad station 
wagon, $2,325; Bel Air (8) 4-dr., §2,- 
325° (ps), $1,860*, $1,840; Sport coupe, 
$2,265°, $2,215*; Two-ten (8) 4-dr., 2 
at $1,725*, $1,680*; 2 at $1,600*, $1,585. 
‘55 Bel Air (8) 4-dr., $1,700* (ps), $1,- 
600°, $1,575*; conv., $1,480: Two-ten (8) 
Delray coupe, $1,320*. ‘54 Bel Air station 
wagon, $1,230*; One-fifty station wagon, 
$810. 53 Bel Air 2-dr., $745*, $725; One- 
fifty station wagon, $725. "52 SL Deluxe 


coupe, $430°, $425°. 51 SL Deluxe Bel/| 


Air, $325°. 

DeSOTO — ‘57 Firedome Sportsman, §3,- 
350° (ps); Firesweep 4-dr., $2,880*, °56 
Firedome 4-dr., $2,600* (ps). '55 Fireflite 
4-dr., $1,925° (ps). 

DODGE — ’'57 Custom Royal (8) 4-dr., 
$3,110*; Royal (8) 4-dr., $2,885*; Coro- 
net (8) 4-dr., $2,750° (ps). '56 Coronet 
(8) 4-dr., $2,055* (ps). "53 Coronet (8) 
4-dr., $710*. '52 Coronet 4-dr., $260*. 

FORD — ’57 Fairlane (8) 500 4-dr., §2,- 
788° (ps); Victoria, $2,705* (ps); station 
wagon, $2,555. '56 Thunderbird, $3,000° 
(ps); Country Squire, $2,280*; Country 
sedan, $1,985, $1,945"; Fairlane (8) 4- 
dr., $1,740*, 4 at $1,725*; Victoria, $1,- 
610; Custom (8) 4-dr., 3 at $1,675*. ‘55 
Thunderbird, $2,335*; Ranch Wagon, $1,- 
475; Fairlane (8) 4-dr., $1,450*, $1,365°, 
$1,300*; Custom (8) 2-dr., $1,145, $895°*. 
°54 Custom (8) 2-dr., $855. '53 Country 
Squire, $950* (ps). 

HUDSON — '52 Commodore 4-dr., $310*. 


Riviera, $290°.| ;INCOLN — '57 Premiere coupe, $4,595* 


(ps). '53 4-dr., $980*. 

| MERCURY — '56 Montclair Hardtop, $2,- 
580* (ps); Monterey coupe, $1,680*. '54 
Monterey Hardtop, $1,425* (ps), $1,285*; 
Sun Valley, $1,200*. 53 Monterey 4-dr., 
$595*. ‘51 club coupe, $280. ‘50 club 
coupe, $320; 2-dr., $285. 

| NASH. -_"'57 ‘Rambler Cross Country, $2,- 
200*. °54 Ambassador 4-dr., $1,000*. 

OLDSMOBILE — '56 (98) Holiday, $2,815° 
(ps); (88) coupe, $2,315* (ps); Super 
4-dr., $2,305* (ps). ‘55 (98) Holiday, 
$2,235* (ps); 4-dr., $1,890* (ps); (88) 
Super Holiday, $1,975* (ps). °54 (88) 
Super Holiday, $1,530* (ps); 4-dr., 2 at 
$1,325*, $1,300*; Deluxe coupe, $1,475*. 
"53 (88) Super 4-dr., $930*. °50 (88) 
4-dr., $250°. 


,| PLYMOUTH — ’57 Belevedare (8) 4-dr., 


$2,625*; Savoy (8) 4-dr., $2,455*, $2,- 
285*; Plaza (6) 4-dr., $2,230*, $2,155. °56 
Savoy (8) 4-dr., $i, 655*, $1,200*. °55 
Plaza (8) 4-dr., $1,025. '53 Cranbrook 
4-dr., $565*. 

PONTIAC — '57 Star Chief (8) Catalina, 
$3,575* (ps), $3,200* (ps); Chieftain (8) 
Catalina, $§2,705*; 2-dr., $2,420. ‘56 
Chieftain (8) Catalina, $2,040*; station 
wagon, $2,035*; 4-dr., $1,970*, $1,760*. 
’54 Star Chief (8) Catalina, $1,350*; 2- 
dr., $845. 

STUDEBAKER — '56 Power Hawk Sport 
coupe, $1,900. ’53 Soma 4-dr., $250*. 
‘52 Commander 4-dr., $34 

WILLYS -— '56 Jeep, 2 at ve 425. '53 Jeep, 
$560. 

MISC. — '52 MG roadster, $675. 








FLINT 


(Flint Auto Auction. Sale every Wednes- 

day. Prices are for sale of Nov. 14.) 

(Prices were firm, but the consignment 
was very low due to the opening of deer 
hunting season here, Sold 45 cars out of 

82 offerings.) 

BUICK—’55 Special Riviera, $1,690%. ‘54 
Special 2-dr., $1,125*, °53 Special 2-dr., 
$825*; 4-dr., $690; Super Riviera, $805*, 

CHEVROLET—’56 Bel Air (8) 4-dr., $1,- 
900*, $1,855*. $1,710*; Two-ten (8) sta- 
tion wagon, $1,990*. °55 Bel Air (8) 
Sport coupe, $1,490*, $1,460*; Two-ten 
(8) 4-dr., $1,230*%; 2-dr., $1,165. ‘54 
Two-ten 4-dr., $920. '53 Two-ten 4-dr,, 
$520. ’51 SL Deluxe 2-dr., $105. 

DeSOTO—’55 Firedome 4-dr., $1,405*. 

DODGE — ‘56 Coronet 2-dr., $1,990*. °53 
Meadowbrook Suburban, $400; 4-dr,, 
$280. 

FORD—’ 57 Del Rio station wagon, $2,615*; 
Fairlane (8) 500 Victoria, $2,510*; Cus- 
tom (8) 300 2-dr., $2,125, '56 Fairlane 
(8) Victoria, $1,860*; club coupe, $1,580*; 
Custom (8) 2-dr., $1,450, $1,375. °55 
Fairlane (8) Crown Victoria, $1,545*; 
4-dr., $1,275*; 2-dr., $1,135; Custom (8) 
2-dr., $1,115*. °54 Custom (8) 4-dr., 
$800, $790*, $700. °53 Crest (8) conv., 
$680* (ps). °51 Custom (8) 2-dr., $305. 
’50 Custom (8) 2-dr., $110. 

HU DSON—’ 51 2-dr., $145°*. 

OLDSMOBILE—’55 (88) Holiday, $1,710*, 

PLYMOUTH—’56 Savoy (8) 2-dr., $1,295, 

PONTIAC—'56 Chieftain (8) Catalina, $1,- 
235*. '55 Chieftain (8) 2-dr., $1,225*. ’51 
Silver Streak (8) 2-dr., $310. ‘50 Silver 
Streak (8) club coupe, $210°*. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sales every 
Thursday and Friday. Prices are for sales 
of Nov. 15-16.) 

(We had a splendid crowd this week. 
Prices were up on good, clean cars for 
which there was a big demand, Prices 
still held on °56 models, Sold 184 cars 
our of 263 offerings.) 

BUICK—’56 Century Riviera, $2,385*; Su- 
per 4-dr., $2,200* (ps). "55 Special Rivi- 
era, $1,550*; Century Riviera, $1,525° 
(ps). °54 Century 4-dr., $1,260° (ps). ‘53 
RM 4-dr., $850* (ps). "52 Super 4-dr., 
$390, $360. '50 Super 4-dr., $325*. 

CADILLAC—’'54 (62) 4-dr., $2,490° (ps). 
"52 (62) coupe, $1,085*. ‘51 (62) 4-dr., 
$875*. "49 (62) 4-dr., $350*. 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
345*; Two-ten (8) 4-dr., $2,100*, $2,088°, 
"56 Bel Air (8) Hardtop, $2,030°, $1,- 
910°, $1,790, $1,615. ‘55 Bel Air (8) 
Sport coupe, $1,400; 4-dr., $1,030°, "54 
Bel Air 2-dr., $825; Two-ten Delray, $780. 
’53 Two-ten 4-dr., 2 at $675*. "52 SL De- 
luxe 2-dr., $490; 4-dr., $300. '51 SL De- 
luxe 4-dr., $405; 2-dr., $290°. °50 2-dr., 
$215. °49 2-dr., $340, °48 2-dr., $125. 

CHRYSLER —'55 Windsor Hardtop, $1,- 
600°. 

DeSOTO—'54 Powermaster 4-dr., $855". 

DODGE — '56 Custom Royal Lancer, $2,- 
035*, $1,950*, "53 Coronet Hardtop, $520°. 
"52 Coronet 4-dr., $305°. 

FORD — '57 Fairlane (8) 500 sedan, §$2,- 
525°; 2-dr., 2 at $2,350°. "56 Fairlane (8) 
Victoria, £1,890*, $1,850*; Country sedan, 
$1,830*. °55 Fairlane (8) 4-dr.. $1,350°, 
$1,265; Custom (8) 4-dr., $1,250°. 'S4 
Crest (8) Victoria, $940°; 4-dr., $880*. 
’53 Crest (8) Victoria, $700; Custom (8) 
2-dr., $610. ‘52 Crest (8) Victoria, $675°; 
Custom (8) 2-dr., $395, "51 Custom (8) 
2-dr., $340. "50 Custom (8) 4-dr., $210. 

MERCURY —'55 Monterey 4-dr., $1,300. 
"54 Monterey 4-dr., $1,030*°; 2-dr., $900°. 
’52 Custom 4-dr., $560°. ‘51 4-dr., $140. 

NASH—’55 Rambler sedan, $1,450°; sta- 
tion wagon, $1,000*. 

OLDSMOBILE—’'56 (S88) 4-dr., $2,075*. "55 
(88) Holiday, $1,850° (ps); 4-dr., $1,- 
650°. "53 (88) conv., $925°; 4-dr., $920° 
(ps); Super 4-dr., $925°. "52 (98) 4-dr., 
$465°. 51 (88) 4-dr., $390°. 

PLYMOUTH—’'57 Belvedere (6) 4-dr., $2,- 
190. '55 Savoy (6) 4-dr., $900. '53 Cran- 
brook 4-dr., $300. 

PONTIAC—’'55 Star Chief (8) 4-dr., $1,- 
700°. '53 Chieftain (8) 4-dr., $640°. ‘52 
Chieftain (6) 4-dr., $410. 

STUDEBAKER—'54 Champion 2-dr., $620. 
'52 Champion 4-dr., $120. 

WILLYS—'47 Jeepster, $125. 

MISCELLANEOUS—’'56 Dodge \%-ton pick- 
up, $850; MG roadster, $1,610. °55 Chev- 
rolet %-ton pickup, $800. ‘54 Dodge %- 
ton pickup, $630. '51 International %-ton 
pickup, $210. ‘48 International %-ton 
pickup, $275*. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of Nov. 13.) 

(Market very strong here this week as 
cleaner cars crossed the block, Rough 
and off units were worthless, Sold 90 cars 
out of 117 offerings.) 

BUICK—’54 RM 4-dr., $960°; Super 4-dr., 
$1,175*. “53 Super 4-dr., $785*; Special 
4-dr., $600. "50 Super 4-dr., $200° 

CADILLAC—’56 (62) coupe de Ville, $3,- 
910° (ps). '55 (62) 4-dr., $2,625° (ps). 
"53 (62) 4-dr., $1,420*, $1,200*. '49 (61) 
4-dr., $255°*. 

CHEVROLET — ’56 Bel Air (8) Hardtop, 
$1,855*; Sport coupe, $1, - Two-ten 
(8) 4-dr., $1,710*, $1,645°; 2-dr., $1,645°, 
$1,525; Bel Air (6) 4-dr., $1, 630%, '55 
Bel Air (8) 4-dr., $1,250*: Two-ten (8) 
station wagon, $1,430; 4-dr., $1,230°, 
$1,210*, $1,125*, $1,075, $1,060, $1,035, 
$1,015, $1,010; 2-dr., $1,200%, $1,140°*, 
$1,055, $1,040, 3 at $1,020; One-fifty 4- 
dr., $905; 2-dr., $850. °54 Bel Air Sport 
coupe, $1,050°*; "Two-ten 4- dr., $805; One- 
fifty 4-dr., $640, $620. '53 One-fifty 2-dr., 
$400. '52 Two-ten 4-dr., $320. 51 SL De- 
luxe conv., $275. 

CHRYSLER — ’53 NY club coupe, $725*, 
$705*. '51 Windsor Newport, $280*; Sara- 
toga 4-dr., $175*. °50 Windsor 4-dr., 
$105. 

DeSOTO—’52 Powermaster Carryall, $265*. 

DODGE—’53 Meadowbrook 2-dr., $400*. 

FORD—’56 Custom (8) 2-dr., $1,585*. °55 
Fairlane (8) Victoria, $1,375*; Main (6) 
2-dr., $835. °54 Custom (8) 2-dr., $1,- 
900*; 4-dr., $790; Ranch Wagon, $67¢ »?; 
2-dr., $680. °53 Custom (8) 4-dr., $610°, 
$380*. ’52 Custom (8) club coupe, $470°; 
Main (8) 2-dr., $335. °51 Custom (8) 
4-dr., $210. ’49 Custom (8) 2-dr., $145. 

HUDSON—’53 Wasp 4-dr., $300*. 

LINCOLN — ’54 Capri Hardtop, $1,410* 
(ps). 

MERCURY—’53 Monterey 4-dr., $680*. 51 
station wagon, $250*; 4-dr., $230. ’50 2- 
dr., $175; 4-dr., $115. °49 club coupe, 
$200. 

OLDSMOBILE—’55 (88) Hardtop, $1, 680%. 
"53 (88) 4-dr., $890*; (98) 4-dr., $80°*, 
$590. '50 (88) 4-dr., $105*. 

PLYMOUTH—'55 Belvedere ‘°> <-ar., $1.- 
350*; Savoy (8) 4-d7., $1,150*. ’54 Savoy 


(Continued on Page 39, Col. 1) 
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dome 4-dr., $745* (ps). ’52 Firedome 4- 
door, $505*. 


DODGE — ’55 Sierra station wagon, $1,- 


690* (ps). '54 Coronet 4-dr., $1,090*. '53 
Coronet 4-dr., $660*. ‘50 Wayfarer 2-dr., 
$145*. 


FORD — '56 Country Squire. $1,835* (ps). 


$1,730*; Fairlane (8) Victoria, $1,800* 
(ps) Custom (8) 4-dr., $1,690*, $1,675*; 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Nov. 15.) 
(Blizzard conditions and icy roads held 
consignment down but the sale was still 
active. Sold 69 cars out of 102 offer- 
ings.) 
BUICK — ’'55 Century Riviera, $1,705*. ’'53 
Super Hardtop, $825*. ’52 Super Hardtop, 


PONTIAC — '56 Chieftain (8) 2-dr., $1,- 
485. '53 Chieftain (8) 4-dr., $605*. ‘51 
Silver Streak (8) 2-dr., $190; 4-dr., 
$190*. °50 Silver Streak (8) 2-dr., $155. 

STUDEBAKER — '51 Champion coupe, 
$210. 

MISC, — '53 %-ton pickup, $600; GMC ¥%- 
ton pickup, $595. '50 Stude. 1-ton truck, 
$300. 




















, 54 
2-dir, Main (6) 4-dr., $1,400. '85 Fairlane (8) 
05° 2-dr., $625. °53 Cranbrook 4-dr., $260.) Chief (8) 4-dr., $1,600* (ps), '53 Chief- cdr. $1,310° Custom (6) 4-dr., $1,140 ogee: at isso. ae ae EBENSBURG, PA. 
‘ mo Cc 2 r " *. “ * ® ustom (8) 4-dr. 980*, °53 t ea “dr., 
ae 2S SO See COGS, SOND. SS CR Se ea, Sees a, See. (8) 4-dr., $720°" $640. *n2 Custom cs) | CHEVROLET — ‘Se Two-ten (8) 4-dr., | ..(Ebensburg Auto Auction Co. Sale every 
“o ee aoe STUDEBAKER—’54 Champion 2-dr., $550. sae ons . $1,620, $1,580, $1,575. °55 Two-t g) | Thursday. Prices are for sale of Nov. 15.) 
8) PONTIAC—'55 Chieftain (8) Hardtop, $1,-| yey , : 4-dr., $495°*, $475. 51 Custom (8) 2-dr., — ’ 1980, ’ kg 'wo-ten (8) Gaicstene af aan come eee ae 
t , a + | MISCELLANEOUS—’49 Dodge %-ten pick- $310*, $245. '50 Custom (4) 4-dr., $170* 4-dr., '$1,305*, $1,225. °54 Bel Air 4-dr., 
54 $o20*, "Si Sliver Streak (8) 4-dr $300", up, $180; Ford %-ton pickup, $150. '47| $165, '$145*, $110 . "| $875°; = Two-ten 4-dr., $780; One-fifty| Same and oo — ee 
ve der : ro : )DSON ’ : 55. ’ \- -dr. au out o o ngs. 
-dr., STUDEBAKER — '51 Commander Land ge % Pickup, $260 HUDSON -— '50 Hornet 4-dr., $130*. goree, gesee hele bee G70: Bel yt BUICK — ’55 Century Riviera, $1,500* 
GLYS ‘St Aero 4-dr.,, $205. 753A MINNEAPOLIS KAISER — ’'51 Deluxe 4-dr., $175*. 4-dr., $590*,’ $550* (ps). ’52 SL Deluxe| (PS). 54 Super 4-dr., $1,225*. '52 Super 
: Wey ya0, °49 station wagon, $210. 5 LINCOLN — ’'54 Cosmopolitan 4-dr., $1,- 4-dr.. $465*. Riviera, $520*. ’51 Super 4-dr., $265*. ’50 
. 2-dr., $225. '49 station wagon, $210. (Minneapolis Auto Auction. Saleevery|  990*. é ’ “" | CHRYSLER —- '55 NY Newport, $1,900*| Special Riviera, $215*; RM 4dr., $165°*. 
aa MISCELLANEOUS — '53 Henry J 2-dr.,| Wednesday. Prices are for sale of Nov. 14.) MERCURY — ‘56 Montclair Phaeton, $2,-| (PS). '53 NY Hardtop, $900* (ps); 4-dr., “as aan — '54 ‘ 4-dr., $2,600* {pe 
15°; $110. sume an = — Sold 75 340*. '55 Monterey 2-dr., $1,860*. °53 posere nas Seiten Gan. dt. Gane ie ae’ $1,315* (ps). "49 (62) 4- 
bo of consignments. om 4-dr. * 59 'C wae $ cary 2 im. ' * = 2 
lane DANVILLE, VA. BUICK -—— ‘56 Century Riviera, $1,995*; | $495". 1 basen ar. tne. i DODGE — '52 Coronet 4-dr., $200°. “a as oa hie (> eee ae o: 
“8g , Sale every Wed-| Special 4-dr., $1,870*. ’55 Super 4-dr.,| Custom 2-dr., $110. FORD — '56 Fairlane (8) 4-dr., $1,750* ne. ; , $2, 
sony. Prices are for sai i Samer its (ps), $1,650; Custom (8) 4-dr., $1,625,| 905%; station wagon, $1,730. ’55 Bel Air 
* Rete ee ee bent ho aap Wine Tene. Gn ae N54 re ler station wagon, $1,-| $1 gio, $1,605. ‘55 Fairlane 2-dr.. $1,.| (8). 2-dr., $1,205; ‘Two-ten (8) 4-dr., 
‘® Clee Gemeente OO ne coak $500". i Sy te I ge | 710°. ‘54 Ambassador 4-dr., $835*. 210. '53 station wagon, $800; Main (6)| $1,205. ‘54 conv., $870. '53 Bel Air, 2- 
rs ete nes aaae ene woley Os re 240", $25 4dr. $300°. 50 Special) OLDSMOBILE — *56 (88) Super Holiday, 2-dr., $460. '52 Ranch Wagon, $620*; dr., $750; Two-ten 2-dr., $645; One- 
Rave colt ice O° Se et 168 omerinas.) omhas 2. tak aan $2,325° (ps), $2,310°. '55 (88) Super! Custom 2-dr., $550. '51 Custom (8) 2-| fifty 2-dr., $565. '51 SL ‘Deluxe 2-dr., 
308, ap setd 120 case ee Gree". "50 Bpoets “aes — "56 (62) sedan de Ville} Holiday, $2,290* (ps); 4-dr., $1,925*: 2- dr., $380, $340*, $325, $230; Custom (6) $270. ‘49 SL Special 2-dr., $135; SL 
— BUICK—’53 Super 4-dr., $780*. ’50 Special) $4,160* (ps); coupe, $3,980° (ps). | dr., $1,790*, 53 (88) Super conv., $985*: 2-dr., $250; Deluxe (8) 2-dr. $245. 50 Deluxe 4-dr., $125. 
4-dr., $230*. . CHEVROLET—’56 Bel Air coupe, $1,790°;! 2-dr., $805*. '51 (98) 4-dr., $315. '50| Gustom «xy Delume (8) Bde. $05. "00 | 5 OOED “Gh Shaw coupe, $180-'S0 4-4n,, 
° CADILLAC — "48 2-dr., $405*. "46 4-dr.,! | Two-ten 4-dr., $1,510, $1,490. 55 Bel Air| (88) 2-dr.. $200°. | Custom <8) fe ; : SOTO — i club coupe, $150- 
98 EVR Tne, $1,505; Two-ten 4-dr., $1,200. '54| PLYMOUTH — '56 Savoy (8) 4-dr., $1,-| HUDSON — °51 4-dr., $140 DODGE — ‘55 Coronet (6) 4-dr., $1,040. 
$L: CHEVROLET—'56 Two-ten (8) 2-dr., $1<| Two-ten station wagon, $1,035*; 360°. ‘55 Savoy (8) 4-dr., $1,150*. '53| KAISER — °51 4-dr.. $150. 53 Meadowbrook 4-dr., $500. ’50 Way- 
Bi 750°. ’55 Bel Air (8) conv., $1,350". (54) $790*. '53 Two-ten 2-dr., $665°, Cranbrook 2-dr., $550. ''51 Cranbrook 2-| MERCURY — °53 Custom 4-dr., $760. '52|_ farer 2-dr., $105. 
= Two-ten 2-dr., $945; Bel Air 2-dr., $920. °52 SL Deluxe 4-dr., $440*, $410*, $400. dr., $155. 50 Deluxe 2-dr., $140. Custom 2-dr., $505. '51 coupe, $315. "49| FORD — ‘’57 Fairlane (8) Victoria, $2,- 
7 "53 Bel Ate 2dr, oreo ewe cupe,| di SL Deluxe 2-dr., $200, $275, $260. '50| PONTIAC — ‘56 Chieftain (8) 4-dr, $1,-| coume §in’ * "| 600* (ps). '56 Main (8) 2-dr., $1,395. 
9625, $025. (02 Arad, $468; 4-Gr., $OAB,| ee oenze 2dr... $165, $150. 790*. '55 Chieftain (8) Hardtop, $i,735° | OLDSMOBILE — '50 (88) 4-dr., $215*. | "55 Custom (8) 2-dr., $1,255*; ‘Fairlane 
$655; 2-dr., $545, $530, $465; 4dr. S000.) De-luxe 2-dr., $135. (ps). "53 Chieftain (8) 4-dr., $690. °51| PACKARD — ‘54 Clipper 4-dr., $800* (ps). | (8) 4-dr., $1,200*; Custom (6) 4-dr., 
oe yy FA 395° $300, CHRYSLER — '53 NY 4-dr., $755* (ps).| Silver Streak (8) 4-dr., $295*, $160. '50| ‘51 (300) 4-dr.. $220°. ‘ | $950; 2-dr., $1,160*, $990. '54 Custom 
sien eg ig A ge “Seid; 2-ar. $310.| _ "50 Windsor 4-dr., $190*. Silver Streak (8) 2-dr., $135°. | PLYMOUTH — '56 Belvedere (8) 4-dr., $1,-| (8) 2-dr., $750; Main (8) 2-dr., $630. '53 
_ en ae obs "'$300;' 2-dr., DeSOTO — '55 Firedome 4-dr., $1,805*. '54 STUDEBAKER — °51 Commander 4-dr.,| 700. °54 Savoy 4-dr., $700*, '53 Cran- Crest (8) Victoria, $780*; Custom (8) 
49 SL Deluxe uP 6500. 47 I lub Firedome 4-dr., $1,050* (ps). ’53 Fire- $115*. | brook 4-dr., $450. (Continued on Page 40, Col. 1) 
k $325; 4-dr. $220, $200. 47 FL c¢ - 
, 3.25 ; ; _Firedome 4-dr., $1,050" (pa). "53 Fire-| sis | Brook andr BO. | 
r coupe, $125. ‘ a 
- CHRYSLER—'52 Windsor 4dr. $485*. sae 
PeSOTO—'48 Custom 4-dr., $ _ 
"7 DODGE—'51 Meadowbrook 4-dr., $290. 
FORD — '56 Fairlane (8) 2-dr., $1,§ 5° 5 | 
no Ranch Wagon, $1,595. "55 Thunderbird, | 
— $1560; Fairlane (8) 2-dr., $1,340; 4-dr.,| 7 7 
“. $1,200, $1,195; Custom (8) 2-dr., $1,- , : 
= 180. 'S4 Crest (8) 2-dr., $1,095", 453 ad 
= 8) &s ion wagon, 95; 2- °» - r 
$115°: aun (8) 4-dr., $810, $735°, sd els Tee oes 
s). $605 "$505*; 2-dr., $735*, $610. 52 Cus- 
es tom (8) club coupe, $575*; 2-dr., $595. | 
$395*; 4-dr., $335°. ’51 Custom (8) 2-dr., | 
= $525 ‘$420 $330; 4-dr., $330, $295; conv., 
=2 $300: Custom (6) 2-dr., $305; Deluxe (8) 
i. 2-dr. $195, $150. "50 Custom (8) 2-dr., 
oe $340, $300, $275, $270, $260, $160, $150; 
= t-dr., $275; Custom (6) 4-dr., $255, $220; 
os o-dr.. $395, $195, $170. "49 Custom (8) 
~. 2-dr. $260; 4-dr., $115; Custom (6) 4- 
ir. sRcCURY—'S4 C 2-dr., $1,170°. '51 
% MERCURY—'54 Custom 2-dr., $1, ; 
‘1,- Custom 4-dr., $260. = $440° 
' NASH—'53 Statesman 2-dr., , * 
OLDSMOBILE -"53 (88) 2-dr., $1,145°; 
s) . 145°; 
4-dr., $995%, $600%; (98) 4-dr., $770 é 
~ o-dr. $705*. "51 (88) 4-dr., $300°. °5' 
te (88) 4-dr.. $360. 49 (88) 4-dr., $190° 
; '°53 Clipper 2-dr., $610°. 
9 eC MOUTH © 53 Tcranbrook club coupe, 
8) ee 7 ' , brook 4-dr., 
$495; 2-dr., $475*. °51 Cranbro 
- $265. Cambridge 4-dr., $245. '34 4-dr., 
i 145 
> PONTIAC '56 Star Chief (8) 2-dr., = 
) 025*, "55 Star Chief (8) 2-dr., $1,770°| 7 
= (ps). *52 Chieftain (8) 2-dr., $595°. "50 : 
m Silver Streak (8) 2-dr., $160, $125. ‘41 | ; 
. CpEmARE 5 né . oo PP 
STUDEBAKER—'53 Champion 2-dr., $495*. 
> ‘51 Commander 4-dr., $195%; Land ate 
r Cruiser, $195*, $190°. ; = ; 
~ WILLYS — wagon, $240°. ‘49 — = 
pster 221 - . | 
MISCELLANEOUS ‘52 Ford %-ton pick-| F = 
- up, $585; Chevrolet %-ton pickup, $490. | oe e '" bore 
: * 
p* ; 3 < - 
* ALBANY | : / 
, (Tim Anspach Auto Auction. Sale every | Co rrosi 
Monday. Prices are for sale of Nov. 12.) 
“i (We were blessed with a nice mild day | @ i i 
under the big top and many buyers at- | ™ 
2 tended. The sale moved along smoothly, od i ? 
” however, cars seemed more difficult to i bal ci at 
i} sell and prices were lower than last week, 
, 51 and °54 models, Con- 


especially on 
vertibles of all makes backed down as 
much as $75 in some instances, Next 
» week we will move inte our new auction 
a building which will be completed enough 
for use. Sold 109 cars out of 146 offer- 


Now is the time to make capital of the 
corrosion-resistance of stainless steel auto- 
motive trim. You can assure your prospects 


ro} | 
Stainless 








ings.) ; : a . 
n BUICK—'56 RM Riviera, $2.550* (ps), $2.- their new car will retain its sparkling 
a 8 ee ae Ser: beauty wherever stainless is used—not only 
(ps). °S. pecia iv » m ; , ” 
4-dr., $780; Super 4-dr., $850°. "51 Super| Ste e ; through this winter but for years beyond. 
‘ 4-dr., $550°; Riviera, $435*°. °50 Special 
CADILLAC '51 (62) 4-dr., $815*, °48 (60) The reason, of course, is that stainless is solid. 
Special 4-dr.. $320°. e e 
CHEVROLET '57 Bel Air (8) Sport coupe. It has no applied surface to chip, peel, 
$2,520*; Two-ten (8) elray, 2,2 ; : 
Two-ten (6) 4-dr., $2,060. 'S5 Two-ten| fade or wear away. Its high strength and 
' (8) station wagon, ,375; 4-dr., 2 aa 4 > 
i Two-ten (6) 2-dF., $1,075, ($1,070, $1. toughness offer maximum resistance 
025, $1,015; 4-dr., $1,150, ,070, 2 a . . : 
Fj $1,030, '$1,025; One-fifty 2-dr., $885. ‘54 6 to impact and abrasion 
; Two-ten 2-dr., $800. '53 Bel Air 2-dr., | é bs Le 
$650; 4-dr., $635; Two-ten 2-dr., $650°, | eee Stainless steel is the shining star of all com- 
$580; Carryall, $475. '52 SL Deluxe 4-dr., ‘al l ‘lable f, ; 5 
eet ae ee = " mercial metals available for automotive-trim 
260°, ” 1 4-dr., > 2-ar., | 
$150. '49 SL Deluxe conv. ee sl ! \\ 4 use. Your prospects, men and women, know and 
DeSOTO—'51 Custom 2-dr., ; uxe ° . rag 
) riigtt:: $225"; Sportsman, $2007, 1 respect its outstanding qualities. You can cash 
‘ORD — '57 Country sedan, ° > * ° ° e ° 
| 75°; Fairlane (8) 500 Victoria, $2,550°; | v~ in on their confidence by making stainless 
Custom (8) 300 4-dr., $2, a ° - | : 
‘ ‘56 Fairlane (8) Victoria, $1,760° (ps); steel trim a regular part of your sales story. 
club sedan, $1,700* (ps); Custom (8) 
7 club coupe, §1.625°; 4-dr.. $2,300. | °S6) And don’t forget when the car comes back 
Fairlane (8) Victoria, $1,350*; Custom | 


(8) 4-dr., $1,100*, $1,075, $980; 2-dr., 
$860. '54 Country sedan, $1,250; Custom | 
(8) 4-dr., $980, $825; 2-dr., $740. '53) 
Crest (8) conv., $810*; Custom (8) 2-dr., | 


to you in trade, stainless steel will make 
it easier to recondition and re-sell. 


There is 


$710°, $700; Custom (6) 2-dr., $260. '52/ i i Know the stainless steel trim on your 
Cc Vv . $750*; +, $360. y 
a a big difference 


product. Check your manufacturer’s parts 
list. Then sell the corrosion-resistance 
of stainless steel—the brightwork 

they don’t have to “baby”. 


2-dr., $240; Deluxe (6) 2-dr., $230, '50 
Custom (8) 2-dr., $260, $180; 4-dr., | 





HUDSON—'51 Commodore 4-dr., $130. 
KAISER—’51 Deluxe 4-dr., $190, $110*. 
LINCOLN—’51 Cosmopolitan 4-dr., $180*. | 
MERCURY —’55 Monterey coupe, $1,650. | 
‘54 Monterey coupe, $690. ‘53 Monterey 
4-dr., $600. ’52 Custom 2-dr., $425*. ’51 
Custom station wagon, $480; 2-dr., $270*. 

NASH —’53 Rambler Country Club, $560. 
‘51 Rambler coupe, $130. 

OLDSMOBILE—’56 (88) Holiday, $2,120*. 
‘55 (88) Holiday, $2,020* (ps), $1,850*. 
‘53 (98) Holiday, $1,020* (ps); 2-dr., 
$650* (ps). ’52 (88) Super 4-dr., $400*. 
51 (88) 4-dr., $425*. 

PLYMOUTH—'56 Savoy (8) 4-dr., $1,550. 
‘53 Cranbrook 4-dr., $440. ’51 Cranbrook 
Station wagon, $380; 4-dr., $250. 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 
375* (ps); station wagon, $2,300*; Star 
Chief (8) Catalina, $2,125* (ps). ’55 Star} 


in bright trim... 
insist upon stainless 





REPUBLIC STEEL 


CLEVELAND 1, OHIO 





GENERAL OFFICES - 














AUTOMOTIVE NEWS, NOVEMBER 26, 1956 





Used-Car Auction Prices 





(Continued from Page 39) 


4-dr., $630; Custom (6) 2-dr., $540; Main 
(8) 2-dr., $505. '52 Main (8) 4-dr., $400. 
‘51 Custom (8) 2-dr., $350*. '50 Custom 
(8) 4-dr., $410; 2-dr., $165, $160. ’49 
Custom (8) 2-dr., $140; Deluxe (6) 4-dr., 
$100. 

HUDSON -—- '53 Hornet 4-dr., $480*. 

KAISER — '53 4-dr., $365*. '51 4-dr., $155. 

MERCURY — '54 2-dr., $1,000*. '53 4-dr., 


$570. '51 club coupe, $195*. 
NASH — '51 Rambler station wagon, $200. 
OLDSMOBILE — ‘56 (98) Holiday, $2,- 
675* (ps); (88) Super Holiday, $2,485* 
(ps). ‘53 (98) 4-dr., $805*. ‘50 (98) 
4-dr., $200°, $105*; (88) 4-dr., $150*; 
2-dr., $155. 


PLYMOUTH—'55 Plaza (6) station wagon, 
$1,120°; 4-dr., $1,085; club sedan, $1,000. 
"51 station wagon, $405; Cranbrook 4- 
dr., $275, $210. '50 station wagon, $370; 
Special Deluxe 4-dr., $210; 2-dr., $205. 


PONTIAC — ’'55 Star Chief (8) Catalina, 
$1,530* (ps); 4-dr., $1,450*. '54 Chief- 
tain (8) Catalina, $1,170*. '53 Chieftain 
(8) 2-dr., $650; 4-dr., $495*. ‘52 Chief- 
tain (8) 4-dr., $180*. ’51 Silver Streak 
(8) 2-dr., $195°. °50 Silver Streak (6) 
2-dr., $220. 

STUDEBAKER — ‘53 Champion Hardtop, 


$400*; 2-dr., $380. '52 Commander 4-dr., 
$275*. '50 Champion 2-dr., $110. 

‘57 Dispatcher, $1,875. 
‘ '56 Chevrolet %\-ton chassis, $910. 
55 Chevrolet %-ton pickup, $800. ‘50 
Chevrolet %-ton pickup, $285. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Nov. 14.) 
(Some resistance to high priced models 


AUTO 
TURNTABLES 


= 
Manufactared by 


DYKE hinery Co. 
Stemford 2, 
Coase. 





MARIO LANZA 


and hundreds of other famous 
artists on any RCA Victor Rec- 
ord Album (list $3.98) YOURS 
FREE with each case of SILOO 
HYDRA-VALVE KLEEN or 
SILOO TRANSMISSION 
KLEEN. For details of this 
FREE OFFER, contact your 
jobber or write Petroleum Sol- 
vents Corporation, Dept. P, 331 
Madison Ave., New York 17, N. Y. 



















of 
ALL WOMEN’S STORE 


LINEAGE... 


63.9% of daily lineage... 
APPEARS IN THE 
BUFFALO 


COURIER-EXPRESS 


SUR ara ee 


Ce aaa ay 





was evident this week. There’s a ques- 
tion as to what the increase in prices of 
new cars will do to the market, Sold 78 
percent of consignments.) 


BUICK—’57 Special Riviera, $3,000* (ps). 
'56 Century 4-dr., $2,205* (ps). '55 Super 


Riviera, $1,840* (ps); Century Riviera, 
$1,785* (ps); Special 4-dr., $1,500, ’54 
RM 4-dr., $1,305*; Century 4-dr., $1,- 


290°; Special 2-dr., $1,150*. '53 RM Rivi- 
era, $920* (ps). '51 RM 4-dr., $335*, 


CADILLAC—’56 (62) conv., $3,985* (ps). 
"55 (62) coupe de Ville, $3,190* (ps); 4- 
dr., $2,815* (ps). '54 (62) 4-dr., $2,295° 
(ps). ’53 (62) 4-dr., $1,495*, "52 (60) 
Special 4-dr., $1,195*. 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
505° (ps). '56 Bel Air (8) Hardtop, §$2,- 
025* (ps); Sport coupe, $1,890*; Bel Air 
(6) 4-dr., $1,800*, $1,680°%; Plaza (8) 
2-dr., $1,625. '55 Bel Air (8) Sport coupe, 
$1,545*; Two-ten (8) 4-dr., $1,380*; Two- 
ten (6) 2-dr., $1,120, $1,055, $925. ’54 
Bel Air Sport coupe, $990*; 4-dr., $895°*. 
"53 Bel Air 4-dr., $850*; 2-dr., $790. ’52 
SL Deluxe station wagon, $610, '51 SL 
Deluxe 4-dr., $305. 

FORD—'57 Fairlane (8) 500 Victoria, $2,- 
550° (ps); 4-dr., $2,525* (ps). '56 Coun- 
try sedan, $1,890*; Fairlane (8) Victoria, 
$1,810*; conv., $1,925* (ps): Main (6) 
2-dr., $1,410. '55 Fairlane (8) Victoria, 
$1,505*; Custom (8) 2-dr., $1,115; 4-dr., 
$985°; Main (8) 4-dr., $1,025. '54 Cus- 
tom (8) 2-dr., $1,005*; Main (6) 4-dr., 
$635. '53 Custom (8) 4-dr., $760*, ‘52 
Custom (8) 2-dr., $550*. '51 Custom (8) 
4-dr., $315. '50 Custom (8) 4-dr., $195*. 

HUDSON — '55 Hornet 4-dr., $1,160*, °54 
Wasp 4-dr., $405. '53 Wasp 4-dr., $390; 
Jet 4-dr., $375. 

MERCURY—’'55 Monterey Sport coupe, $1,- 
645°; 4-dr., $1,540*. '54 Monterey 4-dr., 
$1,075*. '53 Monterey 4-dr., $880*: Cus- 
tom 4-dr., $790*, $650°, °52 Monterey 
Hardtop, $750. 

NASH — ‘55 Ambassador 4-dr., $1,395*: 
Statesman 4-dr., $1,060*. °54 Ambassa- 
dor Hardtop, $1,100*, °52 Statesman 4- 
dr., $450°*. 

OLDSMOBILE—'56 (88) Holiday, $2,035*. 
’55 (88) Super 4-dr., $1.860* (ps): (98) 
4-dr., $1,805* (ps); (88) 2-dr., $1,670°. 
"54 (88) Super 4-dr., $1,565* (ps): De- 
luxe 2-dr., $1,455*. "53 (88) 4-dr., $965*. 

PACKARD — '53 (300) 4-dr., $645*. ’51 
(300) 4-dr., $205*, '49 4-dr., $120*. 

PLYMOUTH — '56 Belvedere (8) Sport 
coupe, $1,790*° (ps). "55 Plaza (6) Subur- 
ban, $1,300; 4-dr., $910; Savoy (6) 4-dr., 
$1,000. ‘54 Cambridge 2-dr., $685; 4-dr., 
$615. '53 Concord 2-dr., $515. 

PONTIAC—'55 Star Chief (8) 4-dr., $1,- 
440° (ps). '54 Star Chief (8) 4-dr., $1,- 
165°. '53 Chieftain (8) Catalina, $690; 
4-dr., $690°; 2-dr. $615°. 

STUDEBAKER —'53 Champion Hardtop, 
$555*. ‘51 Champion 4-dr., $240*, 

MISCELLANEOUS—'56 Studebaker %-ton 
a $1,180. "51 Willys %-ton pickup, 


CHICAGO 


(Greater Chicago Auto Auction. 
every Thursday. 
Nov. 15.) 

(Sold 229 cars out of 383 offerings.) 
BUICK — '57 Super Riviera, $3,750* (ps). 

‘55 RM 4-dr., $1,830* (ps): Special Rivi- 

era, $1,710*, $1,170. '54 Special 4-dr., 

$1,120° (ps). '53 Super Riviera, $880* ; 

RM Riviera, $850* (ps). "52 RM Riviera, 

$420°. "51 RM Riviera, $400*. '50 Super 

Riviera, $375*. '49 Super 4-dr., $230°. 
CADILLAC — '56 (62) coupe, $3,910* 

(ps), $3.710° (ps). "55 (62) coupe de 

Ville, $3,410* (ps); coupe, $3,185* (ps), 

$2,835° (ps); conv., $2,935* (ps). °'54 

(62) coupe de Ville, $2,835* (ps): Eldo- 

rado, $2,690* (ps): conv., $2,450* (ps): 

4-dr., $2.390° (ps), $2,300*° (ps), $2,235* 

(ps); (60) Special 4-dr., $2,420* (ps). '53 

(62) coupe, $1,350°. "52 (62) 4-dr., 

050°. "51 (62) 4-dr., $650*°. 
CHEVROLET — ‘56 Bel Air (8) 4-dr., $1,- 

775*; Bel Air (6) Sport coupe, $1,735; 

Two-ten (8) 4-dr., $1,715*; Two-ten (6) 

4-dr., $1,200. °'55 Bel Air (8) Sport 

coupe, $1,470°, $1,350*°; station wagon, 

$1,200; 2-dr.. $1,175*; Two-ten (8) 4- 

dr., $1,315*; One-fifty (6) station wagon, 

$1,185. '54 Bel Air 4-dr., $785* (ps); 2- 


‘ Sale 
Prices are for sale of 


dr., $785. °53 Bel Air 4-dr.. $675; Two- 
ten 2-dr., $590, $470. "52 SL Deluxe 2- 
dr., $225. 


CHRYSLER — '55 Windsor 4-dr., $1,660*, 
$1,630°. °54 Windsor Newport, $1,430* 
(ps). 

DeSOTO — '57 Firedome 
$3,200° (ps). 
$265°* (ps). 

DODGE — '56 Royal (8) Lancer $2,000*. 
"53 Coronet 2-dr., $430. °52 Coronet 4- 
dr., $275°. °51 Coronet 4-dr., $350*. 

FORD — '57 Fairlane (8) Victoria, $2,- 
625° (ps); 4-dr., $2,325*. °56 Country 
Squire, $1,950*° (ps); Fairlane (8) Vic- 


N.Y. State Issues 
Ist Licenses for 
Inspection Stations 


ALBANY. — The first licenses to 
garages covering compulsory auto- 
mobile inspection have been issued. 
The law, requiring periodic inspec- 
tion of automobiles, becomes effec- 
tive Feb. 1, 1957. 

Other garages will be able to 
obtain licenses as soon as they meet 
requirements. 

Those receiving licenses were the 
first to qualify in their cities. 

Gov. Averell Harriman said more 
than 3,000 applications have been 
received and the Motor Vehicle 
Bureau will issue additional 
hundredg_soon. 

Inspection will be staggered over 
a 10-month period of every year. 
Scheduled first are vehicles of 1948 
model years and older, to be 
checked next February. 


(8) Sportsman, 
"52 Firedome 4-dr., $370*, 





$1,- | 





toria, $1,900* (ps), $1,875*; 2-dr., $1,- 
720; 4-dr., $1,565; Custom (8) 4-dr., 
$1,210. ‘55 Fairlane (8) conv., $1,500*; 


2-dr., $1,275*, $1,180, $1,175; 4-dr., $1,- 
065*, $995; Ranch Wagon, $1,400, $1,- 
290; Custom (8) 4-dr., $1,135. ‘'54 
Country sedan, $1,320; Custom (8) 2-dr., 
$855, $760*, $660*. '53 Ranch Wagon, 
$800; Custom (8) 4-dr., $760*. '52 Cus- 
tom (8) 4-dr., $525; 2-dr., $370*. ’51 
Custom (8) Victoria, $360*. °50 Custom 
(8) 4-dr., $220. 

HUDSON — '55 Wasp Hollywood, $1,145*. 

LINCOLN — ’56 Premiere coupe, $3,800* 
(ps), $3,420* (ps). ’54 Capri coupe, $1,- 
585° (ps). °53 Capri coupe, $955* (ps); 
Cosmopolitan coupe, $5865*. 

MERCURY — '56 Montclair coupe, $2,160*; 
Phaeton, $2,080* (ps). ‘55 Montclair 
coupe, $1,675*; Monterey coupe, $1,500*, 
$1,400*. '54 Monterey coupe, $1,170*, 
$950, $920°; 4-dr., $915*; Custom 2-dr., 
$1,000* (ps), $950; 4-dr., $850. ‘53 
Monterey 4-dr., $750*%; coupe, $705°, 
$700*. '52 Custom 4-dr., $510*%; Monterey 
coupe, $445*. ‘51 Custom 4-dr., $430, 
$350°. 

NASH—’54 Statesman Country club, $685* 
(ps). "53 Statesman 2-dr., $500, $375. 
OLDSMOBILE — '56 (98) Holiday, $2,740* 
(ps); (88) Super Holiday, $2,700* (ps); 
Deluxe 2-dr., $1,865*. '55 (98) 4-dr., $1,- 


950; (88) Super Holiday, $1,845* (ps), 
$1,700*. '54 (98) Holiday, $1,575* (ps); | 
(88) 4-dr., $1,165*; Super 4-dr., $1,425* 
(ps). “52 (88) Super 4-dr., $430*, 51 
(88) 4-dr., $370*, $350°. 

PACKARD — '56 Clipper 4-dr., $1,750*. 

PLYMOUTH — ‘55 Belvedere (8) Sport) 
coupe, $1,635*; Plaza (8) 2-dr., $935°*; 


Belvedere (6) 4-dr., $850*. '54 Belvedere 





conv., $885*. °53 Cranbrook Belvedere, 
$525*. ‘51 Cranbrook 2-dr., $210. 
PONTIAC — '57 Star Chief (8) Catalina, 


$3,040* (ps); Chieftain (8) 2-dr., $2,600*. | 
’56 Star Chief (8) Catalina, $2,260° (ps). | 
54 Star Chief (8) conv., $985*. °53) 
Catalina, $630. 

STUDEBAKER — ‘56 Power Hawk (8) 
Sport coupe, $1,650*. '53 Commander 2- 
dr., $565*. "52 Commander 4-dr., $300. 

MISC. — ‘55 Volkswagen 2-dr., $1,485. 

* * * 


— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction. Sale every) 
Thursday (Nov. 15). Prices were good to-| 
day despite a hard, steady rain, Clean cars) 
were at a premium, yet, 83 percent of con- 
signments found new homes. } 

* * * 
WINDSOR, VA. | 

Windsor Auto Auction. Sale every Thurs-| 
day (Nov. 15). With the beautiful weather | 
today we had an excellent sale. Practically | 
every make and model was represented. | 

* * * 
BEL AIR, MD. 

Bel Air Auto Auction. Sale every Thurs- 
day (Nov. 15). Today was a really hot sale) 
with prices firm. The greater percentage of | 
cars registered were sold as the demand for 
clean merchandise still exists. 

* * * 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 
day (Nov. 16). Of 355 cars presented for) 
sale today, 300 or nearly 85 percent were) 
sold, Better than 90 percent of ‘55s and 
later were sold, which showed the market 
holding firm to slightly higher than last 
week. There was a market shortage of 
older cars—too few to meet the demand. 


Letterbox 


(Continued from Page 12) 
hooves everyone in any industry to} 
know everything he can about all 
levels in that industry. We hope 
this letter will be helpful, then, to 
all in the automotive aftermarket. 
—A. P. Wa ter, president, The Au-| 
tomotive Warehouse Distributors | 


Assn., Inc., Kansas City. 
* . - 


Wanted by S. F. 


This department holds three 
felony warrants of arrest for one 
Frank Abrams, who is described as 
a white man, 5 
feet, 4 inches, 160 
pounds, gray hair, 
57 years, wears 
heavy glasses, 
smokes cigars, 
does not drink, 
appears to be of 
Jewish descent, 
born in England. 
The subject may 
now be employed 
under an assumed 
name, 

This man was an automobile 
dealer in this city and operated 
under the name of F and A Mo- 
tors. On June 18, 1956, the subject 
disappeared after obtaining approx- 
imtely $10,000 by means of issuance 
of fictitious checks and double 
flooring of automobiles. 

As your newspaper reaches many 
automobile dealers, may we request 
that the above matter be brought 
to the attention of the subscribers, 
advising them to contact their local 
police department in the event that 
the subject is located—Francas J. 
AuerN, Chief of Police, City and 
County of San Francisco, Calif. 


5 Lines 


We have been approved as a 
Chrysler and Imperial dealer and 
we will continue as a Dodge, Plym- 
out and Dodge truck dealer. We 
have a trade area of about 10 
counties.—J. C. Brapy, Jim Brady 
Motor Co., McMinn , Tenn. 














Auto Personnel 


Seiberling Ups Johnson 

Orris H. Johnson has been named 
manager of tire design at Seiberling 
Rubber Co., Akron, Johnson suc- 
ceeds Louis Michelson, who has 
resigned. Johnson formerly was as- 
sistant .manager of the tire design 
department. 





* af = 
Rector Names Vice-President 


Of Holan Corp. of Georgia 

Three men, including a sales vice- 
president, have been appointed to 
Holan Corp, of Georgia, Griffin, Ga, 
according to J. Howard Holan, pres- 
ident. 

Robert R. Rector is the new sales 
vice-president, and two new sales- 
men are Walter G. Roberson and 
James Johnson, 

* * * 


Willys Appoints Three 


In Service Positions 


Three appointments to service 
positions at Willys Motors, Inc., 
have been announced. 


A. G. Lohr, former general parts 
manager, was named general parts 
and service manager; C. T. Scher, 
assistant service manager, was pro- 
moted to manager of service, and 
W. V. Kershow, formerly domestic 
service manager, was appointed 
service manager of Willys-Overland 
Export Corp. 

= 


* * 


Chek-Chart Appoints 


Balfour as Assistant 
Chek-Chart Corp., has announced 


| appointment of Robert L. Balfour, 


Wheaton, Ill., as assistant to the 
president. 

Balfour, 38, has been engaged as 
a consultant to the Foreign Opera- 
tions Administrator in Washington. 

* = aa 


Goodyear Picks Weaver 


Arthur J. Weaver has been ap- 
pointed manager of the service 
department for the Salt Lake City 
sales district of Goodyear. 

A general line salesman, with 
headquarters in Twin Falls, Id., 
since 1950, Weaver has been associ- 
ated with Goodyear since 1946, 

* * * 
Stanley Is Appointed 

Appointment of Arthur B. Stanley 
as fleet sales manager of Trailmo- 
bile’s Detroit branch has been 


|} announced. Stanley formerly was 


branch manager at Long Island 
City, N. Y. He began his career 
with Trailmobile, as office manager 
of the Detroit branch in 1948. 


* * * 


|Canada IH Chooses 


Dowling and Watt 


R. A. Dowling, Vancouver district | 


manager, International Harvester 
Co. of Canada, has been appointed 
regional manager for motor truck 
sales for western Canada and will 
have his headquarters at the com- 
pany’s head office, Hamilton, Ont. 

Dowling will be succeeded as dis- 
trict manager at Vancouver by 
Gordon L. Watt. Watt has been 
assistant district manager at York- 
ton, Winnipeg and Edmonton. 

> *~ Sa 


GM Names Campbell 


John C. Campbell has been ap- 
pointed to the newly-created post of 
manager of regions of the Detroit 
diesel engine division of General 
Motors Corp. He was formerly De- 
troit regional manager and will be 
succeeded by A. E. Bosetti, who was 


New York zone sales manager. 
> ” = 


Diamond T Names 
Simkins in Florida 


Diamond T Motor Car Co. has 
announced appointment of William 
H. Simkins as district sales mana- 
ger for Florida. 

Simkins formerly held a sales 
position with a Diamond T..dealer- 
ship. Following a period of training 
at Diamond T headquarters in Chi- 
cago, he is assisting Diamond T 
dealers with sales and merchandis- 


ing programs. 
* * + 


Dana Chooses Dodge 


For Sales Position 


L. L. Dodge, 30 years in the auto- 
motive industry, has been appointed 
assistant general sales manager of 
Dana Corp. 

Since 1953, Dana’s director of 














planning and budgets, Dodge 
entered the automotive industry im- 
mediately after leaving the Univer- 
sity of Wisconsin in 1926. He served 
in various financial posts with Gen- 
eral Motors Corp. for 22 years, 
Dodge joined Dana in 1948. 


+ * * 


Virden Named President 


Of Eaton Mfg. Co. 


John C. Virden has been elected 
president, effective Jan, 1, of Eaton 
Mfg. Co. 

Virden has been a director for 10 
years and. a member of the com- 
pany’s executive committee since 
1950. 


NASCAR Reports 
Car Standings 


For Short Tracks 


DAYTONA BEACH, Fla. — Chev- 
rolet was high-point car in the 
NASCAR short track division, win- 
ning 25 races to top all other makes, 
Ford was second in the point stand- 
ings for the 1956 season as well as 
second with 11 race victories, ac- 
cording to the Automotive Research 
Bureau. 

Third place Mercury won three 
races, and Dodge, Oldsmobile and 
Corvette each had one victory. 

In the NASCAR international 
races, sport cars compete with U. S. 
passenger cars. In one of these 
events a lone Chevrolet Corvette en- 
tered and won its race, giving that 
brand the best racing average for 
the season, a perfect 1.000 percent- 
age. 

Mercury was second high in the 
percentage department with .384 
and Chevrolet had .303. There were 
19 makes of cars in competition in 
the 41 short track races, 844 cars 
participating in 999 miles of racing 
for a total of 29,635 car miles, Prize 
money totalled $143,444. 

Jim Reed, who won his fourth 
consecutive short track national 
championship, drove a Chevrolet 
throughout the season. 











"Bendix 


SOUTH BEND, INDIANA 


Needs 
Designers — Draftsmen 


Experienced automotive design men to 
work on new development projects. Per- 
manent positions for men who have the 
needed qualifications. Work in a modern 
air-conditioned building devoted exclu- 
sively to automotive engineering, and live 
community 


in a pleasant, medium-size 


away from highly congested traffic areas. 
Write to: 


TECHNICAL EMPLOYMENT DEPART- 
MENT SB-A 


BENDIX PRODUCTS DIVISION OF 
BENDIX AVIATION CORPORATION 
401 Bendix Drive 


South Bend, Indiana 














MOTOR oF 
MASTER 








MORE AUTO DEALERS SPECIFY 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


WRITE FOR 1281 So. Cherokee 
DETAILS— STEMAC Denver, Colorado 
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At Florida Convention... 


Independents Keynote Selling 


Griffin and Merrill Friedman, Mi- 
ami; Howard Smith, Hallendale. 


By George S, Connell 
Staff Correspondent 

FORT LAUDERDALE, Fla. — 
Salesmanship was the keynote of 
the Florida Independent Automo- 
bile Dealers Assn. convention here, 
with speakers also covering high- 
ways and legislation. 

Delegates were addressed by 
Rep. Bob Sikes, dean of Florida’s 
delegation in the U. S. House of 
Representatives, and Ted Davis, 
speaker of the Florida House. 

The National Independent Auto- 
mobile Dealers Assn. was _ repre- 
sented by Irv Rubin, president, and 
Stacy Rowell, immediate past presi- 
dent. | 

Mrs. Ina S. Thompson, State mo- 
tor vehicle commissioner, and Dep-| 
uty Commissioner Robert E. L.| 
Christie attended from Tallahassee. | 





Canadian Cleanup of ’56s 
Extends to Bare Walls 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA. — New-car dealers in 
Canada report a practical sell-out 
of new 1956 cars and most dealers 
have not had such models on hand 
since the beginning of November. 

“We sold our last new °56 car 
on Nov. 5,” said the sales mana- 
ger of one large dealership, add- 
ing it was the earliest sell-out of 
such new cars in this firm’s long 
history. 

Several other dealers reported 
somewhat similar experiences and 


Truck Exhibits 
Admitted in Suit 
Against Railroads 


PHILADELPHIA. — Some 270 
trial exhibits submitted by the 
Pennsylvania Motor Truck Assn. 
and 40 trucking companies were 
admitted as evidence last week in 
the $370 million antitrust fight with 
Eastern railroads. 

Federal Judge Thomas J. Clary 
overruled repeated objections by 
rail attorneys as reports, letters, 
advertisements and new articles 
were admitted. 


The truckers are suing the} 
Eastern Railroad Presidents Con- 
ference, 30 railroads, their presi- 
dents, and Car Byoir and Associ- 
ates, a New York public relations 
firm, for $250 million. The truckers 
charge violation of the Sherman 
Antitrust Act. 

The rail group is countersuing 
for $120 million on charges of con- 
spiring to restrain and monopolize 
trade. 


Oklahoma Boosts 


Insurance Rates 


OKLAHOMA CITY. — In a 2-1 
vote, the State Insurance Board 
approved an increase in automobile 
liability insurance rates requested’ 
by the National Bureau of Casualty 
Underwriters. The increase aver- 
ages 22.9 percent. 


Joe B. Hunt, State insurance com- 
missioner, voted against the hike. 
He called the 22.9 percent figure 
misleading, said some rates will go 
up nearly 50 percent and charged 
that the insurance group had not 
supported its filing. 

Louis B, Woodruff, insurance 
board secretary, said Hunt “told us 
no basis by which he reached his 
conclusions,” and insurance man 
Dave R. McKown accused Hunt of 
voting against the increase for po- 
litical purposes. 


N. Y. Gets Peak Shipment 


Of 238 French Cars 


NEW YORK.—The French Line’s 
Indo Chinois docked here last week 
with 238 French cars — the largest 
shipment of French cars ever sent 
to this country. 

Most of the cars were the Renault 
Dauphine, which will sell for $1,645 
F.0.B. New York. Also on board 
Were the 1957 version of the rear- 
engined Renault 4CV. 


John Milton, supervisor of title reg- 
istration, Miami, also attended. 

The dealers reelected Wendell 
Jarrard, Pensacola, as president, 
declaring that his program should 
be pressed forward for another 
year. Jarrard is also a director of 
NIADA. 

George Mortimer, Fort Lauder- 
dale; Joe Creamons, Tampa, and 
Jack Fiveash, Pensacola, were 
elected vice-presidents. 

The following directors were 
named: 

Archie Kelly, Isaac Dagan, Ber- 
nie Oppenheim, John LaVaye, Tom 
Weir and W. K. Roberts, Tampa. 

Armand Dufresne, Bob Jackson 
and Don Buffkin, Jacksonville; 
Tom Gurie and Kenny Morris, Pen- 
sacola. 

Karl Youse, Buddy Tyler, Ed 








only a handful of such new models 
were still on hand among a few 
dealers. But such stocks were the 
lowest in many years. 


However, dealer after dealer com- 
plained about the scarcity of new 
1957 models. In fact, several dealers 
said they could have sold many 
more cars this November, and as 
one veteran dealer put it, “and 
made some real money on each 
unit for a change.” 


Dealer sales of new cars in Sep- 
tember totalled 25,746, a gain of 
3 percent over the 24,939 sales re- 
corded in the 1955 month. 


Sales for the first nine months 
totalled 313,424, a gain of 6 percent 
over the comparable 1955 total. 


New commercial - vehicle sales 
in September amounted to 7,646, 
a gain of 11 percent over the 1955 
month’s 6,905. For the nine 
months, such sales rose nearly 
17 percent to 71,335 from 61,078. 


Quebec dealers led all others 
during September by selling 8,137 
new vehicles for a gain of 29.8 per- 
cent. 


Other percentage gains were Al- 
berta, 23.8; New Brunswick, 15.6; 
Nova Scotia, 15.5; Saskatchewan, 
11.0; British Columbia, 7.7 New- 
foundland, 7.2, and Prince Edward 
Island, 5.3. 


Losses were Ontario, 9.1 percent, 
and Manitoba, 28.5 percent. 

There was a sharp increase in the 
sale of European-made new cars 
during the month, with dealers sell- 
ing 2,513 units, compared with 1,996 
in September, 1955. 

Financing of new vehicles in- 
creased 35.2 percent in the first 
nine months of this year when 
compared with 1955. Time sales 
amounted to $400,887,000, com- 
pared with $295,887,000 in the 1955 
period. 
In view of the current talk in| 

official circles of a possible “volun-| 
tary” control over consumer retail 


| credit, the latest report is consid-| 


ered significant in Canadian auto| 
circles. 

Financing of used vehicles for| 
the nine months rose 10.6 percent, 
from $273,449,000 to $302,521,000. 

A Government report last week 
showed that dealers’ sales of auto- 
motive parts and accessories at the 
wholesale level amounted to $33.8 
million in September, up 8 percent 
from the $31.3 million recorded in 
the 1955 month. 


Charlie Woemer, Bob McElvey 
and John Ring, Fort Lauderdale; 
Jennings Rodgers, Ocala; Doug 
Root, Fred Cumbie, Bill Weller, 
Harley Wadsworth and Ferris 
Ward, Orlando. 


David discussed Florida’s grow- 
ing traffic problems, as to the 
need of more highways and the 
necessity for uniform traffic laws. 
Some relief from congestion 

should come in January, he said, 
when the Sunshine Parkway is 
opened between Miami 
Pierce. 

David stressed that the turnpike 
will be needed, and should prove 
profitable, even after the U. S. high- 
way program is well under way in 
Florida. 

“Four-laning US-1 and even con- 
struction of a parallel road, if that 
should be desirable under the Fed- 
eral system,” he said, “will take 


| several years, and by the time they 


are completed, there still will be 


| traffic congestion.” 


Compulsory reexamination of 
drivers and a statewide inspec- 
tion law are matters likely to 
come before the next Legislature, 
David said. 

Sikes dwelt at some length upon 
recent legislation affecting automo- 
bile dealers and also the impact of 
the Federal highway law upon the 
nation’s economy. 

A TV panel show was produced 
over the Fort Lauderdale station. 

Business sessions were featured 
by a sales and service clinic, 


AMC of Canada 
Reduces Prices 


On Nash, Hudson 


TORONTO. — American Motors 
(Canada), Ltd. has followed the 
lead of its American parent in re- 
ducing the prices of 1957 Nash and 


| Hudson models. 


In announcing its factory- 
delivered prices last week, the com- 
pany said Nash and Hudson models 
had been reduced up to $464, Ca- 
nadian Rambler prices increased 
4.06 percent, the company said. 
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and Fort) 
| Announce Increase in British Exports— 


During a reception at the Los Angeles 


International Auto Show, representatives of 


the British manufacturers announced that Britain will ship a record 30,000 cars to the 
| U. S. this year. At least 35 percent of these will be absorbed by California. Shown at 
|the reception, from left, are Donald Morren, representative of British manufacturers; 
| Clarence Dixon, president, Los Angeles Motor Car Dealers Assn.; John Dugdale, vice- 
president, Jaguar Cars North American Corp., and H. C. Gillett, British Consul General 


in Los Angeles. 





Lawsuits Affecting Dealers... 


Court D 


By Leo T. Parker 
Attorney at Law 
ECENTLY at a convention of 
automobile dealers the legal 
question arose at various and in- 
termittent times, as follows: “I have 
read in your writings in AUTOMOTIVE 
News that the negligent seller of an 
automobile may be liable for dam- 
ages caused by injuries received by 
a purchaser of a new and defective 


| automobile. 


Canadian Rambler Sixes range) 
from $2,499 to $3,188, compared with | 


a spread of $1,920 to $2,442 in the 
U. S. Suggested delivered prices 
of the new V-8 models range from 


$2,938 to $3,481 in Canada and from | 


$2,195 to $2,657 in the UV, S. 


Radio and power brakes are| 


standard equipment on Canadian | 


Rambler V-8s. These 
extra-cost options in the U. S. 


items are| 


Nash and Hudson prices range 


from $3,545 to $3,900 in Canada and 
from $2,750 to $3,030 in the U. S. 


* > * 


Chevrolet Fuel Injection 


Carries $484 Price Tag 


DETROIT. — Chevrolet’s Ramjet 
fuel-injection system will be priced 
at $484.20, including Federal excise 
tax, and will be available with 


| horsepower ratings of 250 and 283. 


The 250-horsepower unit will have 
a compression ratio of 9.5 to 1 and 
will utilize a standard camshaft. 
The more powerful model will have 
a high-lift camshaft and a compres- 
sion ratio of 10.5 to 1. 

Chevrolet’s new Turboglide auto- 
matic transmission will be priced 
at $231.35, including Federal tax. It 
will be available only on V-8 models. 





Kidwell Builds New Headquarters— 


A new building for Kidwell GMC Trucks 
Wichita Falls, Tex. The building, located on a 2'2-acre plot, will cover 9,240 square 


feet of floor space and will be fireproof. 


Sales and Service is under construction in 


The firm, owned by Fred Kidwell, is ex- 


pected to move into the new plant about the first of the year. 





“Now, my question is: How can 
a court tell whether the purchaser's 
injury resulted from negligence of 
the dealer cr seller?” 

The jury will decide this ques- 
tion and the higher court will ap- 
prove the verdict unless evidence is 
given showing that the jury’s ver- 


dict was not based upon the testi-| 


mony. 

For illustration, in Armour Motor 
Co. v. Haskins, 275 S. W. (2d) 580, 
it was shown that a buyer, named 
Haskins, was seriously injured 
when the left rear brake of the 
used automobile locked and caused 
the car to go off the road. 

Haskins sued the seller, Armour 

Motor Co., for damages and 
proved that the salesman had 
stated that the truck had been 
used almost daily during the sum- 
mer, that it had been serviced 
three days before. Also, Haskins 
tried it out on two separate days 
before buying it. 

During the trial a qualified au- 
tomobile mechanic, who examined 
the truck the morning after the 
accident, testified that a defective 
grease seal leaked grease from the 
rear-end housing into the brake 


|drums and onto the lining which 


caused the brakes to grab. 


He concluded that the grease had 
been accumulating in the brake 


drum for “quite some time” because | 


it was black and “looked old” and, 
of course, leaked into the brake 
lining when the wheel warmed up 
with use. 

* * a: 


Dealer Liable 


us jury considered the testi- 
mony and decided that Armour 
Motor Co. was liable to Haskins for 
$10,000. The higher court approved 
the verdict, saying: 

“There seems to be no question 
but that the left rear brake 
locked while Haskins was taking 
his first trip as owner going down 
a steep rough mountain road a 
couple of miles from the used-car 
lot. 

“The dealer should have foreseen 
that the release of a used-car in 
the condition of that one would 
probably result promptly in an in- 
jury to others because of its defec- 
tive condition.” 

a” *” * 


Dealers Not Insurers 
Fo comparison, see Gaidry Mo- 
tors v. Brannon, 268 S. W. (2d) 


627. In this case the higher court 
pointed out clearly that used-car 


ecisions 


dealers must not be made insurers; 
and they must not be made respon- 
sible for the continuing safety of 
the automobiles they sell. 

Nevertheless, the testimony 
|}sShowed that the purchaser was 
| severely injured as a result of (1) 
defective brakes, (2) brakes whose 
defectiveness could have been 
| easily ascertained or recognized by 
a qualified automobile mechanic, 
and (3) which defect caused an 
accident resulting in personal in- 
|jury immediatly after the sale (4) 
|to a buyer who relied largely on 
the judgement of the seller (5) be- 
| fore that buyer had had full oppor- 
|tunity to become aware of the 
| defect and (6) before a change in 
|the condition of the vehicle could 
be either caused or expected from 
usage. 

In view of this testimony, the 
| higher court held the seller liable 
| to the buyer. 











| Mercury Moves 


To Old Ford HQ 
‘In Dearborn 


| DEARBORN.—Mercury last 
| week completed a weck-end move 
|of its general offices from the old 

Lincoln plant in Detroit to the 
former Ford administration build- 
jing, 3000 Schaefer Road, across 
| from Ford Rotunda in Dearborn. 

Two large vans were loaded every 
/15 minutes and 326 trips were re- 
| quired to move the material for the 
| 1,500 divisional executives and office 
employes. 
| The former Lincoln plant was 
built in 1917 and 1918 by the late 
Henry M. Leland and was used to 
build Liberty engines in World 
War I. In 1919, Leland incorporated 
Lincoln Motor Co. and began pro- 
ducing Lincolns there in the fall 
of 1920. 

Henry and Edsel Ford bought 
Lincoln in February, 1922. Car 
assembly operations were moved 
by Mercury to its new plant at 
Wayne, Mich. in October, 1952. 
Both Lincolns and Mercurys are 
built there. 

Lincoln now has a plant under 
construction in Novi, Mich. 


Austin, Standard 
Extend Guarantee 


LONDON, England. — Austin 
Motor Co, and Standard Motor Co. 
have placed a 12-month guarantee 
on all their cars and commercial 
vehicles. The previous guarantee 
period was six months. 

Austin has made the new policy 
retroactive to cover all foreign and 
domestic sales since Aug. 1. 

Another British auto maker, 
Brian Rootes, managing director of 
Rootes, Ltd., is touring Africa, visit- 
ing the company’s dealers and dis- 
tributors. Before leaving London, he 
said he thought there were great 
opportunities for development of 
these markets. 
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29% Less Chance of Injury .. . 
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‘96s Called 48% Safer 


In °Tossout’ Danger 


By W. M. McCarty 
Staff Correspondent 

EVANSTON, Ill. — Preliminary 
study has shown that the risk of 
being thrown out of a car in an 
accident was reduced 48 percent in 
1956 models, members of a traffic 
safety clinic for newspapermen, 
sponsored by Northwestern Univer- 
sity’s Traffic Institute, were told. 

These figures were disclosed by 
Richard C. Braisted, field repre- 
sentative of a Cornell University 
Medical College group doing re- 
search on automotive crash in- 
juries, He said that there also was 
an improvement of 29 percent in 
the risk of sustaining a dangerous 
or fatal injury. 

By continuing to build more 
safety features into their product, 
Braisted asserted, automobile 
manufacturers can reduce substan- 
tially the highway death and injury 
toll in accidents, 

To expect a car to be designed 
which will permit headon impacts 


Obituaries 





Ralph N. Long 
DETROIT. — Ralph N. Long, 
General Motors for 36 years—the last nine 


59, with 


as assistant controller in the insurance sec- | 
Long joined GM in| 


tion—died Nov, 13, Mr. 

1920 and was put in charge of the insur-| 

ance section in 1929. : 
* 


* * 
Frank G. Dieter 
WHEATON, Iil.—Frank G. Dieter, 65, 


former Wheaton auto dealer and recently | 
an auto salesman, died Nov. 7. 
- ® * 


Harry F. Sinclair 
FLINTRIDGE, Calif.—Harry F. Sinclair, 
80, founder of Sinclair Oil Corp. and board 
chairman of Richfield Oil Corp. since its 
inception in 1937, died Nov, 10. He moved 
to California in 1923. 
* * * 


Donald A. Gezon 

GRAND RAPIDS, Mich.—Donald A, Ge- 
zon, 43, a Grand Rapids automobile dealer 
for approximately 20 years, has been found 
dead from gunshot wounds, said to be self- 
inflicted, at his home, He had been ill for) 
several months. Mr. Gezon was a partner 
in Gezon Motor Sales (Studebaker-Pack- 
ard), which he joined in 1935. 
+ * * 


Ernest Alexander 
DALLAS.—Ernest Alexander, 70, board 
chairman of Alexander Motor Parts Co., 
MoPar distributor, died Nov. 11, A former 


auto dealer, Mr. Alexander headed Alex- 
ander Motor Co. (Dodge-Plymouth) from| 
1935 to 1950. 

* * * 


M. Carlton Blackman 
GREENSBORO, N, C.—M. Cariton Black- 
man, 43, vice-president and sales man- 
ager, Traders Chevrolet Co., died Nov, 12. 
* * * 


Harry G. Huffman 

LOUDONVILLE, O.—Harry G. Huffman, 
66, partner in Huffman Motor Sales, Inc. 
(Chevrolet), Millersburg, O., died at his 
home here. He had been in the automobile 
business since 1918 and was a director of 
the Ashland County Automobile Dealers 
Assn. 

* * * 


Victor A. Bergeron 
BURLINGTON, Vt - (UTPS) — Victor 
A. Bergeron, 72, founder of the Oldsmobile- 
Cadillac dealership now operating as Val 
Preda Olds-Cadillac, Inc., here, died Nov. 
8 after a heart attack. Mr. Bergeron was a 


former city manager and alderman. 
* 7 * 
William Willard Mulvaney 
BILLINGS, Mont. -—— (UTPS) — William 
Willard Mulvaney, 55, vice-president, Mul- | 
Vaney Motor Co. (Dodge-Plymouth), died 
Nov. 13. Mr. Mulvaney was a partner with | 
his brother, Robert, in the firm founded by | 
his father, W. J. Mulvaney, in 1917. | 
* * * 


Torgny G. Lindstrom 
ELMHURST, Ill.—Torgny G. Lindstrom, 
49, an employe of International Harvester's | 
production scheduling department, died 
Nov. 14. Mr. Lindstrom also was former | 
Chicago zone fleet sales manager for Chev- | 
rolet. 


* * ~ 


Harvey S. Wash 
BUFFALO. — Harvey S. Wash, 53, a 
district manager for Nash since 1953, died 
Nov. 15. He had been in failing health 
for nine months. Mr. Wash has been with 
General Motors for 15 years. 
* * * 
Dale Norton 
SPENCER, Ia. — Dale Norton, owner of 


H. & N. Chevrolet Co. here, died Nov. 19 | 
at Iowa Methodist Hospital in Des Moines. | 


Mr. Norton, 58, was critically injured Nov. 
9 while enroute to the lowa-Minnesota foot- 
ball game in Minneapolis. 

* 


* * 


Charles E. Maloney 
NEW YORK. — Charles E. Maloney, 63, 


| 


vice-president of General Motors Acceptance | 


Corp., died here Nov. 16 after a month's 

illness. 

elected a vice-president in 1954. 
* * 


eo 


Robert M. Reindollar 
—- Robert M. Reindollar, | 
immediate past president of the American | 
died at his home| 


BALTIMORE, 


Road Builders’ Assn., 


He joined GMAC in 1919 and was | 


at 60 miles per hour is not realistic, 
Braisted said. 

“However, the vast majority of 
injury producing accidents today 
involve impact speeds well below 
60 m.p.h.,” he said. 

“It is in this area of survivable 
accidents that it is reasonable to 
anticipate that continued efforts 
on the part of automobile manu- 
facturers to design increased pas- 
senger protection will produce a 
substantial reduction in the loss 
of life and in the frequency of 
serious injury,” said Braisted. 

Design changes resulting from 

Cornell research, according to 
Braisted, include improved door 
latches, energy absorbing steering 
wheels, and padded instrument 
panels and sun visors. 


Co-sponsored with the traffic in- | 


stitute by Medill school of journal- 
ism and the Inland Daily Press 





Assn., the clinic was the sixth to be | 


| conducted for newspaper safety and 
|automotive writers. 

At the opening session, Franklin 
|M. Kreml, Northwestern University 
Transportation center, said the na- 
tion’s death toll of traffic accidents 
can be cut two-thirds, from 41,500 
a year to 13,500. 

To accomplish this, he said, in- 
volves simultaneous and coordi- 
nated efforts on the parts of many 
different agencies and organiza- 
tions, 

Forest R. Noffsinger, of the traf- 
fic institute, told newsmen that 
every high school owes it to its 
pupils and to the community to 
offer a good course in driver educa- 
tion. 

More than half of the nation’s 


|high schools offer no driving 


courses although formal training of 
the teen-age driver offers the great- 
est results in reducing traffic 
fatalities, he said. 

Noffsinger said that one out of 
every seven teachers of driver 


More Mergers, 
Purchases Listed 


By Producers 


Norris-North American 


Norris-Thermador Corp. has 
acquired North American Instru- 
ments, Inc., Altadena, Calif., accord- 
ing to Kenneth T, Norris, president 
of Norris-Thermador. 

North American Instruments 
designs, researches, develops and 
manufactures precision instrument 
components for use in automation. 
Its sales amount to more than $1 
million annually. 

? 





W orcester-Rome 


Worcester Pressed Steel Co., Wor- 
cester, Mass., has ended its 47-year- 
old steel rolling activities in order 
to make way for increased stamp- 
ing business. All the company’s 
rolling equipment has been sold to 
the Rome Strip Steel Co., Rome, 
N. Y. The building that housed 
Worcester’s steel rolling machinery 
now will have new blanking presses 
required by the current increased 


demand for stampings. 
. - * 


Kish-Trenton 


Kish Industries, Inc., Lansing, has 
purchased Trenton Chemical Co., 
| Trenton, Mich., manufacturer of 
| industrial alcohol and glutten prod- 
| ucts. 

First of two steps in Kish expan- 






| Fla.; 


education never has had any 
special preparation to teach driv- 
ing. One out of every three had 
only a one-week training course, 
he added. 

“Few states have neither ade- 
quate certification requirements for 
teachers nor satisfactory state su- 
pervision of the driver education 
program,” said Noffsinger. 

A warning that auto accidents 
have reached “epidemic” propor- 
tions in many parts of the nation 
was voiced by James Stannard 
Baker, director of research and de- 
velopment for the institute. He said 
accidents should be diagnosed just 
as diseases are. 

Comparing the diagnosis of ac- 
cident causes to the treatment of a 
patient, Baker said two steps usu- 
ally are taken—a careful study of 
“the accident experience to discover 
any pattern,” and “a careful study 
of the person or place or vehicle 
to find out, if possible, weaknesses 
or deficiencies which might con- 
tribute to accidents.” 

Baker said a considerable pro- 
portion of men between 20 and 


25 appear to be accident prone.” 


This group, he added, has more 
accidents than younger and older 
men, 

Lowell D. Snorf jr., assistant 
general counsel, Kemper Insurance, 
said that effective traffic court work 
requires that the violator appear 
before the judge. The traffic court 
judge can make or break an en- 
forcement program, he said. 


Nash Dealer Board 
Meets This Week; 
AMC Sales Climb 


DETROIT. The Nash Dealer 
Advisory Board will convene here 
Nov. 29-30 for its semi-annual 
meeting and election of new of- 
ficers, it was announced Thursday 
by Roy Abernethy, American Mo- 
tors vice-president of automotive 
distribution and marketing. The 
two-day meeting will be held at the 
Statler Hotel. 

The 21 board members, one from 
each zone, will bring topics of dis- 
cussion suggested by dealers in 
their areas. 

Abernethy reported that sales of 
American Motors cars in the first 
10-day period of November rose 
48.9 percent over the comparable 10 
days of a year ago and 46.4 percent 
over the first 10 days of October. 

Sales in the period totalled 3,372, 
the highest first 10-day period of 
any month since May, Abernethy 
said. 

Members of the Nash dealer 
board are W. A, Grawemeyer, In- 
dianapolis, chairman; Paul Laurit- 
zen, Richmond, vice-chairman: L. 
P. Hartung, Milwaukee, recording 
secretary; Don Schulstad, Tampa, 
Ernest J. Boch, Norwood, 
Mass.; Harvey M. Stewart, Syra- 
cuse; W. A. Stutzel, Rockford, IIL: 
Philip Snyder, Cleveland. 

P. K. Williams, Austin, Tex.; J. 


|Harry Williams, Denver: Laverne 
Marshall, Flint; L. Barnett, Topeka, 
Kans.; Mate Snavely, Compton, 


Calif.; J. H. King, Nashville. 

S. E. Clevenger, Minneapolis; R. 
J. Menendez, Hempstead, N. Y.; 
Stanley A. Stonier, Scranton, Pa.; 
D. L. Mierley, Altoona, Pa.; Charles 
W. Wentworth, Portland, Ore.; 
Kingsley O. Wright, St. Louis, and 
Clyde C. Simmons, Vallejo, Calif, 


Studebaker Says 
Dealer Order Rate 
Is Best of Year 


SOUTH BEND. — Dealer orders 


|during the 10 days following the 


| Nov. 8 introduction of the 1957 Stu- 


sion, the deal was negotiated by H. | 
F, Carr & Co., Detroit investment) 
| brokers. Second step in the planned | 


development of the Lansing firm, 
will be to buy an industrial mainte- 
nance and corrosion paint company, 
according to Steven P. Kish, presi- 
dent. 


* - = 
Link Belt-Power Screwdriver 
Link-Belt Co., Chicago, has 





debaker were at the best rate in 11 
months, according to Carl K. 
Revelle, Studebaker-Packard gen- 
eral sales manager. 

The rate was three times the pre- 
introduction figure, Revelle said. 

Some 75 percent of station wagon 
orders were for the new four-door 
models; 16 percent of sedan orders 
were for the President Classic; 29.8 
percent cf sport models ordered 


|were Golden Hawks, and 76.7 per- 


cent of truck orders were half-ton 


acquired Detroit Power Screwdriver | pickups. 


Co., Detroit, through a stock ex- 
change. 


Dealers reported about the same 


The Detroit firm, which} number of shoppers as last year, 
makes power-driven screwdrivers| but said there were more buyers 
and related automated assembly| among them. Automatic transmis- 


here Nov. 17. He was 62. A former chair-| parts will be operated as a subsidi-| sions have been specified on 62.5 


man of the Maryland State Roads Commis- | 


sion, Mr. Reindollar was one of the first to} 


advocate a $50 billion highway program. | materials handling equipment. 


ary. Link-Belt manufactures| percent of dealer orders, up 13.6 


percent frcm last year. 
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| Planning for National Auto Show— 


Discussing one of American Motors’ exhibits for the 42nd National Automobile 


Show, to be held Dec. 8-16 in New York, are, from left, Ben Johnson, art director, 
George P. Johnson Co., a display firm; Fred W. Adams, AMC automotive advertising 
and merchandising director, and Robert J. MacCulley, AMC automotive shows and 


exhibits manager. 





How They're Pushing Sales .. . 





Dealer Ad Ideas 


Hats for Hunters 


EBO CHEVROLET CO., Nephi, | 
+‘ Utah, discovered a sure-fire way | 
to bring the men in to see the 1957 | 
models. 

The new Chevrolet appeared dur- 
ing Utah's deer season — so the 
firm bought a batch of bright red | 
hunting caps. They were given free 
to the first 50 men who visited the 


showroom, 
* > a 


Faith in the Future 


re ALL our yeary in Henryetta, 
the future never looked 
brighter,” proclaimed Jimmie Ruth | 
Motor Co. (Studebaker), Henryetta, | 
Okla. 


The dealership’s advertisement | 
noted that the firm had been selling | 
and servicing Studebakers for some 
time, and that it expected to be sell- | 
ing and servicing them for a long 
time to come. 

Ruth mentioned the Studebaker- 
Packard arrangement with 
Curtiss-Wright Corp. and 
declared: “Studebaker is in the 
most promising position today in 
all its 104 years of service to the 
American public. And we, as 
dealers, certainly share in the 
bright promise. 

“Yes, any way you look at it, the 
future is bright. And we're cele- 
brating by offering even greater! 
values than you've enjoyed in the 
past.” 


* 2 . 


°56 Flying Saucer 
REAUX Ballard Buick Co., in an 
advertisement headed “Man 
from Mars,” told a tongue in cheek 
| account of the Martian who landed 
|near Louisville and asked for serv- 
ice on his flying saucer. 
Well, the upshot was that the 


man in the fishbowl traded the 
saucer in on a 1957 Buick. Now, 
Ballard announced whimsically, it 
has a '56 flying saucer for sale. Also, 
the ’57 Buicks are “out of this 
work.” 


* 
Shoot ’Em Up 
Ae King Kimball, Cincinnati | 
used-car dealer, has offered a 
shotgun and a box of shells free 
to purchasers of any 1950 or later 


auto on the firm’s two lots, 
r * 


- 

Pigskin Pitch 
“ours the quarterback,” said 

McNary & Welter, Inc. (Ford), 
Gary, Ind. “You'll call the play. We 
will make the deal.” The company 
offered free driving lessons, 10- 
minute financing and “an All- 


American trade allowance.” 
oJ * 


+ 
The Big Change 
Hall Motor Co, (Ford), Spring- 
field, O., and East Side Lincoln- 











Mercury, Indianapolis, announced 


the new 1957s by distributing 5,- 
000 disposable diapers apiece im- 
printed, “Come see the big 
change.” 


” * * 

Overnight Special 
AL CASEY Chevrolet, Buffalo, 
is promoting night service with 
small newspaper ads which note 
that customers may bring in their 
car at 6 p.m. and pick it up the 


| next morning at 7:30. 


Says ad copy: “Don't lose a single 
day’s use of your car or truck. 
Our big, modern service station 
with full crew of excellert 
mechanics gives you low rates and 


guaranteed satisfaction.” 
= * 


Buy Car, Get a TV 


ATCHETT CHEVROLET, Cin- 

cinnati, has offered to give a 
television set, free, with every used 
car sold. 

The sets given are 14-inch screen 
portable televisions. Also Gatchett 
advertised that anyone may register 
for a drawing and if a car buyer, 
who has been given a TV set, 
should happen to win, cash value 
of the set would be given. 


New Battery Assn. 
Plans National 


Ad, Sales Drive 


GARY, Ind.— The newly-organ- 
ized Independent Battery of 
Manufacturers of America has an- 
nounced that it will launch a na- 
tional advertising campaign in 
trade and consumer publications. 

Thomas G. Grant, Peoria, IIL, 
was elected president to succeed 
Charles S. Graves, Tampa, Fla. 
first head of the organization, who 
was named vice-president. 

The organization has created 4a 
seal of approval which will be 
placed on batteries meeting the 
IBMA specifications. 

One objective of the group is to 
offer all vehicle owners a nation- 
wide battery service organization 
with each member backing the 
products of all the others. 

A major objective of the IBMA, 
it was said, is to create a national 
advertising fund from the sale of 


|the seals of approval as well as 


sale of promotional display ma- 
terial to members. 


Toledo Dealers Elect 


Seven New Trustees 


TOLEDO. The Toledo Auto- 
mobile Dealers Assn. has elected 
four new trustees. 

Elected were D. Nelson Banham, 
James E. Cobley, E. Henry Leip- 
hart, Richard W. Moore, Arch W. 
O’Rouke, David B. Smith and 
Donald B. Wearley. 
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Auto Personnel 





Leigh Virgil has been appointed 
assistant sales manager of Motor 
Wheel Corp.'s merchandise sales 
division. 

Virgil, who joined the company 
in May, 1955, will be in charge of 
sales promotion for the division, 
which sells original equipment 
wheels to the mobile home and boat 
and utility trailer industries, and 
gerves the auto industry with re- 


placement parts. 
* * * 


U. S. Rubber Picks Benson 


For Development Post 

Arthur E. Benson has been ap- 
pointed development manager of 
the international division of U. S. 
Rubber Co., according to L. C. 
Boos, general manager of the 
division. 

For the past three years, Ben- 
son has been manager of tire 
design, with headquarters in De- 
troit. He started in the industry 
in 1927 as a tire development 
engineer with Fisk Rubber Co., 
now a part of U. S, Rubber. 


Dunlop Appoints Harris 


Manager in Los Angeles 

Ralph H. Harris has been ap- 
pointed manager of the Los Angeles 
division of Dunlop Tire & Rubber 
Corp. Buffalo. 

Harris first be- 
came associated 
with Dunlop in 
1953 as a sales- 
man in the Kan- 
sas City division. 
In January, 1956, 
he w as promoted 
to truck and bus 
salesman for the 
Southern region 
and in August of 
this year was 
assigned to Los Angeles as acting 
division manager. 

> > * 


Gordon, Dills Receive 


Diamond T Promotions 


Diamond T Motor Car Co. has 
announced the promotions of Paul 
Gordon to the new position of sales 
manager of service parts and Don 
C. Dills as eastern representative 
of the national accounts division. 


Gordon was formerly the district 
sales manager for Indiana, Ken- 
tucky, Tennessee and Southern Il- 
linois. Dills was district sales 
manager in North Carolina and 
Virginia. 





Ralph H. Harris 


Watt, Schuster Appointed 


To Seiberling Posts 
Seiberling Rubber Co. has. an- 
nounced the appointment of F, P. 
Watt as manager of the acces- 
sories and repair materials sales 
department and Robert W. Schus- 


pee 22 
At Lurex International Show 


ter as assistant manager of the 
truck tire sales department. 

Watt was formerly a member of 
the truck sales department. 
Schuster has been a truck tire 
specialist at Seiberling’s New 
York office. 


Hodgins to Supervise 


Chevrolet Research Unit 


W. E. Hodgins has been assigned 
to head a newly-organized sales 
research department which will 
make special bus- 
iness and eco- 
nomic studies. 

Hodgins joined 
Chevrolet at its 
Detroit gear and 
axle plant in 1929 
and later served 
in the administra- 
tive department 
at the Flint man- 
, ufacturing plant. 

2 He was named 
W. E. Hodgins assistant manager 
of the central office market analy- 
sis division in 1946. 
* + o 
Lincoln Names Larson 

James R, Larson, Minneapolis, 
has been appointed sales manager 
of Lincoln’s Twin Cities district. 
He formerly was assistant district 
manager for Lincoln-Mercury. 

* o 





Thompson Research Posts 


Go to Davidson, Yingst 


Arthur J. Davidson jr. has been 
named associate director of the au- 
tomotive staff research and develop- 
ment department of Thompson 
Products. James E. Yingst has been 
appointed manager of the depart- 
ment. 

Davidson has been assistant ad- 
ministrative engineer in the wheel 
division of Budd Co. Yingst joined 
Thompson as a research engineer 
in 1955. 


> * * 


Columbus Bolt Picks Smith 


Frank J. Smith has been elected 
marketing vice-president of Colum- 
bus Bolt & Forging Co., Columbus, 
oO. 


= oz . 

Ford Transfers Scifres 
To Pittsburgh Office 

Robert D. Scifres has been ap- 
pointed assistant Pittsburgh district 
sales manager for Mercury. He 
replaces Vincent M. Donovan, who 
has been promoted to Cleveland 
zone manager for Lincoln. 

Before joining the Pittsburgh 
Mercury sales office staff, Scifres 
was assistant national business 
management manager in charge of 
district operations for Mercury in 
Detroit. 


Williams Moves Up 
Vie Williams has been promoted 


to parts divisional manager for 
American Motors Sales of Canada, 





Examining a new Lurex-lit automotive fabric at the recent Lurex International Show 
in New York are, from left, Alice Fortuna, Chrysler Corp. fabric stylist; Jack Hannan, 
Dobeckmun representative in Detroit; and Herman Brunn, manager, Lincoln-Mercury 
interior styling studio. The show encompassed a fashion show, a home-furnishing 
exhibit, an exhibit representing over 200 fabrics from ten countries and a rotunda 


exhibit of fabrics from a variety of categories. 
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Ltd. Ken Eccles has been promoted 
to Toronto parts depot manager. 


* * * 


John Wood Appoints Bowden 
Director of Styling 

B. G. Bowden has been appointed 
director of styling and industrial 
design for John Wood Co. 

He will be responsible for the 
designing staff of the engineering 
and research division. He was for- 
merly consulting designer and styl- 
ist for Ford Motor Co., BOAC, Gen- 
eral Electric and Cheeseboro Mfg. 
Co. During the past five years he 
has worked as styling, design and 
engineering consultant to John 
Wood. 


* * * 


Bendix Names Clark 


Bendix Products, South Bend, has 
announced the appointment of John 
O. Clark as sales engineer for au- 
tomotive service in the west central 


district. 
* ++ + 


FWD Appoints Peters 


Wesley H. Peters has been named 
manager of the ground support 
equipment division of Four Wheel 
Drive Auto Co. 


Baldwin-Lima-Hamilton 


Opens Detroit Office 


Baldwin-Lima-Hamilton Corp. of 
Philadelphia has opened a new dis- 
trict sales office in Detroit to serve 
principally the automotive industry 
in Michigan and nearby states. 

The office will be headed by Jack 
W. Smith, a veteran of almost 20 
years in big machinery sales and 
engineering, and manned by repre- 
sentatives of three of the Corpo- 
ration’s divisions. 

* * 


McKillop Promoted 


Coolidge Corp., Middletown, O., 
has announced the promotion of D. 
D. McKillop to operations vice- 
president and the promotion of 
John R. Garwood as secretary- 


treasurer. 
a = = 


Volvo Appoints Kelly 


As Midwest Manager 


William Kelly will be Midwest 
manager for Volvo, the Swedish- 
built car, according to Bertil 
Bengtsson, vice-president of Volvo 
Import Corp. Kelly’s offices will be 
in Chicago. 

* * * 


C.LT. Picks Balsley 


William G. Balsley has been ap- 
pointed as assistant vice-president 
of Universal C.LT, Credit Corp. and 
will head the firm’s division in Lan- 
sing. Balsley has been sales man- 
ager of the Pittsburgh division. 


* * * 


Barnett Moves Up 


Charles C. Barnett jr. has been 
appointed a regional sales manager 
of Western Brass Mills division, 
Olin Mathieson Chemical Corp. 

> 


Goodrich Tire Promotes 


Parnell and Rasor 


Thomas E, Parnell has been 
named staff superintendent of B. F. 
Goodrich Tire Co., a division of 
B. F. Goodrich Co. He has been 
with the company since 1939. 

Meanwhile, William Rasor has 
been named manager of auxiliary 
equipment and office services for 
Goodrich Tire. He joined the firm 
in 1953. 

oe x + 
Associates Picks Hamill, 


Strombeck and Wellen 


Associates Discount Corp. has 
opened three new branch offices. 

The following men will head the 
new offices: H. L Strombeck, for- 
mer branch manager of Associates 
Birmingham (Ala.) office has moved 
to the new branch in Lynwood, 
Calif.; Albert J. Wellen, former 
new-business representative in As- 
sociates Cincinnati office has been 
appointed to head the Newport 
(Ky.) office, and Clarence E. 
Hamill, who served as new-business 
man in Associates’ Wheeling, (W. 
Va.) office is in charge of Associ- 
ates new Parkersburg, (W. Va.) 


office. 
oe oF * 


Auto-Lite Appoints 


Campbell and Spencer 
Electric Auto-Lite Co. has ap- 

pointed Robert R. Campbell as spark 

plug technical specialist in replace- 





Dealers’ Sons Get Chevrolet Diplomas— 
Fifty-one students, the largest class in the 18-year-old history of the Chevrolet 


Dealer Sons School, receive their diplomas at ceremonies in Detroit. 


Graduates are, 


front row, from left, W. A. Sight, Kansas City; K. O. Shockley, Laredo, Tex.; R. H. Foster, 
Agincourt, Ont.; R. G. Strohl, Fogelsville, Pa.; E. H. Bailey, Newton, la.; B. L. Waples, 
London, England; John Orsborn, Sulphur, Okla.; H. T. Ewald, Detroit; P. G. Para, West 
Memphis, Ark.; H. M. Williams jr., Jackson Heights, N. Y.; C. G. McNaughton, Calgary, 


Alberta. 


Second row: C. B. Merollis, East Detroit, Mich; C. W. Hoffman jr.; Hagers- 


town, Md.; W. H. Brinkman, Escondido, Calif.; J. A. Lee, Forest, Miss.; J. C. Morris, 
Fillmore, Calif.; J. T. Marshall, Claremore, Okla.; T. O. Mclaughlin, school director; 
Vv. D. Bruner, Karens, Tex.; W. A. Tyrrell, Cheyenne, Wyo.; W. F. McDermott, Staten 
Island, N. Y.; C. C. Clements, Mankato, Minn.; E. P. Dearing, Savannah, Ga. Third 
row: Mitchell Muller, Evanston, Ill.; D. C. Gustman, Kaukauna, Wis.; E. J. Schnitz, 
Evanston, Ill.; F. G. Guthrie jr.; Durham, N. C.; R. M. Chace, East Freetown, Mass.; 
J. R. Weiser, Beloit, Wis.; J. W. Hendrickson, Boonville, Ind.; N. R. Woody, Bassett, 
Va.; H. Moomoaw jr., Sugarcreek, O.; C. R. Coler, Norwood, O.; J. T. Lee, Monroeville, 
Ala.; L. E. Karl jr., New Canaan, Conn.; R. L. Jones, Brighton, Colo.; C. E. Brewer, 
Homer, Ill.; C. M. Horner, Lafayette, Ind. Fourth row: J. F. Ramirez, Marysville, Calif.; 
J. P. DeWitt jr., Kingston, Pa.; V. C. Adams jr., Anniston, Ala.; J. H. Gray, Montreal; 
J. A. Pring jr., Spokane; W. R. Watson, Glasgow, Ky.; J. R. Ferris, Camrose, Alberta; 
C. N. Larson, Eveleth, Minn.; H. G. Presley, Pickens, Miss.; H. J. Stock jr., Ferndale, 
Mich.; W. M. Johnson jr., Union, Miss.; D. R. DeGraw, Bloomingdale, N. J.; J. E. Bur- 
ton, lll., Altavista, Va. Absent: Fred Rice, Abilene, Kans. 


special representative for national 
accounts. 

Campbell has been nine years 
with Auto-Lite and Spencer, former 
replacement sales control manager, 
joined the company in 1944. 


* * * 
Antique Auto Museum 


Headed by Anderson 


Arthur J. Anderson jr., Welles- 
ley Hills, Mass., has been elected 
president of the Antique Auto 
Museum, Larz Anderson Park, 
Brookline, Mass. He succeeds 
George E. Felton, Hingham, Mass. 
New vice-president is Edgar Roy, 
West Roxbury, Mass. 

Trustees include Henry A. Clark 
jr., Robert 8. Kilbourne III, Dr. 
Wendell H. Stadle, Edward J. 
Pinney jr., Clark Kendall, Albert 
B. Garganigo, Leonard F. Col- 
pitts, J. Byron Hull, Leo Warila, 
W. Nelson Bump, Robert 8. 
Kretschmar, Sherman L. Whipple 
jr. and Edward Dane. Warren E. 
Collins, and John F.. Groden, were 
reelected treasurer and secretary, 
respectively. 

. 7 * 


Hercules Appoints Brough 


Executive Vice-President 


Walter L. Brough, who has been 
serving as assistant to the president 
since joining the organization two 
years ago, has been promoted to 
the office of executive vice-president 
of Hercules Motors Corp., Can- 
ton, O. 

> ” = 
Peck Joins Price 


J. J. Peck has been appointed 
sales manager of Price Battery 
Corp., Hamburg, Pa. He formerly 
was associated with Standard Oil 
Co. (Ohio). a ie 


Aro Promotes Pair 

Aro Equipment Corp., Bryan O., 
has promoted W. D. Nixon to pur- 
chasing agent for the lubricating 
equipment and air tool divisions. 
He succeeds K. H. Zinsmaster, who 
has been promoted to manager of 
procurement and production plan- 
ning. ee 

” 


Yale Promotes Dean 


To General Sales Manager 


Clyde R. Dean jr., director of ex- 
port sales of Yale materials han- 
dling division, Yale & Towne Mfg. 
Co., has been promoted to general 
sales manager. 

Dean joined the Yale sales organ- 
ization in 1954. 

* * 


AMC Promotes Pursley 


In Business Management 

L. M. Pursley has been promoted 
to national business management 
manager of American Motors 
Corp.’s automotive division. 


ment sales and E. A. Spencer as| Edward L Nicholas was appointed 


assistant manager of the depart- 
ment. Pursley, formerly national 
business management manager of 
Nash division, joined Nash in 1932. 
Nicholas, assistant manager of the 
marketing and analysis department 
since 1953, joined Nash in 1949, 
> * > 


Goodyear Names Lawson 


Parrvyn R. Lawson has been 
placed in charge of Goodyear Tire 
& Rubber Co.’s racing tire divi- 
sion. He succeeds Harry Gooden- 
berger, who was recently 
appointed assistant manager of 
the company’s auto tire sales de- 
partment. 

* * > 


Richter, Ries Appointed 

Max H. Richter jr., New Orleans, 
and George Ries, Cleveland, have 
been appointed sales engineers for 
Peerless pump division, Food Ma- 
chinery & Chemical Corp., Los 
Angeles. 

- > e 


Schmidt Promoted 


John Schmidt has been elected 
sales vice-president for New Plastic 
Corp., Los Angeles. He has been 
with the firm 15 years. 

> . 7 


Hutchinson Is Elected 


Robert L. Hutchinson has been 
elected president of Hutchinson 
Mobile Homes Sales Co., Drayton 
Plains, Mich. He has been associ- 
ated with the firm since its start 
in 1947, and sales manager since 
1951. 

= > > 
Armstrong and Pamerleau 


Appointed by Chevrolet 


Appointments of purchasing 
agents for plants at Cleveland and 
Muncie, Ind., have been announced 
by Chevrolet. 

Earl L. Armstrong becomes head 
of buying at the Powerglide auto- 
matic transmission and pressed 
metals plant at Parma near Cleve- 
land. George Pamerieau takes over 
the same responsibilities at the 
Muncie. plant, 

* * ” 
Firth Appoints Logie 

Firth Sterling, Inc. has an- 
nounced appointment of Robert 
Logie as executive vice-president. 
He also has been elected to the 
board of directors. Logie had been 
National Roll & Foundry Co. presi- 


dent since 1950. 
* * ok 


CIT Promotes Balsley 


William G. Balsley has been ap- 
pointed an assistant vice-president 
of Universal C.1.T. Credit Corp. 
and will head its division in Lan- 
sing. Balsley, who had been sales 
director in the Pittsburgh division, 
has been with the company nearly 
22 years. 
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News to Note... 


Auto World in Brief 





WASHINGTON. 
tract of land near Gaithersburg, 
Md., has been selected as the site 
of the Washington laboratories of 
the National Bureau of Standards, 
according to the Commerce Depart- 
ment. 

New buildings will be planned, 
the department said, to replace 
present research facilities which 
have become inadequate for cur- 
rent needs. The bureau occupied its 
present quarters in 1908. 


3M Cellophane Tape Patent 
Infringed, Court Says 

ST. PAUL, — U. S. District Court 
at New York has upheld Minne- 
sota Mining & Mfg. Co.’s basic cel- 
lophane tape patent. 

Attorneys for 3M said Judge 
Alexander Bicks, sitting in New 
York’s southern district, has filed 
an opinion ruling the 3M patent to 
be valid and infringed by Techni- 
cal Tape Corp., New York. 

* * > 


Deutz Picks Carolina Rep 


NEW YORK. — Appointment of 
Commercial Automotive Corp., Win- 
ston-Salem and Charlotte, N. C., as 
exclusive representative in North 
and South Carolina for Deutz air- 
cooled automotive diesel engines 
has been announced by R., D. Fried- 
lander, general sales manager, of 
Diesel Energy Corp. here. Commer- 
cial Automotive is distributor for 
Diamond T. 


* - * 

New Kentucky Fairgrounds 
Has Auto Show Facilities 

LOUISVILLE. — A five-acre 
roofed and heated exhibition 
building is part of the new $16 
million Kentucky State Fair- 
grounds which opened here this 
year. 


Between fairs, the building 
could be used for auto shows and 
other events. The Fairgrounds 
has parking space for 27,000 cars. 
Lack of parking facilities and 
limited floor space have hampered 
auto show efforts in recent years. 

> 


Yale & Towne to Construct 


New Branch Office on Coast 


PHILADELPHIA.—Yale & Towne 
Mfg. Co. has announced it will con- 
struct a sales and service branch 
for industrial lift trucks in Los 
Angeles. 

Paul R. Minich jr., general sales 
manager of the Yale materials han- 
dling division, predicted a 150 per- 
cent increase in the demand for 
Yale products in California and the 
West in the next 10 years. He said 
Yale would more than double its 
sales and service outlets through 
branch and representative organi- 
zations in the near future. 


Southwest Show Elects 


Braden ’57 President 


DALLAS. — H. B. Braden, head 
of American Parts & Gear Co., 
Dallas, has been elected president 
of the 14th Southwest Automotive 
Show to be held here Apr. 4-7, 1957. 

Other officers are Eric Heyden, 
Fort Worth, first vice-president; 
Joe Owens, Enid, Okla. second 
vice-president; W. A. Frazier Dal- 
las, reelected treasurer, and Helen 
Bumpus, secretary, Dallas. The 13th 
annual show held at Houston had 
an attendance of 16,982 

. . 


Hydraulic Press to Build 


10 Units for Ordnance 


MOUNT GILEAD, O.—American 
Car & Foundry division of ACF 
Industries, Inc., has ordered 10 
H-P-M presses in behalf of the U.S. 
Army Ordnance Corps, according 
to John C. Coonley, president, Hy- 
draulic Press Mfg. Co., a division 
of Koehring Co. 

The presses will make up part of 
two shell lines for the production 
of eight-inch projectiles using the 
hot-cup, cold-draw process, The 
presses range from 1,000 to 3,500 
tons pressure capacity. 


U.S.-Owned Forge Plant 


Purchased by Kaiser 
OAKLAND, Calif. — Kaiser Alu- 

minum & Chemical Corp. has an- 

nounced it has purchased from the 








— A 550-acre! U. S. General Services Administra- 


tion, for $2,900,000 cash, the Erie 
(Pa.) forging plant, which it has 


been operating under lease since 
1954. 


D. A. Rhoades, general manager, 
disclosed a $5 million expansion 
program to increase the plant’s an- 
nual capacity by more than 6,000,- 
000 pounds and broaden the range 
of forgings. Five new presses, a 
new building and supporting equip- 
ment are included in the Erie plant 
expansion program. 

+ * * 


Prentis Wins Top Honor 


In Industrial Management 


NEW YORK.—Henning W. Pren- 
tis jr., board chairman, Armstrong 
Cork Co., Lancaster, Pa., has been 
selected to receive the 1956 Henry 
Laurence Gantt gold medal for “dis- 
tinguished achievement in indus- 





trial management as a service to 
the community.” 

The medal, regarded as the high- 
est award in the field of manage- 
ment, is given jointly each year by 
the American Management Assn. 
and the American Society of Me- 
chanical Engineers. Management 
leaders who have received the 
award in the past include Clarence 
Francis, Paul Hoffman, Lillian M. 
and Frank B, Gilbreth, Charles R. 
Hook, John M. Hancock, Thomas 
E. Millsop, Frank H, Neely and 
Thomas Roy Jones. 

+ = 


* 
Norton Helps Employes 


To Add to Education 


WORCHESTER, Mass.—An edu- 
cational assistance program for 
fulltime employes has been an- 
nounced by Norton Co. 

The program is designed to 
recognize the interest of employes 
in taking additional courses of 
evening study which will provide 
useful background for their jobs or 
prepare them for future respon- 
sibilities. Under the plan, Norton 
Co., will refund 50 percent of the 
tuition, registration and laboratory 
fees, A maximum of $200 may be 
paid to any employe during a 12- 
month period. 





Crimmins Honored at Retirement Party— 


More than 62 representatives of the automotive, finance and advertising fields 
gathered in San Francisco to honor Harry Crimmins, second from right, Lincoln and 
Mercury regional manager, upon his retirement after 34 years of service with Ford 
Motor Co. From left are William H. Stevenson (Lincoln-Mercury-Ford), Hanford, Calif; 
William Beattie (Ford), Monterey; Edward E. Lowrey (Lincoln-Mercury), San Francisco; 
Robert Turner (Ford), Daly City; Crimmins, and Edward M. Boysen (Lincoln), San Fran- 


cisco. 





New Chrysler Sales Setup Gets 18 Zone Managers 


DETROIT.—Eighteen zone man- 
agers have been appointed by 
Chrysler Corp, in the new market- 
ing organization created by the cor- 
poration. 


Each of the zone managers will 
work with present regional of- 
fices in his zone and will be 
responsible for the sales position 
of all cars and trucks in his zone. 

Each regional manager will con- 
tinue selling and be dealer con- 
tact for his particular product — 





H. J. Johnson 


Plymouth, Dodge, DeSoto, Chrysler, 
Imperial and Dodge trucks. 

The new organization, the cor- 
poration said, will direct the mar- 
keting of all its automotive prod- 
ucts, putting special emphasis on 
volume sales of Plymouth. 

Following is a list of the new ap- 
pointments: 


Edward VY. Howe, Cincinnati 
zone manager, has been central 
zone sales manager for Dodge 
with headquarters in Cincinnati, 
since August, 1954, Howe entered 
the automotive field in 1927 and 
joined Dodge in 1934 in the dis- 
tribution department. 

Charles E, Sumrall, who joined 


S. L. Noble 





J. E. Murphy 
the corporation in 1948 as a district 
sales manager for Dodge, is. the 
new Detroit zone manager. He has 
been central zone sales manager for 
Chrysler division since March, 1955. 


C. R. Curtan jr., Kansas City zone 
manager, joined Chrysler Corp. in 
1946 as a district manager in 
Omaha. He has been sales manager 
of Chrysler division since 1953. 

Stephen C. Ransom has been ap- 
pointed Atlanta zone manager. Ran- 
som, who joined the corporation in 


Ford to Expand Plant 


At Green Island, N. Y. 


ALBANY.—Ford Motor Co., has 
announced plans to construct a 36,- 
000 square-foot addition to its 
Green Island plant. The addition 
will increase manufacturing and 
office space and will improve manu- 
facturing and warehouse opera- 
tions. 


8. C. Mitchell 


1947 as a district manager in|City regional manager for Dodge.| Dodge in 1950, is the new zone 
Raleigh, N. C., has been Midwest|He joined the corporation in 1946.| manager for Los Angeles. He has 





\e hy 


R. B. McCurry jr. D. H. Copeland 


zone manager since last April with 
headquarters in Chicago. 

Timothy L. McManus, Syracuse 
zone manager, has been DeSoto re- 
gional manager in Detroit since last 
June. He joined the company as 
assistant advertising manager for 
DeSoto in 1945. 


Harry L. Corley jr., who joined 








R. J. MeGovern 


F. K. Dell 


the company in 1949 as a subur- 
ban district manager for the St. 
Louis region, is the new Phila- 
delphia zone manager. He has 
been Dodge regional manager in 
Philadelphia since 1955. 


Joseph A. Doherty, Minneapolis 
zone manager, has been Kansas 


Industry Urged 
To Improve Its 
Public Relations 


CHICAGO.—If industry is to be- 
come an effective voice on social 
and political matters, it must con- 
vince the public that it has a sense 
of responsibility, according to John 
L. McCaffrey, chairman of Inter- 
national Harvester. 


McCaffrey was addressing the 
public relations session of the 36th 
annual meeting of the American 
Petroleum Institute. 

Declaring that the public was 
convinced that industry makes 
good products, he said that a com- 
pletely favorable image of industry 
can only be created if industry 
proves that it has a sense of 
responsibility toward ownership, 
employes, customers and the com- 
munity. 

He said that the image industry 
has now created of efficiency and 
power is of no particular value in 
combating “creeping socialism” and 
unfair taxation. 

In another speech, Howard F reas, 
an ICC commissioner, proposed a 
study to improve America’s trans- 
portation facilities, even though 
they are the best in the world. 





William H. Kough has been ap- 
pointed zone manager in Charlotte, 
N. C. Kough, who joined the com- 
pany in 1952 as a district manager 


for Chrysler in New York, has been | 





R. G. Roth 


W. J. Moran 


regional manager for Chrysler in 
Washington, D. C., since 1955. 

William J. Moran, Boston zone 
manager, has been New York re- 
gional manager for DeSoto since 
last May. He joined Chrysler Corp. 
in 1942 in the planning department 
at the Dodge-Chicago plant, 

Richard G, Roth, who joined 
the corporation in 1934 as a dis- 
trict manager for Plymouth, is 
the new zone manager in Chicago. 
He has been Midwest zone mana- 
ger for DeSoto with headquarters 
in Chicago, 

Fred K. Dell, St. Louis zone man- 









é a 
W. H. Kough J. A. Doherty 
ager, joined the corporation in 1949 
as district manager for Chrysler 
division in Oil City, Pa. He has 
been regional manager for Chrysler 
division at Los Angeles since 1955. 
Raymond J. McGovern has been 
appointed Pittsburgh zone manager. 
He joined the company in 1954 as 
a member of the staff of C. L. 
Jacobson, dealer-relations vice- 
president. At the time of his latest 






MeManus— 


H. L. Corley jr. 


T. L. 


appointment, he was director of 
markets for the corporation. 

David H. Copeland, Portland 
(Ore.) zone manager, has been 
Western zone manager for DeSoto 
since 1955. He joined the corpora- 
tion in 1949 as DeSoto district _man- 
ager in the Denver region. 

Robert B, McCurry jr., who joined 








been Los Angeles regional manager 
for Dodge. 

Sam Clark Mitchell has been 
appointed San Francisco zone 
manager. He joined Chrysler 
Corp. in 1947 and his most recent 
assignment has been Western 
sales manager for Chrysler divi- 
sion at San Francisco. 

James E. Murphy, New York 
zone manager, has been Eastern 
zone manager for Dodge since 1955. 
He joined the corporation in 1947 





im 
E. V. Howe 


as a Dodge district manager-in- 
training for the Pittsburgh region. 

H. Jones Johnson, who joined the 
corporation in 1947 as district man- 
ager of DeSoto in the Atlanta 
region, is the new zone manager 
for Memphis. He has been Chrysler 
regional manager in Philadelphia 
since 1955. 

Stephen L. Noble, Dallas zone 
manager, has been Dallas regional 
manager for Dodge since last Feb- 
ruary. He joined the corporation 
in 1946 as a district manager for 
DeSoto in Detroit. 





C. E. Sumrall 


Insurance Victory 
Fails to Excite 


Indiana Dealers 


MICHIGAN CITY, Ind. — An In- 
diana Supreme Court ruling which 
allows auto dealers to become in- 
surance agents, if qualified, was 
greeted with mixed feelings by 
Michigan City dealers. 

Several said they would not con- 
sider it because “it was just another 
headache.” 

G. W. Enyeart, Enyeart Chevro- 
let, rejected the idea on principle, 
indicating he sees no reason to in- 
fringe on the business of local 
agents. 

Only one dealer queried said he 
definitely is planning to sell auto 
insurance. Many said there proba- 
bly would not be too much profit 
in this direction, and that the added 
nuisance was just not worth the 
effort involved. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 








Week Week Output, Jan. 1 Jan. 1 
Ended Same Ended Novem- To To 
Nov. 24, Week, Nov. 17, r, Nov. 26, Nov. 24, 
1956 1955** 1956* To Date 1955** 1956 
AMERICAN MOTORS.. .......... 2,589 517 3,555 144,813 91,466 
RENEE: <cusuwevbiedetoridesiseves assdevesses 1,111 27 196 23,929 6,549 
EE A hones des tcevurwentvanietibn« xcesseves 370 119 814 46,353 
IIE «ax caeaparedieeiicsmabe  -weliyeneil 1,108 371 2,545 74,531 69,071 
CHRYSLER CORP.) .... 21,450 27,923 23,186 74,356 1,223,555 736,989 
re 2,550 3,237 2,746 8,046 158,832 91,157 
ED cicbetoverdacensebene 2,750 2,377 3,415 10,120 116,989 87,463 
NEED oxvevevocesecvecssenssesseoes 6,600 5,577 4,768 18,108 282,073 173,354 
EL: Seduvevseevevvessseuse 9,550 16,732 12,257 38,082 665,661 385,015 
FORD MOTOR .............. 36,950 40,449 43,112 140,505 2,024,346 1,437,877 
Continental ........ ee 60 6 41 821 1,256 
Ford . 31,700 32,729 36,803 122,481 1,590,653 1,182,504 | 
eS 750 875 824 2,741 34,912 41,998 
SEE cc csenccecesesevevese 4,500 6,785 5,479 15,242 397,960 212,119 
GENERAL MOTORS .. 65,608 77,370 66,145 217,853 3,600,545 2,716,067 | 
Buick . 12,700 14,151 10,056 33,462 701,176 470,413 
Cadillac .... eo 2,500 3,016 1,771 6,086 136,064 122,261 
Chevrolet .. 82,900 35,539 37,921 123,983 1,648,457 1,444,545 | 
Oldsmobile ......... 8,908 12,627 8,685 27,904 580,770 381,172 
a 12,037 7,712 26,418 534,078 297,676 
S-P CORP. ........ 2,063 3,458 2,649 9,190 160,567 85,951 
Packard 1,175 63,084 13,289 
Studebaker 2,063 2,283 2,649 9,190 97,483 72,662 
Total Cars, U. S. 126,071 151,789 135,609 445,459 7,159,625 5,068,350 














*Revised. 


**Totals for 1955 include Kaiser-Willys production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 


























Week Week Output, Jan. 1 Jan. 1 
Ended Same Ended Novem- To To 
Nov. 24, Week, Nov. 17, ber, Nov. 26, Nov. 24, 
1956 1955* 1956* To Date 1955* 1956 
CHEVROLET 5,600 6,765 6,972 22,433 364,151 317,455 
DIAMOND T . 60 69 84 290 4,818 4,698 
SII cicilaGasduekedbionssuvceastbeen 48 80 60 116 3,369 3,209 
DODGE 1,550 1,231 1,500 5,572 89,520 80,962 
FORD 4,750 6,606 5,606 18,107 337,266 273,622 
GMC ecm 1,743 1,881 6,032 92,776 83,068 
INTERNATIONAL 2,376 2,535 2,818 7,713 114,209 121,866 
MACK . 320 358 386 1,029 13,539 16,887 
REO .. ancients 65 58 55 244 4,876 3,555 
STUDEBAKER .............. 234 466 225 847 16,336 12,717 
a ccna 303 276 286 1,003 14,889 15,777 
RN cack eialag 1,350 1,246 1,550 4,906 70,441 57,371 
MISCELLANEOUS*** 36 48 139 3,212 2,077 
Total Trucks, U. S..... 18,192 21,513 21,471 68,431 1,129,402 993,264 
Total Cars, Trucks, 
— 144,263 173,302 157,080 513,890 8,289,027 6,061,614 
Total Cars, Trucks, 
Canada . . 10,250 7,147 10,257 31,583 419,030 419,856 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....154,513 180,449 167,337 545,473 8,708,057 6,481,470 
*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 


Drive, Federal, etc. 
N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals. 





Ainsworth Mfg. Co., Detroit, re- 
ported third-quarter sales of $3,011,- 
383, some 51 percent below the cor- 
responding 1955 period. The period 
resulted in a loss of $394,022 com- 
pared with a loss of $77,460 in the 
third quarter last year. The com- 
pany’s nine-month loss, after a tax 
carryback, was $308,830, compared 
with a profit of $285,454 in the like 
period of 1955. 

* * + 


3-M Sales and Earnings 


Climb Above °55 Levels 


Minnesota Mining & Mfg. Co. re- 
ported nine-month sales of $235,948, 
905, up 16 percent from the corre- 
sponding 1955 period. Earnings were 





Orlando Dealers 
Elect McKellar 


ORLANDO, Fla. — J. C. McKel- 
lar jr. (Cadillac) has been elected 
President of the Orlando Automo- 
bile and Truck Dealers Assn. 

Other officers are: Vice- 
President, Grady Chance (Buick); 
treasurer, Roy Beatty (Stude- 
baker), and executive secretary, L. 
W. Zoller. 


On the Financial Front 








$26,986,398 compared with $24,685,- 
380 


Third-quarter sales were $81,453,- 
319, up 14 percent, and earnings 
were $9,315,631 compared with $8,- 
904,112. 


* 7” * 
General Acceptance Sets 


Sales, Earnings Records 


Volume and net income of Gen- 
eral Acceptance Corp. established 
alltime highs in the first nine 
| months of 1956, according to F. R. 
Wills, president. 

Income was $1,486,539, up 26 per- 
cent from the previous record set 
in the first nine months of 1956, and 
volume was $139,422,265, a gain of 
28 percent over the corresponding 
period of 1955, also the previous 
record. 


* * * 
| Dover Sales, Earnings Up 
For Quarter, 9 Months 


| Dover Corp.’s sales for the first 
|nine months of 1956 totalled $21,- 
916,786, compared with $19,682,657 
| for the corresponding period of 
1955. Earnings were $1,971,172, com- 
pared with $1,751,486 a year earlier. 

Third-quarter sales were $7,937,- 
368, up from $7,442,869, and earn- 
ings were $733,155 against $680,851. 
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Weekly Rate Off Only 7%... 





Saturday Work Bars 
Car Output Slash 


(Continued from Page 1) 


last week to make up for the holi- | 


15,846 | day loss and finished the week with 


2,500 completions. The previous | 
week saw the division turn out 1,771 | 
units. | 
Chevrolet turned out 32,900 cars 
last week for a 4,979-unit drop 
from the earlier week’s 37,921 
units. 


Chrysler Corp. also held close to | 


45 


on Saturady and turned out 31,700 
cars, compared with 36,803 the 





| previous week, 


Mercury was down from 5,479 to 


4,500 units, and Lincoln off from 824 


to 750. 


* * x 


eee also working only 
a four-day week, assembled 2,- 


| 063 cars last week, compared with 


2,649 a week earlier. 
American Motors was still out of 


Plymouth dropped from 12,257 to 9,-| production last week due to a strike 


550. 

Ford Motor Co., with its Conti- 
nental division concentrating on 
Lincoln hardtop production and 
its Lincoln and Mercury divisions 
on a four-day schedule, turned 


out 36,950 cars last week, com- | 


pared with 43,112 a week earlier, 
Ford division, which continues to 





at Houdaille Industries, Inc. The 
Chicago company supplies bumpers 


| for AMC cars. 


Truck manufacturers turned 
out 18,192 units last week, com- 
pared with 21,471 a week earlier. 


Car-Truck operations in Canada 
last week produced 10,250 vehicles 


|last week. The previous week saw 


its previous week’s level as it as- hang on the heels of Chevrolet,|the Canadian manufacturers turn 


pared with 23,186 units a week) 
earlier. 
: * m | 
ODGE was the only corporation | 
division to show an increase. It 
turned out 6,600 cars last week, 
compared with 4,768 a week earlier. 
Dodge and Chrysler divisions both 
worked Saturday. The latter turned 
out 2,550 cars last week, compared 
with 2,746 a week earlier. 

DeSoto and Plymouth each 
worked four days last week and 
both dropped appreciably from the} 
previous five days. DeSoto assem- | 
bled 2,750 cars last week, compared | 
with 3,415 a week earlier, while 





| 
| 


Proposed Tax 
On Autos in Wis. 
Blasted by AAA 


MADISON, Wis. A Wisconsin 
proposal to allow local governments 
to tax automobiles at 2.5 percent of | 
their value has been attacked by| 
the American Automobile Assn. as| 
“unreasonable, unsound and un-| 
fair.” 

The proposal, made by the State | 
Committee on Revenue Sources, 
must be approved by the group be-| 
fore it is submitted to the Legisla- | 
ture. | 

The AAA said the proposed tax) 
would violate all previously ac- 
cepted precepts of equitable taxa- 
tion. 

The proposal would permit local 
governments to ask the State to 
collect the tax when residents of 
its area buy license plates. The 
money would be used to relieve} 
some of the burden on property| 
owners, 


Buffalo Show Sets 


Fashion Parade 
BUFFALO. — Fashion—in clothes | 


jand in cars — will be the theme | 


of the Buffalo Automobile Sh ow! 


|which is scheduled for Jan. 5-12 in| 


Masten Ave. Armory. 
Each evening and Sunday after- 


|/noon, 80 models will display the| 


latest spring attire for the ladies 
from 18 to 80. A makeup con- 
sultant will be on hand, and each 
evening a professional model's 
makeup Ikrit will be awarded. 
There will be an unobstructed 
view of the fashion show. Models 
will promenade on a runway ex- 
tending the length of the armory. 





Utah Dealers Legislators 

SALT LAKE CITY. — Two Utah 
automobile dealers have been 
elected to the legislature. They are | 
Orval Hafen (Ford), St. George, | 
Senate, 
(Buick), Bountiful, House of Repre- | 
sentatives, 








Goodyear to Cut Prices 


Of Premium Nylon Tires 


AKRON. — Goodyear Tire & 
Rubber Co. has notified its divi- 
sional and district sales organiza- 
tions that consumer prices on 
premium nylon tires will be re- 
duced around the first of the 
year. 

The reductions will vary as to 
types and sizes and will include 
both car and truck tires. In the 
car field, the decreases will cover 
both 14 and 15-inch sizes and 
tube and tubeless varieties, Origi- 
nal equipment lines and prices 
will not be affected. 








| sembled 21,450 cars last week, com-| Worked all except one of its piants’ out 12,257 units. 





Many Buyers ‘Undecided’ 





Magazine Survey Shows 13% of ’57 Prospects 
Open-Minded About Make 


NEW YORK.—More than 13 per- | 
cent of auto owners who intend to| 


buy another within a year are un- 
decided as to what make they 
want, according to a survey con- 
ducted by Sports Afield magazine. 

As a matter of fact, “unde- 
cided” ranks third—after Chevro-. 
let and Ford, tied in a dead heat 
at 18.4 percent. 


The magazine said that 31.9 per- 


|cent of those answering the ques- 
| tionnaire 
|year, 67.9 percent do not and .2 
| Percent are undecided. 


intend to buy within a 


The majority, 29.7 percent, own 
1955 models, followed by 1954 
models, 15.3 percent, and 1956 
models, 15.2 percent. 

Color preference leaned to 
tone (33.5 percent), with 20 per- 
cent sticking to solid color choices. 
But again, leaving a large number 
of open-minded prospects for sales- 
men to work on, “undecided” was 
third with 12.2 percent. 

Replacement spark plugs was 
the only category where auto 
dealers were specifically men- 
tioned in the survey and they 
ranked second in preference of 
point of purchase. 

Gas stations edged out dealers by 
a paper-thin margin—36.9 to 36.5 
percent — in preference of spark 
plug buyers. 

Another factor apparent in the 
survey was lack of knowledge of 
brand names in buying certain 


|types of replacements. 


For instance, 16.6 percent of the 
car owners were not aware of the 
brand of spark plugs they used, 3.5 


| percent didn’t know what brand of 
|tires they bought, 32.9 percent 


didn’t know what kind of radiator 
cleaner they used, 41.9 percent of 
those who bought batteries did not 
specify brand name and 38.1 per- 
cent were unaware of the name of 
their oil filter. 

Chevrolet led with 23 percent in 
makes owned by those who an- 
swered. Ford was second with 19.6 
percent; Buick, 8.1 percent; Olds- 
mobile, 8 percent; 
percent; Pontiac, 63 percent; 
Dodge, 5.1 percent; Mercury, 4 per- 
cent; Chrysler, 3.2 percent; Nash, 
2.8 percent; Studebaker, 2.7 per- 
cent; Cadillac, 2.2 percent; DeSoto, 
2 percent; Packard, 1.6 percent; 


Willys, 1.2 percent, and all others, | 


2.6 percent. 


The majority, 50.3 percent, re- 





and Finley F. Wilkinson| ~~ 
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two-| 


Plymouth, 7.6) 


ported that they drive four-door 
sedans but the popularity of the 
station wagon was reflected in its 
choice as third with 14.2 percent. 
Two-door sedans were second 
with 19.6 percent. 

To a question about yearly mile- 
age, 38.5 percent reported that they 
drive between 10,000 and 15,000 
miles annually, and 57.7 percent 


said this driving was for non- 


business purposes. 


BBB Plans Action 
To Guard Buyers 
In Chicago Area 


CHICAGO.—Plans for new action 
against automobile dealers and fi- 
nance companies who seek to take 
advantage of the consumer have 
been outlined at the Chicago Better 
Business Bureau’s annual dinner 
meeting. 

James F. Tobin, president, Wie- 


| boldt Stores, Inc., who was elected 


chairman of the bureau, said it 


| is his intention to “continue to build 
| the confidence of legitimate busi- 


ness and the general public in the 
activities of the bureau.” 


Gordon M. Metcalf, Chicago group 
manager of Sears Roebuck & Co., 
retiring chairman of the bureau, 
announced plans to insure more 
accuracy in comparative pricing 


| methods of advertising and selling. 


He also said the Chicago bureau 
is now second largest in the nation. 

Approximately 1,000 members 
attended the meeting and heard 
talks by John S. Knight, editor and 
publisher, Chicago Daily News, and 
members of his staff. 





New Attractions Feature 


Ford Christmas Fantasy 


DEARBORN. — The fourth 
annual Ford Rotunda Christmas 
Fantasy was opened last week. 
Last year the Fantasy attracted 
636,000 adults and children. 

Among the attractions this year 
is a life-sized nativity scene, a 
barn dance by animated charac- 
ters, a merry-go-round with toy 
tractors hitched to the reindeer 
and a display of fairy tale char- 
acters. 








The new building of Canon Motor Co. (Pontiac), Opelika, Ala., is of all-metal con- 
struction and has a total floor space of 10,825 square feet. The firm's 5,500-square- 
foot service department features 14 stalls, each with its own door. The dealership is 


operated by Dave W. Canon. 








Dealers 
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Tell Me 


(Continued from Page 3) 


have to have the complete dealer- 
ship, and when you have the com- 
plete dealership, your operating 
costs are going to be $300-$400-$500 
or $600 per new car sold. The cost 
of those new cars then, is not the 
invoice price, but the invoice price 
plus these expenses. Your profit 
comes after that, if you want any. 


“You can figure your own costs, 
which will range from 8 percent 
to 16 percent of sales, The 
national average last year was 
12.1 percent. I might say that 
very few dealers are going to be 
able to get their cost down as low 
as 8 percent of sales. 

“Here is another thing that is 
surprising if you take the trouble 
to analyze the total expenses 
columns of the operating averages 
put out by NADA. These averages 
prove conclusively that there is very 
little difference in the operating 
expense per sales dollar of a 100- 
car dealer and that of a 700-car 
dealer. 


“The expenses last year of the 
100-car dealer was 12.4 percent as 
against the 700-car dealer of 11.3 
percent. This proves to me beyond 
the shadow of a doubt that you 
can’t get your expenses down very 
much through a high colume oper- 
ation. 


* * * 


And Volume? 


‘I KNOW a dealer in my state who | 
last year sold a little more than 
200 new units yet he made three 
times more net profit than did 
another dealer in that state 
handling the same make of car, 
that sold over 2000 new units. 

“Increased volume without a 
proportionate increase in net 
profit is the most devastating, dis- 
astrous, thing that has 
ever been allowed to be perpe- 
trated upon this industry. 

“When the time comes, as it ap- 
parently will now, that 40,000 deal- 
ers in America, representing the 
largest industry and operating in 
the greatest era of prosperity the 
world has ever known, and selling 
the most wanted product that 
human beings have ever desired, 
when that time comes that these 
men under those conditions, are 
forced to operate at a loss—there 
is something wrong in this indus- 
try, and it’s high time we did some- 
thing about it. 

“It is about time that we auto- 
mobile dealers take a look at our 
business. We have more to lose 
than at any time in our existence. 
Many dealers have fabulous for- 
tunes invested in this business. Be- 
fore the war it didn’t make much 
difference — most dealers didn’t 
have much wealth anyway. 

“God forbid that we get back to 
where we were then, but for the 
last three years we have been head- 
ing that way and unless we do 
something about it individually and 
collectively, many of us are going 
to be there before we know it. In 
all history of this industry, wher- 
ever dealers have become insolvent, 
the disaster has been accompanied 
by, if not causd by, excessive over- 
all allowances and big discounts 
coupled with too much volume in 
relation to potential. 

> 


Profit Comes First 


“SF WE are to be a success in this 

business we must first of all 
realize that the business of business 
is profit, and the first main objec- 
tive of this business is not the reg- 
istrations, but the profit we can 
make out of a deal. 

“What difference does it make 
te you just where your company 
is saleswise if you are going to 
go broke in the rundown? 

“What difference does it make if 
the factory cancels your contract? 
I doubt that they are going to do 
that. anyway, because in a lot of 
cases, it would leave an open point 
for them. 

“What difference does it make to 
you if your competitor beats you 
out of a deal upon which you could 
not have made any money any- 
way? The business of business is 
profit—let’s not ever forget it. 

“In recent years there has de- 
veloped in this industry a new 
theory in which the proponents be- 
lieve, or say they believe, that a 





dealer who has reached his break- 
even point, or had enough profit 
made so far that month to pay his 
monthly expenses, can and should 
be willing to take a deal that might 
have no more than $50 to $100 gross 
profit. 

“If this theory is practical for the 
automobile dealer, then it must be 
practical for every sales and manu- 
facturing company in America— 
and we should see some automobile 
manufacturers cutting the price of 
their cars after the 15th of each 
month—as much as $400 and $500. 

“Furthermore, based on this teo- 
ory, our employes should, at any 
time in the month, after having 


Skillman Given 
S-P Sales Post 


SOUTH BEND.—Sydney A. Skill- 
man has been appointed assistant 
general sales manager for both 
Studebaker and 
Packard market- 
ing activities, 
according to Carl 
K. Revelle, gen- 
eral sales mana- 
ger. 

Skillman, who 
has held various 
field marketing 
positions with 
Studebaker since 
1927, has been 
New York zone 
sales manager. In his new position 
he will be in charge of zone and 
field sales organizations. 

The announcement followed 
closely upon completion of the pro- 
gram to combine the 20 field zone 
sales offices to handle both Stude- 
baker‘ and Packard marketing 
activities and dealer contacts. 





S. A. Skillman 


earned enough money to pay their 
necessary living expenses, be will- 
ing to take a 75 percent pay cut for 
the balance of the month and con- 
tinue to do so each and every 
month thereafter. The same would 
be applied also to the insurance 
people, the utility companies, and 
the landlord. 

“This seems silly, doesn’t it? But 
we have had people in this indus- 
try going up and down the country 
advising the automobile dealer that 
he can do this and make money. 
How stupid do you suppose some 
people think we are? 


* * + 


Costs Don’t Vary 
- OUR selling and operating 
costs are $500 per car the first 
of the monthy, they are the same 
the last of the month, and if they 
were not, would that be any reason 
why we should sell our merchandise 
below cost? What in heaven’s name 
are we in this business for any- 
way? 

“Automobile dealers of America 
for the last three years had been 
participating in the greatest 
wholesale giveaway program of 
modern times. You can do what 
you want to do, but as for me, I 
want to tell you that in Vin- 
cennes, I have 24 years of toil, 
sweat, tears and heartaches in- 
vested in my business, and so 
long as God Almighty gives me 
the mental capacity to think and 
the physical power to carry out 
my thinking, I am not going to 
give that business piece-meal to 
my customers, to my factory, or 
to anyone else. 

“You know what I think should 
be done, starting immediately: We 
should get those new-car invoices 
out, then figure up our total ex- 
penses, selling, operating and all 
others. 

“Then we should add this $400, 
$500 or $600 to each of these in- 
voices in order to get our total cost 
on each unit. Then we should re- 
solve that we are going to sell those 
cars at a profit. It can be done.” 


Auto Production Lag Cuts 
September Tire Shipments 


NEW YORK. — Manufacturers’ 
shipments of passenger car tires 
during September amounted to 
5,758,068, a drop of 22.08 percent 
from 7,389,440 shipped in August, 
according to the Rubber Manufac- 
turers Assn. 

The lower number of deliveries 
was due to a falling off of orders 
from auto manufacturers, the as- 
sociation said. 

September production was 6,647,- 
096, a decrease of 3.62 percent below 
August, when 6,896,602 units were 
made. 

Manufacturer inventories on Sept. 
30 were 14,468,133 tires, or 6.56 per- 
cent over August stocks of 
13,577,531. 

Shipments of truck and bus tires 
in September were 1,194,076. This 
was 4.79 percent below August ship- 
ments of 1,254,141 units. 

Truck and bus tire production for 
September was 1,152,968 units, com- 
pared with 1,153,456 in August. 
Month-end inventories were 3,179,- 
927 tires, 1.15 percent lower than 
the 3,216,949 tires on hand at the 
end of August. 

Inner tube shipments for Sep- 





Plaudits for Welk— 


Arnold Thomson, advertising manager 
of Dodge, which sponsors “The Lawrence 
Welk Show,” accepts the Christopher 
Award presented to Jim Hobson, director 
of the Welk show, from Fr. James Keller, 
founder of the Christophers. 


tember were 2,777,050. This was a 

decrease of 15.71 percent from 

August’s total of 3,294,723 tubes. 

Production dropped from 2,795,- 

= tubes to 2,773,470 in Septem- 
r. 

However, inner tube inventories 
were higher at the end of Septem- 
ber, 6,056,035 as compared to 5,961,- 
791 at the end of August. 


Dealers Report 
Orders Pile Up 
For Oldsmobile 


LANSING. — Oldsmobile dealers 
have reported an extremely enthus- 
iastic public acceptance of the 1957 
models and the greatest number of 
new-car orders since the auto short- 
age after Wold War II, according to 
V. H. Sutherlen, Oldsmobile general 
sales manager. 

Production schedules are acceler- 
ating to meet this demand, he said. 
“Oldsmobile’s complete model 
change in 1957, incorporating new 
styling and engineering advances, 
has been responsible for this un- 
precedented reception,” Sutherlen 
said. “Some dealers have kept their 
showrooms open until midnight in 
order to accommodate the public.” 

Singled out for particular praise 
by the public, according to dealer 
reports reaching Sutherlen, have 
been Oldsmobile’s 1957 styling 
motif, with sculptured rear fenders, 
contrasting accent stripe, twin 
strut rear windows and the sky-line 
roof beading that extends into the 
rear deck. 

“A great deal of customer interest 
is centered on the ride, handling 
and performance of the 1957 Olds- 
mobile,” he said. “This is a result 
of Oldsmobile’s engineering tests on 
suspension, stability of the chassis 
and teaming up of the 1957 T-400 
‘Rocket’ engine with Jetaway 
Hydra-Matic Drive. 

“The outlook for Oldsmobile is 
very optimistic and we are counting 
on an even greater share of the 
new-car market in 1957,” Sutherlen 
said. 
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WANT AD DEPT 


New Car 


Sales Manager 
$10,000 to $12,000 per year 


Experience as new car man- 
ager with the desire to become 
manager. Salesmen with ability 
and experience considered. 
Large Ford volume operation 
located in the Philadelphia 
area. Please attach complete 
resume and photo. 


Box 6608, c/o Automotive 
News, Detroit 26. 


SALES MANAGER—WE NEED man capa- 
ble of hiring and training salesmen, neat 
clother, with knowledge of used-car val- 
ues. Excellent opportunity and advance- 
ment with one of Chicago’s largest Ford 
dealers. Box 6627, c/o Automotive News, 
Detroit 26. 


NASH DEALER IN BALTIMORE-Wash- 


ington area needs parts manager. Salary | 


$100 plus commission, Advise experience, 
references, etc. Immediate opening. Box 
6611, c/o Automotive News, Detroit 26. 





Wanted to Employ! 


Good, experienced car and truck daily rental 
and car and truck leasing personnel. This is 
an excellent opportunity for the right men. 
We operate in nine Texas cities and would 
operate in more if we had the personnel. 
The opportunities are great, the training con- 
cise and concentrated. 

If you want to get into a fast growing busi- 
ness, give us your complete educational back- 
ground, business background, personal ref- 
erences and a current photograph. 


EARL HAYES RENTS CARS 


AND TRUCKS 
A Corporation 


709 E. Jefferson Ave. Dallas 8, Texas 


SALESMEN 


Young men with ambition and 
ability to sell automobiles in 
large Ford volume operation. 
Should have desire to advance 
to sales manager or manager. 
Our wash-out plan can earn 
from $750 to $1,500 per month 
if willing to work. Automobile 
experience helpful but other 
sales experience considered. 


Located in the Philadelphia 
area. Please attach complete 
resume and photo. 


Box 6610, c/o Automotive 
News, Detroit 26. 


ARE YOU THE MAN WE ARE 
SEEKING? 


QUALIFICATIONS: Proven ability to sell busi- 
ness aircraft. Capable of taking full charge 
of our aircraft sales department. Able to de- 
velop salesmen into real producers. Experi- 
ence in sales promotion. We offer the com- 
bination of the finest line of business aircraft 
and the fastest growing state in the nation. 
Establish your family in the healthful, year- 
round outdoor living in the “Valley of the 
Sun."" Salary and worth-while incentive plan 
for the right man. Send your experience, 
qualifications and references. 


SUN VALLEY AIR SERVICE, INC. 
Phoenix, Arizona 
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use of a box number. Replies to 


unopened. Display ads: $12.30 per 


Contract 


2666 PENOBSCOT BUILDING, 
tha 


HELP WANTED 


MANAGER 
$20,000 to $25,000 per year 


Must be young, aggressive and 
with ability to spark a com- 
plete organization. Previous ex- 
perience as sales manager 
with knowledge of used cars 
necessary. Large Ford volume 
operation, located in the Phila- 
delphia area. Applications held 
confidential. Please attach com- 
plete resume and photo. 


Box 6609, c/o Automotive 
News, Detroit 26. 


| HERE IS AN OPPORTUNITY for some- 


one who is an experienced general man- 
ager to have part ownership. You should 
have approximately $20,000 to invest, 
representing % interest. Balance can be 
bought in 10 years. Must be willing to 
go anywhere. Box 6639, c/o Automotive 
News, Detroit 26. 


| SALESMEN—LOOKING for an opportunity 


to advance? We have openings for ag- 
gressive, well qualified, pilot-salesmen 
with experience. Your chance to sel! the 
finest line of business aircraft. Good op- 
portunity for advancement. Sun Valley 
Air Service, Inc., Sky Harbor Airport, 
Phoenix, Arizona. Phone Bridge 5-5408. 


GENERAL MANAGER, Large Chicago vol- 
ume Ford dealer offers exceptional op- 
portunity for ambitious, thoroughly 
experienced manager, Must have proven 
record of automobile merchandising and 
Management, be capable of directing 
large sales organization, selling new cars 
in volume, have a thorough knowledge of 
used-car merchandising and market con- 
ditions, and be able to handle service 
management problems. This is a _ top- 
flight job for a top-flight man, Salary 
open. Write, giving full personal and 
business data and record of past experi- 
ence. All replies confidential. Box 6612, 
c/o Automotive News, Detroit 26. 


Used Car 
Sales Manager 
$10,000 to $12,000 per year 


Young aggressive person with 
knowledge of the value of used 
cars and ability to handle sales 
personnel and who wishes to 
advance to manager. Salesmen 
with ability and experience con- 
sidered. For large Ford volume 
operation located in the Phila- 
delphia area. 


Please attach complete resume 
and photo. 


Box 6607, c/o Automotive 
News, Detroit 26. 


COMPLETE PROTECTION 
GIVEN AUTOMOTIVE 
NEWS’ READERS 


Automotive News will not di- 
vulge the name of any classified 
advertiser using a box number, 
For our readers who wish to 
protect their identity when an- 
swering box number ads, we sug- 
gest you send your replies direct 
to Classified Manager, Automo- 
tive News. Enclose a note listing 
the concerns which you would 
not want your letter to reach. 
Your reply will be destroyed if 
the advertiser is one- you have 
mentioned; otherwise it will be 
forwarded immediately to the 
advertiser. 
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he HELP WANTED DEALERSHIPS AVAILABLE DEALER SERVICES CARS WANTED MISCELLANEOUS 
WANTED—SALES MANAGER, age 35 to| roR SsALE—DEALERSHIP handling Lin- PIERCE-ARROWS, Any condition; if you 
45, married, Ford sales management ae coln-Mercury, Located in very industrial have previously answered and you still| TRUCK AND CAR SIGNS made easy 
rience, capable of hiring, training an town with a population of 16,000. Sales have cars for sale, send information and| with plastic letters. Metal, wood and 
supervising sales organization for dealer- department averages approximately 150 photographs, Several more will be pur- masonite letters also, Brass_ stencils. 





ship with 275 passenger car and 150 
truck annual potential. Ideal living con- 
ditions in prosperous southern Oregon 
community. Exceptional salary and bonus 
arrangement for qualified man. Include 
compiete resume of experience and pic- 
ture with application. Interview will be 
arranged for selected applicants. Bell 


Motors, Inc., Grants Pass, Ore. 





to 200 new cars per year. Owner will help 
finance. All replies are strictly confiden- 
tial. Box 6634, c/o Automotive News, 
Detroit 26. 





DEALERSHIP HANDLING FORD within 


100 miles N, Y. Over $500,000 volume 
last year. Complete shop—$30,000 cash 
required. Will lease. Box 6635, c/o Auto- 
motive News, Detroit 26. 








| 
} 
| 
| 


DEALERSHIP HANDLING DeSoto-Plym- 


outh. Located in thriving industrial and 
agricultural section in Muskingum Valley. 
Only Chrysler products dealer in county. 
Will lease or sell very reasonably due to 
owner's illness. 100 car potential, Samuel 
Pailet, Athens, Ohio. Route 2. 





HANDLING ‘CHRYSLER-PLYMOUTH,. Al- 


most new building, 25 acres land, fish 
pond and log cabin. Located on US high- 


EVERYBODY IS TALKING 
ABOUT IT! 


“USED CARS— 
A GOLD MINE" 
by ERIC CASSIRER 


A Treasury of Tested Ideas 
on Selling Used Cars... 


Written in straight forward talk by a 





chased. H,. Reeves, 1300 West Concord, 


Orlando, Fila. 


CARS FOR SALE 





1948 LINCOLN CONTINENTAL coupe. 


Mint condition. Picture on request, $2,000. 
Hillcrest Motors. Fishersville, Va. 





Lloyd - Wagen 
GERMAN WONDER CAR 
$1,295 P.O. E. 


Dealers Inquire 





Signs for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 





DEALER NAMEPLATES for 1957 cars. 


3-D plastic and scotch light nameplates 
for all cars, 1,000 simulated engraved 
business cards—$3.50. Cut insertion—50c 
extra per 1000. Business Specialties, 1422 
Rosemont, Chicago, II], 


DUAL AUXILIARY LEFT foot gas pedal 


fits all cars. Profitable for dealers. 
Proved for 10 years and a billion satis- 
fied driver miles, Nationally advertised. 
Guaranteed. Pat’d. List $6.95. R. V. 
Lehner Co., Ness City, Kansas. 





way—25 miles from Richmond, Va. Total ili 
, | cost including stock and equipment— man who has sold over $8 million FLYING TO FLORIDA? 
TRUCK SALESMAN, fully acquainted with $50,000. Will sacrifice for $35,000. Terms worth of used autos. Gallagher Motors, Inc. 


all types of truck selling—wholesale and 
retail, seeking employment anywhere 
where the potential is good and the deal 
is right. Age 47, 20 years’ experience all 
phases of truck business. Earnings for 
past 10 years 10 
year. Call or write M. 
Techwood Dr., Apt. 
Phone TR. 5-6937. 


561 
Ga. 


G. 
21, 


Dermody, 
Atlanta, 





ACCOUNTANT-AUDITOR, Auto dealership 
experience. Complete accounting opera- 
tions, daily operating controls. Depend- 
able. references, Box 6640, c/o Automo- 
tive News, Detroit 26 

GENERAL SALES MANAGER with 20 
years’ experience in all phases of operat- 
ing a large dealership. 
organize a large productive sales force, 
supervise and direct all sales promotions, 
new-car preparations, used-car recondi- 
tioning, including the 
and fleet sales division. Will furnish full 
resume on request. Interested in large 


I am qualified to} 


| 


to 15 thousand per| 


truck department | 


operation that needs the services of an} 
$18,000 to $20,000 a year man. Box 6628, | 


c/o Automotive News, Detroit 26. 


SALES, SERVICE, PARTS manager. Fa- 
miliar all phases of dealership, Ten years’ 


can be arranged. Box 6636, c/o Automo- 
tive News, Detroit 26. 


VOLVO DEALERSHIP 


Offers Big Opportunity 
Sell Sweden's “hot'"’ VOLVO—Ameri- 
can car comfort, sports car handling 
and performance, miserly economy, 
Swedish precision. 

Dealerships 


now available in Ala- 
bama, Arkansas, Kansas, Louisiana, 
Mississippi, Missouri, Oklahoma, Ten- 
nessee and Texas. 
For information write or wire 
Nils Olof Sefeldt 
Swedish Motor Import 


2221 Milam Telephone: CA 4-9456 
Houston, Texas 





«DEALERSHIP WANTED = 
GM DEALERSHIP 


150-250 potential. Ari- 





BUY GOVERNMENT SURPLUS. Jeeps; 


FOR SALE—TO SETTLE estate. Land and 





MAIL $2:20 TO 


P. O. Box 649 Oxnard, Calif. 
Your satisfaction or your money back. 


BUSINESS OPPORTUNITIES | 


trucks; boats; aircrafts; LST’s; tractors; 
trailers; automotive supplies; shop equip- 
ment. Direct from U. S. Government de- 
pots. List and procedure—-$1. Brody, Box 
8 AU, Sunnyside 4, N, Y. 


building complete with office and show-| 


room furniture, service department fully} 
tooled and equipped, Operated profitably 
as DeSoto-Plymouth dealership for 28 
years. One owner. Inquire Shattuck Auto} 
Co., 207 N. Dewey, Owosso, Mich, Phone | 
SA 3-2004. 


NEW LINES WANTED 





MANUFACTURER'S AGENT interested in 


907 E. Pike St. 


Importers 
West of Mississippi 
Seattle 22, Wash. 





SCHOOL BUSES 


1—1955—B700 Ford, Superior 


BUSES FOR SALE 





60 passenger, 
16,000 miles—$3,750 


1—1954—Chevrolet 6702 Wayne 48 passenger, 


I—195I—Dodge Superior 60 passenger, 42,000 


580! Lansdowne Ave. 


19,000 miles—$2,750 


miles—$2,750 
Wolfington Body Co. Inc. 
' 


ladelphia 31, Pa. 
GReenwood 7-6225 





MISCELLANEOUS 


Automatic BraKinG 


RENT A CAR 
FROM RUSS MILLER 


Make Your Reservations Now. 
Telephone or wire collect. 


Give Airline, Date and Flight Number 
A courteous attendant will meet you at 
Miami Airport. 

Telephone JAckson 2-1616 


D. B.A. FAIR RENT-A-CAR 


727 N. Federal Highway, Ft. Lauderdale, Fla. 


BLUE ® CHIP 
TOW-PILOT 


experience in Dodge agency member zona, Nevada, So. California. Replies in 
Dodge 400 club. One of top five in sales. strict confidence. Box 6637, c/o Automo- acquiring one top quality line in auto- WITH LUBRICATED 
Three years college, married, three chil- tive News, Detroit 26 . 





motive replacement parts or accessories. | 








COMPLETE with 








dren, age 36. Prefer southwest or mid- - — —— 32 y . 
west. References and detailed resume on DEALER SERVICES = 6638, c/o Automotive News, Detroit Guide Cables and $61" AUTOMATIC BRAKE 
= request. Box 6629, c/o Automotive News, Si ; en = BRAKE HOOK-UP.......... 
id — = DECAL TRANSFERS 
‘ 5 SSENT/ 4) 8 » | athe : co ale 
S ics er parts. ‘Tn pear eunemetnes | TRUCK DECALS. No charge for sketch. | MEETS ALL 1.0.C. MEETS ALL 1c Cc 
to experience in sales and service, College NEW CAR More brilliant; unusually oe easily RE UIRE E T owen 
re three years. Married—three children. Res- applied. Samples on request. rite Allied Q M N $ 
ume on request with excellent references. om 8456 Hough Ave., Cleve- REQUIREMENTS 
Willing to travel. Box 6630, c/o Automo- . ~ . 
4 tive News, Detroit 26 DEALERS! ——__ | With Brake Hook-Up $514 a Pe aaa helen ta 
. SERVICE MANAGER. | Top flight, large J Less Guide Cables........ $52.35 Fed. Tax Included 
n volume experience. cond to none me- 
1e chanical and supervision knowledge. Top Are You F AFR WITH AUTOMATIC BRAKE 
> owner, factory, employe relations. ENGINES WANTED FOR SOUTH ICA _ AND BRAKE CABLE 
: Streamline, modernize any deal. Avail- . | 
. able short notice. Forget service, my con- in the Red? Ford V-8—Mercury, 1949 upwards and Dodge Less Guide Cables ‘ 
trol. If not satisfied present operation, e Y ; 
write Box 6631, c/o Automotive News, Plymouth, 1942-53, 6-cylinder used short block Four Point + 00 GUIDE CABLES 
= Detroit 26. . : assemblies. For further information reply: Hook-Up Cesare DEALERS’ SPECIAL (F.0.8. Factory Net) 
> GENERAL MANAGER. Aggressive execu-|| Regardless of your make of car, we can Mike Appel Motor Co., Ltd. Meets 1.C.C. Strength Requirements $9.90 Fed. Tax Included 
S tive with over 20 years’ of experience in put you in the black within 30 days . 6. he Joh b SA 
z all phases of auto and truck dealership. ith per - O. Box 3648 ohannesburg, >. A. QUICK-TOW Bumper- * a 
4 I can and will take complete charge and with a fested-and-proven management 
s full responsibility for a profitable sales program. We are successful, long- a THE FAMOUS 
and service operation. I have fresh money t ish : TRI-KI 3-Point Hook- 
: making ideas and can show high absorp- oo —_ ne eo oe one of PARTS FOR SALE Up Intra-State Tow Bar nM re] T re] a M A T i Cc 
~ tion and quality control. Integrity un- the big two cars. We have the proven 
e questioned, loyalty assured. Living in|| experience and know-how to make TOW e GUIDE 
midwest at present but relocation is no| : : ** 
- problem. Top references available. Box profit for you. You will deal only with DISTRIBUTORS LIBERAL 
7 $632, clo Automotive News, Detroit 26.|| principles and your reply will be held ||] BUICK PARTS QUANTITY DISCOUNTS Four Clamp Hook-Up 
“ ——————————mme—— 1] ig fhe sivictest confidence. letl’s sel DEALERS’ SPECIAL Daa F Net) 
CONTROLLER-GENERAL MAN AGER.| : : : .O.B, Factory 
,  temeag Sound|| YP @n appointment for discussion. All Other GM Parts Also 


ageressive, top flight. 


ested in organized team work and above 
average profits, this could be your man. 
Reply direct to G. T. Adams, Clayton 
Terrace, Newtown, Pennsylvania. 


OFFICE MANAGER. College graduate, | 


knowledge all phases of operation, daily 
Operating controls. Metropolitan 
York, New Jersey or eastern Pennsyl- 
Vania preferred. Box 6633, c/o Automo- 
tive News, Detroit 26. 
DEALERSHIPS AVAILABLE 

0 ett 

DEALERSHIP HANDLING Dodge-Plym- 
outh located in midwestern city of 900,000 
Population doing approximately 
One-half million dollars gross volume an- 


New) 


| Box 222 


one and| 


Write or call, Mr. P. W. DeFoe or Mr. 


Belair Road, Baltimore 6, Md. Phone, 
Hamilton 6-0525. 





SKIPS 
REPOSSESSIONS 
COVERAGE EASTERN N. C. 
FAST COMPETENT SERVICE 
Phone: Day 22769—WNight 64096 
LAYTON'S RECOVERY SERVICE 
Rocky Mount, N. C. 














Special Phone Orders 
Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


—SPECIAL— 


$45 
Tow Bar Sales Co. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 NITES: BA 1-8717 


Call Collect Ws pry, shares: 


40 So. Clinton St., Chicago 6, Ill. 


Pontiacs, ‘57 Fords etc. 





a Co > See Gece $44.85 Fed. Tax included 
nowledge a eaiersni unctions. eavy ° 

experience in finance, uniform accounting.|| Robert Cummings, Colonial Manage- UP TO 50% DISCOUNT Adjustable D Meets 1.C.C. Strength Requirements 
cost reduction, modern profit building nt Co., | (Fact d > justa raw Beam for Rear * * 
techniques. Big 3 background. If inter-|| ™® o., Inc., (Factory approved), 466 Extra Discount on Split Bumpers—'55-"56 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939” 





nually. Lease on building over period of — 
years, factory eaproval needed. Replies INVENTORY SERVICE 
handled in strictest confidence. Owners —s— OO OO Oe OO Oa re ee ee ee EE EE ET OOO 


want to retire. Box 6601, c/o Automotive 
News, Detroit 26. 


Parts and Accessories 


€ CERTIFIED REPORTS . 


le Obsolescence Disclosed 


FOR SALE — ESTABLISHED dealership 
handling Buick in central Nebraska on 
highway 30. Will sell or lease building. 
Buick franchise available if approved. 

__Loton Todd, Lexington, Neb. 

EXCEPTIONALLY DESIRABLE dealership 
handling Buick in a Michigan city of ap- 
proximately 40,000. Excellent facilities, 


BUICK PARTS|! 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


@ Shortage or Overage Established 
@ Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 
Call or write for service details 
Automotive inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 


New Subscription Order 


Send Automotive News to Address Below 


Rea Keech Buick 


favorable lease, planning potential 500, Western Dealers, Attention U. S., Canada and U. S. Possessions 
net profit last year over $50,000, high | 429 S. West Ave. Los A i if. 

Overhead absorption, fine community. —™ ‘Du 9-5095 acca haa 3333 Frederick Ave. One Year $8 O = Two Years $14 O 
Reason, going south. Box 6606, c/o Baltimore 29, Md. 





All Other Countries — One Year $12 [] or Two Years $20 [] 


Automotive News, Detroit 26. 
BUSINESS OPPORTUNITIES 





Phone EDmondson 6-4400 








AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
GENUINE CHEVROLET 


Wi iscsens eoseeenee Cb eesevedeseta Sancanetende eaesevene sce teeaeueee 

DEALERS WANTED || *"ow2nve 
wrowsnune | So ae 
— opportunity ettekiad donlenn ‘ li ites weer os sin si Se Testi . Cer eerceeseceeees aig : roy ; seeeee 
cet open ete dae le |] alta i me | roa ee 
~ |} ee eo) See ee ee ee ee 2 ee seer eeecercees Bececessscccece e- 


otential. We warehouse cars at ports of 
entry and maintain excellent spare parts distribution. 
Give full information in first letter. All replies confi- 
dential. Write Box 6620, c/o Automotive News, cal beet ee ee in| Jobber [) Insurance (] Financial (] Supplier ( 
Detroit 26. | =q Million Parts es Gloss to You as Your || ‘Make of Car....... Sal ait osisteaynhe nies Uiiiaidinadeeeassmeennee 
Telephone" 11-26-56 


panding $25.00 EACH 
While they last! 


Call, Wire or Write 


TRADE CONNECTION: 


Car Dealer [) Truck Dealer [) Manufacturer [] 











ao 


PISTON RINGS 
deliver unequalled performance! 


These rings combine the break-proof qualities of Cyclan with the 
heat-resistance and wear-resistance of chrome. They are already 
being used by many engine builders, with amazing results. 


SEALED POWER CORPORATION + MUSKEGON, MICHIGAN « ST. JOHNS, MICHIGAN 
ROCHESTER, INDIANA + STRATFORD, ONTARIO 
DETROIT OFFICE + 7-236 GENERAL MOTORS BUILDING + PHONE TRINITY 1-3440 


Sealed Fewer Piston Rings 


Leading Manufacturer of Automotive and Industrial Piston Rings since 1911 
Largest Producer of Sealing Rings for Automatic Transmissions 
Power Steering. Units 





